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‘Motor Cars 


Every git is a gut 


Through and Through 


Much has been said by automobile manufacturers about the great- 
ness of their factories, but few people realize that the greatest of them 
all is the BUICK PLANT. 

. The reason for the greatness of the Buick plant and why it has 
On the Radiator not been necessary to exploit it, has been the ever-increasing quality- 
value of Buick Cars. For seven years they have been known as the 
“un-advertised” Cars—the Cars which have sold on merit alone. Now that the Buick 
organization and constructive facilities have been so vastly strengthened, it seems only 
right that all who are interested in automobiles should know all about Buick Cars, the 
Buick Plant and the Buick Organization. 





Every Buick is a Buick through and through. Practically every part is made at this great Buick plant. En- 
gines, Transmissions, Gears, Bearings, Frames, Bodies, Wheels, Axles, Radiators, Castings, Forgings—even the 
bolts, nuts and cap screws, in fact, everything excepting lamps, carburetors, coils and magnetos. The Buick 
organization is a unit which represents the highest degree of efficiency in Motor Car production. That is 
why the Buick not only maintains its world-wide reputation for great power, but has combined with it the 
stability of every part to support this power. And yet so perfect is the harmony of all operating parts that, 
with all its power, the Buick is one of the most silent-running cars made. 

The position of honor at the Madison Square Garden Show, allotted according to the value of the an- 
nual output, has been awarded this year as in previous years, to the Buick. Look for the Buick at Space 14. 


Five Models, at prices fixed according to power and size —$850, $1000, $1075,$1250,$1800. One-ton Buick Truck $1000 


Catalogue showing the various Models and dealers’ names sent on request 


BUICK MOTOR COMPANY, Flint, Mich. 
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This is not the City of Flint, but an actual birds-eye view of the great Buick Factories. est automobile plant in the world. 
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Chalmers Sell Siex\ex._S 


“AGemiine elhlarRadiatorflFive Speed Tran: 
Dual Ignition _— LongStroke Motor 44 
Carburetor Dash Adjustment {Comfort and Cony/ 


Beauty and Style Price $18007 eg 




































Comparison sells more Chalmers 
cars than all our advertising 


OU will buy the car that has the most fea- 9. Beauty and Style 
> i j . Chalmers symmetry is the kind of beauty that means 
tures designed for your convenience, your efficiency. You cannot find a car at any price with 
comfort, your safety, your economy and greater beauty of line. Finish is superb—18 coats of 
your pride of ownership. 


The Chalmers ‘“‘SIX”’ 


“It runs with eagerness” 


Seven passenger Touring 39250 
Torpedo De 


Four passenger 


paint and varnish. Choice of three attractive color 
schemes, 


Some cars seem to be built to please the 10. Price—$1800 
builder. You want one that was built to please 


Because of the features listed above and a score of 


54 horsepower $ 
other advantages; because of perfect design, high- 


Chalmers self-starter, air 


the buyer—for you are a buyer. You will use grade material and workmanship of the Chalmers pressure type 5 130 inch wheel base ; 

. standard, the ‘‘Thirty-Six”’ offers the greatest value 36"x 444" tires; Continental demountable 
the car. You will find out from day to day for the money of any motor car built. rims; ten inch upholstering; nickel steel 
whether it is thoroughly convenient to operate ° axles and rear axle housing; extra large 
and use. You will find out whether it is perfectly The Biggest Chalmers Year brakes; nickel steel frame side members ; 
comfortable under all conditions; perfectly safe; From time to time in the past it has been our pleasure to sheet aluminum bodies. 


consistent: economical quote from those in the automobile trade, and the public 


generally, a commonly heard expression, “This is another 


The Chalmers “Six” is a high powered, 


Therefore we refer you to the diagram above. Chalmers 
“Thirty-Six” is a car for the buyer. Look over the entire 
motor field and see if you can get these “Thirty-Six” features 
in any other car at $1800. See if you can get all of them in 
any other car at any price. 


Why They Bought “Thirty-Sixes” 


We have delivered more than 2000 of the “Thirty-Sixes 
During the last few weeks we have been asking many 
of the owners to tell us the principal reasons why they 
bought the “Thirty-Six.” Everybody 
these ten big reasons: 


1. Chalmers Self-Starter 


Does away with cranking. Adds at least $500 to the 
value of an automobile. Simple, safe, efficient, air 
pressure type. Nothing complicated-—just press a 
button on the dash and away goes your motor. 


2. 36"x 4" Tires and Demountable Rims 


Big tires insure ease of riding and reduce tire trouble 
tothe minimum, Demountable rims rob punctures of 
their terrors—a change can be made in two or three 
minutes, 


seems to agree on 






3. Five Speed Transmission 


Four Speeds For- 
ward and Reverse 


Affords utmost flexibility of control. With it you can 
climb steepest grades without loss of time and without 
punish your motor. 


4. Long Stroke Motor 
Maximum power at low engine speed, splendid pull- 
ing, lo sr service, greater quietness, freedom from 





5. Dual Ignition 
Simplest ignition system yetdevised. Nothing equals 
a magneto for furnishing perfect ignition. 

6. Dash Adjustment for Carburetor 


You can get the pier od mixture tor starting or to lit 
i weather conditions without getting out of car 
i lifting hood. 





7. Genuine Cellular Radiator 
he rt you find on highest priced cars None bette 
Ir res perfect cooling, longer life, good Jooks 
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. omfort and Convenience 
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Chalmers 


Chalmers year.” 


At the time of writing this advertisement, with half the 
1912 season gone, we are pleased to be able to vary this 
quotation and say, “This is the biggest Chalmers year of 
all.”” Since July 1st we have shipped 42% more cars than 
during the same period last year and last year was a good 
year too. 


We believe that this phenomenal business is due to the 
fact that the cars we have shipped in previous seasons have 
been holding up and giving good service and that we are 
now reaping the results of building, from the first, really 
good cars at medium prices. 


Read What Owners Say 


As stated above we have delivered more than 2,000 of the 
“Thirty-Sixes.”” These cars have now been tested in owners’ 
hands in all parts of the country; in various altitudes; in 
diverse climates; on all sorts of roads. Everywhere they 
have made good. Read a few typical letters: 


John L. Jones, Counsellor at Law, New York City 


The new teatures of t Lhirt X re fine e lo 

stor give » much power that I r iyone ¢ 1 
lesire more Che four speed trar ‘ t 
car, for you can ne te y hil hout heating 
engine The se ‘ ks perfectly 





George B. Poole, Boston, Mass. 


Th Phirty * is not only a fine 1 g teveryt 


W. R. Leonard, Supt. American Car and Foundry Co., Detroit. 


Charles N. Bird, Kansas City, Mo 


H. D. Wheat, Gaffney, S.{C 


Chalr | r 
le rrying Y i] i 
‘ ( ( 60 
In view of these facts, is it amy wonder that this is the 
biggest Chalmers year of all So the time to place 
rder is now and the earlie the date set for delivery the 
etter Our new catalog free on request 


mechanically perfected, luxurious car at 
a price lower than the motoring public 
has been accustomed to pay for the 
qualities this car possesses. 

We are quite certain our “Six” is one of the 
very finest cars ever produced. 
' We sincerely believe that the “Six” is a better 
motor car than many which sell for higher prices. 
Any manufacturer who makes this claim is sure 
to be asked two questions: First, why are you 
able to do it? Second, why are you willing to 
do it? 


Here’s The Answer 


In answer to the first question, we say: We 
can do it because we have the factory, the organ- 
ization and the “know how.” 


Large production cuts dow! 


erhead expense. 
Good design, moder 


achinery and up-to-date 
nanufacturing expense. We 
build cars in sufficient quantities to reduce over- 


methods cut down 
head expense to the minimum. Our factory is 
equipped with the most up-to-date machinery 
and labor-saving devices 


We get the advantage of buying materials in 
large quantities. We take ev 
offered. 
high powered car, using the same quality of 
naterial and workmanship, at a lower cost than 
many who t 


‘ry cash discount 
We know that we can build a high grade, 


irn out only high priced cars, It 
is a question of equipment 


and organization. 


What Good Value Does 


To answer the € nd question: It has alw ays 
been our nati y to give unusually good value. 
Good value in the car cuts down selling expense, 
and “service” expense after the sale. We have 
always stood for small profits per car and have 
gained our fair annual profit by doing a large 

lume of | es 
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how this winter Special “Six” booklet on 
que 


Motor Company, Detroit, Mich. 
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Dept.24, 125 Kingston Street, | 


| BOSTON, MASS. 


by the famous Spanish artist, Sorolla. The March 
Supplement will be ‘‘Nell Gwynne,’’ Peter Lely’s 
masterpiece. 


Maplei is sold by Grocers 
bottle (Canads 
0c). "Writ Dept. EY 





as MFG. CO., Seattle, Wash. 
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You will receive the ‘‘Mona Lisa’’ and these 
two beautiful reproductions by sending 25c with 
the coupon in the lower righthand corner of this 
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NE of the industrial wonders of the : Cov 
world has been the growth of The 
the automobile business. As recently as Rai 
1900, when the sight of an automobile on 
the streets was still cause for comment, Ne 
HE housewives of West- Collier’s published its first full page auto- Cox 
field, Mass., were deter- mobile advertisement. Now, just a dozen 
mined to have only pure : : Det 
: : years later, we are able to print an issue 
foods. Prof. L. B. Allyn, who ‘ : lik Tal 
made the exhaustive laboratory carrying an Automobile Supplement, IKe 
tests essential to this purpose, this one, devoted exclusively to reading Goi 
set the seal of cg og diene matter and advertising pertaining to the : Th 
Quality Products of the Ameri- automobile. uf 
can Sugar Refining Company, Thekind of children Jil 
including A noticeable point in connection with auto- Ralston makes a 
a mobile advertising has been the absence ase whee. heane healer boyeand 
of the narrower sort of business jealousy girls. A warm dish of Ralston is “A 
on the part of manufacturers. You find the best breakfast for your children «6 ( 
the advertising of costly, medium-priced A age iy Snenage i: oe ‘ 
and inexpensive cars side by side in the che” Mes ee 
: : wheat. Children never tire of it. ; 
same publications, and each manufacturer Fi 
sets forth his claims in a fair, dignified Ralston 
a Oe way, without attempting to discredit his Wh F d = 
purity has always been the competitors. eat oOo 
single purpose in every step of the a — isS ici Wines Veal tathocuale = 
makingof Crystal Domino Sugar This is a distinct advance over methods Pe Ig Se A gh | abo 
d the other Quality Products once employed in advertising a new article, : ; Cc 
ane ine < ev bec : , children are growing. There is no 
of this Company. Special elec- and it means that as time goes on you can hatter bededeiiie: and enerer T 
tric light tests gauge its glistening place increasing confidence in goods you producer than Ralston. And none 
whiteness. Keen-eyed experts see advertised in reliable publications. so economical. Ralston is not G 
judge the size and texture of the factory cooked—it comes to youin 
crystals. Scalding, live steam condensed form, is. ee cosiiel T 
constantly purifies the polished- WA Citineon ‘ . ER fresh for every 
steel utensils. And Crystal Manager Advertising Department 3 breakfast. == 
Domino Sugar comes to you in A cup full, when AR] 
sealed packages as pure and icaiet sashes aie R 
wholesome in quality as it is ZA dishes—a box makes ies 
dainty and attractive in form. fA fifty breakfasts. Be- for all 
chen apeptsaendealien Se UTTAR LLL LLL LLL LLL LLL LLLP gin tomorrow's a 
our splendidly tllustrated booklet, = breakfast with Bs 
sent onvrequest. Address Dept. J. & ‘ ”9 oS Ralston—for your book set 
The American Sugar Refining Co. | = Ym children’s sake. You apo 
M7 Wall Street New York he Mona Lisa Free = will like it too. GEO. 
== rene Waele Wheat Flour , --—- 
. . — makes delicious nourishing breac 
An 8x12 inch reproduction of the famous = muffins, rolls, etc. ‘Try it too 
“MONA LISA,” printed on heavy coated = 
paper, in the full colors of the beautiful paint- = Makes | {won t 
; . . =— in Penn 
ing of Leonardo da Vinci and reproduced = D ° ti 
from anew process, is the frontispiece supple- = ain les n 
ment tothe JANUARY METROPOLITAN = Daintier 
MAGAZINE. The picture is so bound in = ee ae 
: tiga = ||} Many Dainties would be less sweet 
ny the magazine that it is an easy matter for the = were it not for 
reader to remove it without spoiling either = é 
Face Powper ; = "x 
the reproduction or the magazine. = ap eine | 
Heretofore reproductions of this famous paint- = || (THE FLAVOR DE LUXE) 
you appear at your best. Thousands of women ing in the original colors could only be bought in = !| When used as a flavor. 
gain that confidence by wsing LABLACHE. | expensive prints, ranging in prices from $10 to $35. = || ing in Puddings, Ices, 
Rtn wth glen the chia ai It is free with the January Metropolitan. The hand- = | leings, Cake, Fillings 
that youthful velvety appear- some ‘‘Mona Lisa’’ reproduction is only one of the Su || Cream, etc. it imparts 
ee eee many attractive features in the January Metropolitan, = || an irresistibly delicious 
Refuse substitutes. “the most beautiful magazine in America.’ (See = 2m Mesle Seren l 
White. Bi ah er Croom oe special offer below.) = | is almost as good as a 
0) f druggists or by mail, P — 1ome-made syrup made 
Send 10 cts. for a sample bor. The Art Supplement in the February Metro- = || by dissol fees 
BEN. LEVY CO.. ' politan will be a brilliant study of joyous child life = ing Ma “a ag 
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advertisement. 
USE THIS COUPON THE METROPOLITAN MAGAZINE Col. , 
P , 286 Fifth Ave., N.Y. 
The January Metropolitan is on Gentlemen: 
It’ Ss the ens | sales t, i neuientine = ‘ te : Please enter my three months’ subscription for | Just out. 
in Calox (Peroxide of Hydrogen) that renders it so efficient cya: Abn oe eee , the Metropolitan, beginning with the January, 1912, Patented. New Useful Combinations 
“4 deme a the mouth aid whites & thee wath Or, if you prefer this Special Offer, issue. Enclosed find a quarter. I am to receive the Low priced. Agents aroused. Sales easy. Every home a ie 
Dentists advise its Physicians prescribe it fill out the attached coupon and Art Supplements mentioned in your advertisement } poy —" Ly tha hge ore » t ; daiow peters be 
| ays echanic in shop sold 50 to fellow work 
All Druesits, 25 Cents mail with a quarter. You will = | Bigsnap to hustlers. Just write » postal—say : G ve me 8f cial 
P . = confidential terms. Ten-inch sample free if you me asiness 
receive the January} February Name = THOMAS MFG. CO.,5729 Wayne Street, DAY TON, oHIO 
McKESSON & ngpw hong to NEW YORK| and March numbers of the = ’ 
8 ene, = ORIENT aS 
niv cents wortt of magazine = 
Pee y. 5, & . = i Creine $400 Up 
ading for a quarte City State — 
_ ~ ~ \ ) ’ ¢ 1 
’ = $300 Best R 
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RANK C. CLARK, Times Building, NEW YORK 


io 













































































Collier's Automobile Numb 
ollier s AAutomobile |Number OFF 
€ 
> ==. 
ve . ry 
fe ye Ye Saturday, January Sixth, Nineteen Hundred and Twelve ~~ % ¥& 
IN TWO SECTIONS-—-SECTION ONE 
The Industrial Motor Car . ; , . Ray Giles 13 
Illustrated with Riicisenitee - ra" 
' Cloud Making as a Pastime George Fitch 17 
i over Design . ° r P ? ) » George Wright A _ Illustrated by Henry Raleigh ° 
i ‘ . rage Hy SONG . Reducing the Tire Bugbear to Common Sense. Harold W.Slauson 19 
i The Open-Air Protest in Denver. Frontispiece . : . 7 Picnicking by Motor ORES Ss TemneNeT W. Parker 21 
Editorials ‘ ‘ : 8 . Illustrated with Photographs ' 
The Automobile as a Home Maker . . Edward S. Martin 23 
New Year’s Eve in New York. Poem . Arthur Stringer 10 Illustrated with a Photograph ; 
i The Automobile Rowdy , . Montgomery Rollins 25 
Illustrated by Franklin Booth 
Cox—-The Last of the Bosses 4 j 2 ae ; Will Irwin +7 Illustrated with Piucteqreghin od 
| ‘ i aie Wustrated with re 4 oes Building a National —— Ee = Lee Shippey 27 
enver’s Uprising Against Misrule .. ‘ ’ eorge Cree 13 3 ustrated wi otographs ane é 
, The Long-Lived Auto George Sheridan 32 
ll d with Ph h : 
Taking a Chance. Story esau 7 bey) . Kennett Harris 14 : Illustrated with Photographs ' 
‘ios atten oD llustrated —e en | Becher, i Seine The Automobile Guest — ele pags i. Wallace Irwin 36 
oing to Market in Baltimore . : ; ynn R. Meekins’ 15 : ustrated by Rollin Kirby, = ' 
The W — . Illustrated with Photesraate sn heat ial Our Highways and the — — al sagen Walier Page 38 
e omen’s Demonstration : abe ra eering 17 , oe llustrated with otographs _— ; 
en ey Sinniated with Phetenseste ye ‘ Following the Dixie ie a ee H. Newton 42 
1 ! S - ‘ - P : t ' ohn . arr I ustrated wi otographs ; 
a ~_ J y The Passing of the Old-School Chauffeur . . Julian Street 46 
The Defeat of Justice by the Law’s Delays ' Carl Snyder 19 : : Illustrated by Hermann Heyer ; 
and ‘ _ ailistrated with Phukeareghe sine tiie Water in Gasoline . ‘ ‘ , T. L. White 48 
: “6 resent Disengage ' A , rthur Ru 21 , , , ee 
: ” _ “se filustvated by ene Raleigh The Automobile and the Full Dinner Pail . Harry Wilkin Perry 50 
—s «Credentials from the People ”’ ‘ ; . Mark Sullivan 22 Illustrated with a Diagram and Photographs 
ood Weteeted eth « Costecn be W, 4 Rata On Going from Here to There ee Gouverneur Morris 54 
10le A Panorama of the Chinese Revolution. Photographs : ~ 2 Porciun Sent ttakine Bp onnoay by Laura E. Foster A.W. Macks 6 
f it. . 7 We 
Finance—Guggenheim Finance. ; . . Garet Garrett 24 Illustrated with Photographs 
Home Comforts on Wheels . H.P. Burchell 58 
s h a Ph h 
—- oo aid Illustrated with hicieamaatinn 
— ~ " VOLUME XLVIII NUMBER 16 
| IN TWO SECTIONS—SECTION TWO P. F. Collier & Son, Publisher sew York, 416-480 West Thirteenth St.; London, 
5 Henrietta St., Covent Garden, W. C loro! Ont rhe Colonial a — 
King Street We For sale by Saarbach I Exchange in the principal cities o 
ple coclien aie ore be 7) ~ Daw 17 Green St Leicester Square oulen, W. C. 
ere . : ‘op rat 912 by P. F. Collier & Son Registered at Stationer Hall, London, Eng 
sno Cover Design 3 . . . : Drawn by George Wright ry z ry Bree I , hted in eee Br ite “ i am the brit ! iw ( ion including Canada 
ientered a ecoud-cla matter February 6. 1905 t_the Post-Office at New fork, 
gy The Car of 1912 ; ; ; Harry Wilkin Perry 5 New York, under the Act of € ongress of Mar hg. 1879. Price United States and 
one llustrated with Photographs eian. 15 cents a copy, $3.80 = year Christma ad Baste pecial issues, 25 cents 
not Gulliver in Automobugdum ‘ . Gelett Burgess 9 
uin Illustrated with a desiein by F. Strothmann gh iA ide pabigh ig a Chi: <7 of _—s ; — ribe r Aeon n orde we o—- 
>; ~ Hy ot address ould give e old a vel a we new iddare a 1e ledger ni v€ oO 
b The Value of Endurance Runs , , Harold O. Smith 11 hele crabnar’” Fines tne co tures @éeke west necesbartly alabes Galore Ge AME 
ed Illustrated with Photographs can be made, and before the first copy of Collier's will reach any new subscriber, 
ery 


























yhen ARITHMETIC 


ae SELF-TAUGHT ba ae 
‘Be- a agian tue ES 
w's ee 








with they once le arned 257 Pages ne: oS 
r een eeachor, us ees OA 5 
You Stamps accepted, leather binding $1 Self Taught Fill we 


GEO. A. ZELLER BOOK CO. 
Est. 1870. 4480 W. Belle Place, St. Louis, Mo. @ 





out and 7 a Learn a Paying Profession 4 
mail coupon : 


below for sam- 





xl income and p — 


TS Py 
~ Sa PHOTOGRAPHY 









| TEACH pl f Wood! ‘ 
e 1e 0 oodbury § 
Senta Facial Soap TODAY. Photo-Engraving and Three-Color Work 
BY MAIL | Our graduates earn large salaries. We assist 
I won the World’s First Prize for best course them to sec ure these positions Learn how you cap 







































































*. Catal ree. 
¢ until you r i atest sialage Ove 


in Penmanst Unde ruidance many are 7 SONS EES | Re 
becon ie samen ese . An bla foe @ aes re ar r n wi 9 ee ee Now 
ecoming expert penme acing man 
of my beset na hatbnaciie in ociaiian ial vol. ILLINOIS COLLEGE OF PHOTOGRAPHY 
leges at high salaries. If you wish to become a bet 949 Wabash Avenue, Effingham, Illinois 
t penman,write me. | willsend you FREE te i: e - — — 
oY of my Favorite Pens and a copy of the Ransomerian Journal 
, C. W. RANSOM, 339 Minor Bldg., KANSAS CITY, MO. or roug WIN S —. This Sketch 
eet = ney af an illustrator or 
| Gide PA) You Can Increase Your Salary niet for vewepapers or magaaines My 
| Are a i witt | TI . : | =? | - , I ee . mail wil! develop r talent. Fifteen years’ 
| Are your wage w—w A spect of ad Ws is the Nardest season in the year on your eseful work for newspapers and magezines 
anceme en study Drafting—Archite = jualifies me to teach you. Copy this sketob 
ural, Mechanical or Structural. 8 of this complexion. ‘lhe sudden changes and the sharp, f President Taft. Let me see what you oan do 
school earn large salaries in these profe s. | wit Send it t b 60 in stampe an 
opopelag gid jeter gly paki atple | harsh winds that roughen and chap, soon ruin an I pod oh 
rates low, Day and Evening classes, Hut ; aa 
reda of practical plans to work from. Students | unprepared skin. ‘his is when complexions are The aii School °! ustrating 
t bta t | and Cartooning 
M Wr ‘ | spoiled for months to come. 1435 Sehofield Bidg., CLEVELAND, 0. 
CHICAGO TECHNICAL COLLEGE | , . ~ 
s Lab 615 Athenaeum Bldg Chicago, Ill By proper precautions, you can keep your skin in an Ss T U DY High-Grade 
active, healthy condition in which it can zvithstand results Instruction by 
o from such exposure. Correspondence 
Hahnemann Medical College a | am ay 
ap 52nd regular session will open September 26th During bad weather, alway at 1 are Gearea; ) rp Post. 
fe | RUMbey eininenehs comslede, Ciuleal. feciiitice nse fully. Woodbur Facial Soap re-supples what exhausted b Graduate and Business ts 
’ gn st For detailed inf at address keeps your sk 4 ea healthy The gula Ww Twent a < es 
a . HENRY WILSON t ur, 3129 Rhodes A Chica mW Id ater € all ring eathe e de ‘ egin each month. Send f Atalog & g rules 
aot P p ar ra 1 seve state 
a € ess a glow ea 
“2 CARTOONISTS FAME AND W yury’s Facial Soap costs 2 uae 9 , : “—e o Chicago Correspondence School of Law 
pen FORTUNE after their first cake The feeling it give e sk the fir - 505 Reaper Block, Chicago 
tly ach y« “A . Money in Drawing,”’ t promise of what its steady use w Fo 
7 RESS ASS’N, Dept 54. Indiana olis 
P po Por se we wilh quat « comple cube, Pur 100 compiles of Westtury’s Pastel é Learn Telegraphy 
Si Powd k " y Woodbury Boc 
re tip and sampler of the Woodbury prep if MORSE and WIRELESS 
+: DAYS’ FREE TRIAL At My Practical Sehool. Splendid demand for 
destheah vai tan, : 
sh ‘ ship on approval wit! . 
le pos freight shyt "DON’ or re and Western | res & N ireler 
J a whe eg ' not satisied Rodersed bbs Haliread, Wireless 
ai DO NOT ‘BUY « “rhea } Western Union OMieials. Exelusive 
; ? ) Methods, Teachers are practical experts. Living 


ses car Seer payment 
GEORGE MW. DODGK, Pres.. Dodge's lustitute, 
























Mt ‘ana h ave | carne: pete Acie For sale by rd Andrew ent. til natacsccetiedaeae aD Shes Sete eer 
i ] r Dept. J, Spring Grove Ave. "" a 
ONE CENT | st you Geatere 4 “Si on MOUNT BIRDS c= 
ne erything will be y ree post- every- Pig by mail 
J pai f sete 1 me 7 gets = where Fo oH ak g3 
tion S, Coast ter-Bi ake rear wheels amps, Ps iA | sa . aranteed = todas 
. . . 7 1 
open MEAD CYCLE CO., Dept. M-54, CHICAGO | oN me. Both free \OKTHWESTERN SCHOOL OF 
é PAXIDEUMY, 4021 Fiwood Bide... Omaha, Seb. 
¢ | LADY Leg 28 pals 
e ¢ ‘ eat 
c WANTE D ! _ Erickson Leg: end of stung 
eenth : ‘ ad ‘ t F. WU. Erickson Artificial Limb (« — =.= 
' st rdi s Goods Co., Desk 46-4, Binghamton, N.Y a — — . 
)0 Up XK , 


0 


ORK 








10. 
11. 


¥ 4 


13. 





Who I am 


Iam born of Mother Earth—my heart is of steel— 
my eyes are of glass—my limbs are of iron—my 
fingers are of brass. 


I do brain work, but have no brain—I work fast, 


early and late and am too stupid to make a blunder. 


You find me in every country, my voice rings 
out around the world. 


I speak every language, tell the truth, and nothing 
but the truth. 


When I speak, millions listen: (1) The Caucasians, 


(2) the Mongolians, (3) the Ethiopians, (4) the’ 


Malayans, (5) the Indians. 


I need no food, but live as long as metal endures. 


I handle all kinds of money, (1) Gold, (2) Silver, 
(3) Nickel, (4) Copper, (5) Paper in all currencies. 


I make unchangeable records of all I do. 


I remove temptation, shorten the hours of labor 
and keep people correct. 


I protect the weak and strengthen the strong. 


I give hope to the weary and make the world 
better. 


I give (1) Publicity, (2) Protection, (3) Prosperity, 
(4) Profits, and (5) Peace of mind. 


I cost but little and do so much.—I am the 
cash register. 








Ouisi 


Collier's 


The National Weekly 


P. F. COLLIER & SON, Publishers 
Robert J. Collier, 416-430 West Thirteenth Street 
NEW YORK 


sia 


The Remarkable Open-Air Mass Meeting of Protest m Denver 
1 great open-air mass meeting held under a wintry sky on December 14 registered their protest, in solemn resolutions, against acts of municipal misrule culminating in 
mayor of Denver of an elected official, Henry J. Arnold, who had refused to levy upon the people a new tax of $400,000. The meeting was held on Capitol Hill, 
House, the available halls in the city having been refused through the influence of municipal officia's. Thirty-five thousand persons stood for three hours in the cold 
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The Roosevelt Tide 
CERTAIN BRAND OF HIGH-BROW, allied with a familiar 
type of low-brow, led the forces which defeated Stimson in 
1910, and then lustily proclaimed their victory as the end of 
RoosEvELT. It is seldom, however, that a popular American 
leader loses power by doing right. The high-brows and the low-brows 
saw Dix and Murpny and Barnes go through the antics of their species, 
to the disgust of the observant and silent veter, who every year has to 
be more reckoned with. The Observant and Silent Voter quietly noticed 
that the overthrow of RoosEvELT had meant BARNES running one party 
and Murpuy the other, to the benefit of nobody except those who dwell 
in the neighborhood of the trough and have a prescriptive right to keep 
their feet therein. The Colonel acted as a good American citizen, and no 
punishment in the long run could come to him for force, wisdom, and 
virtue. If a campaign for the Presidency should begin to-morrow, and he 
were the Republican nominee, there is not a Democrat in the country who 
could give him a run for his money—except Wooprow Wiison. ‘‘ That,’’ 
as one observant politician said—‘‘that would be a hoss race.’’ 

As experienced observers look over the situation, the only equally 
close race that is talked about is one between Governor WILSON and Mr. 

Justice HuGHEs, who, however, is likely to refuse to be a possibility. 





What is the Answer ? 

N LONDON in 1910 there were thirteen trials for murder—in a cit) 
if of seven millions. Of these thirteen trials, eight ended in convic 
tions. Of these eight, all were sentenced to death. Those of our readers 
who have read Mr. SNYDER’s series may give what answer they please 
to the London figures. Politics, in its relation to judges and_ police 
departments, should not, in any explanation, be forgotten. 


What is Socialism ? 
| ee ap BUT SEVERELY the New York ‘Times’? disapproves 
of the position taken by CoLLIeR’s on the MCNAMARAs. 
temporary ably represents the point of view usually called 
tive.”’ 


Our con 
‘conserva 
It says: 

All the vague and violent and malicious comment on the murderous activities 
of the restless minority who have been endangering the cause of organized labo 
is not confined to the Haywoops, Desses, and EMMA GOLDMANS. COLLIER’S WEEKLY 
had a note of comment on the failure of the Tennessee Legislature to pass an em 
ployers’ liability bill, which was due, it infers, to the issue of free passes to leyis- 
lators by the railroads. ... The railroad pass has been abolished in various States 
and is illegal in interstate transportation, but what CoLLier’s WeEEKLY permits 
itself to call “labor” is threatening to use dynamite everywhere. Many of the 
State Legislatures have been so largely influenced by the supposed Socialistie tend 
encies of their constituents that our form of representative government has been 
endangered. 


Of course, the pass is but one of the weapons of the privileged class 
and was given as an illustration. For HAaywoop, CoLuieR’s has perhaps 
as little respect as the ‘‘Times’’ has; as little as we have for Messrs. 
Parry, Kirpy, Post, and Oris. The last sentence of the opinion quoted 
gives a view which, although often repeated, fills us with fresh aston 
ishment. Whence this alarm? What is ‘‘Socialistic’’? Are post offices 
banks, roads, jails, hospitals, courts, irrigation projects, State and na 
tional boards of health, fire departments, building departments, immi 
gration commissions, postal savings banks, publie utility commissions, 
national telegraph and telephone lines in Porto Rico and Alaska, Gov 
ernment Federal steamships to 
Panama, public waterworks which now exist in about sixty per cent of 
our towns, including forty-one out of the fifty largest cities ? 


slaughter houses in the Plilppines, 


Just when 


does the cooperative activity of the people earn the dread name? But 


perhaps, what alarms our safe and sane neighbor, and forces it to ery 


Socialism, is the progress of direct government. The ‘‘threat to our 
institutions’’ lies in allowing legislators to consider the wishes of electors 
OM conservative friend. vou will not permanently enide the Ameriean 
publie by desiring to be its nurs Walk alone it can and will Most 
Socla the United S hike Insurgeney and like Progressiveness 
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is merely the desire to nourish virtues surely old-fashioned enough to 
be safe—honesty, unselfishness, justice—yea, even that love which Sr 
Pauu ealled greater even than faith and hope. 


Getting Together 

FEXUE MONOPOLY PROBLEM is as difficult as it is important; but, 
| happily, some aspects of it are sufficiently agreed upon to justify 
legislation. The President’s conception, and the La Follette Bill con- 
ception, of what supplementary definitions to the Sherman Act are 
desirable, do not differ. The Secretary of War recently expressed the 
situation lucidly. Wherever there is monopoly, he says, there will ulti- 
mately be State control of prices, as already in our public service cor- 
porations, and probably not long hence in such limited commodities as 
water power, phosphates, and coal. ‘‘There is a great deal said loosely 
as to the folly of trying to compel competition by law.’’ Our courts 
have been dealing with an abnormal condition—with monopolies which 
would never have existed had fair play in competition been enforced. 


The various forms of so-called cutthroat competition, boycotting competitors by 
compelling customers not to trade with them, so-called factors’ agreements, inte 
fering with the contracts of competitors by threats or fraud, setting up fietitious 
independents, favoritism in giving credit, and general discriminations among cus- 
tomers—all of these methods, by which can be recognized the illegal purpose of 
crushing out a competitor and controlling the market heretofore shared with him, 
should be carefully defined and punished. 


On those points enough of us are agreed. How about the monopolies. 
as in steel, tobacco, and oil, which have been built up illegally, but are 
now perhaps strong enough to exist even without oppressive tactics? 
The tobacco situation was unsatisfactorily handled by the courts, which 
followed the Wall Street view of what competition means, instead of the 
view of men actually in the trade. The committees of the House and 
Senate at present working on the problem find their hardest puzzle in 
steel, as that trust seems now most likely to be able to survive without 
tariff favors or illegal aets. If we dissolve a few trusts which have 
grown up by illegal means, and then enforce the law hereafter, a clear 
understanding will prevail in the community, business will go ahead. 


and slow times will end. 


Rembrandt 

UR MILLIONAIRES find various methods of spending money, and 
( ) Mr. WipeNner of Philadelphia, in making himself the purchaser of 
all great Rembrandts which go upon the market, has hit upon a method 
which is not the worst. It means something to the United States to have 
pictures from the geniuses of art. 
every quarter of the globe. 
in Winnipeg, in 


Books are reproduced and go to 
SHAKESPEARE can be at once in London, 
Melbourne, in New Orleans, but ‘‘The Mill’’ can 
exist completely in but one spot. Mr. WiIDENER’s choice of a favorite 
artist is felicitous. Not without reason. has REMBRAND? been classed with 
LEONARDO. Different as they are in technique, they both express in mys 
their REMBRANDT, solitary, 
strange, and inarticulate in his life; never told, like Leonarpo, of the 


terious ways the superiority of minds. 
almost hopeless struggle to get his ideas woven into his paint, as an 
exhalation from the external objects he portrayed, but we realize from 


the work itself how intense that struggle was—how original, how per: 


sonal, how unassisted were 


the dey 


in nature and that 


Lights and shadows, as everybody knows 
‘double life—the life it has 


from a communicated emotion 


vices he used to lend to an object its ‘ 
which comes to it 
most brilliant of all writers on the technique of 
‘when 


So speaks FROMENTIN 
art, when he undertakes to tell us what is revealed by ReEMBRAND1 
he accosts with his dark lantern the world of the marvelous, of conscience, 
and the ideal, where he has no master in the art of painting because he 


has no equal in the art of picturing the invisible.”’ [lis countrymal 


ITALs painted better the visible world: the greatest of all. VELASQUEZ 
painted both: but 


in conveying the light of the mind, no painter unless 


} 


it be LEONARDO lonely dreamer who studied out 


the magic 


is quite a rival of ‘the 


that bets be found in light 
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. Near to the Ground 
O INDUCE FARMERS to forego part of their ‘‘money crops’’ and 
T look out for their supplies is often a task as difficult as it is impor- 
tant. Jones County, in Mississippi, can (and should) boast of possess- 
ing in G. E. Haves an active, original, and useful individual. 
‘demonstrative agent’’ 
In the 


he has seen. 


He isa 
for agriculture, and he goes about among his 
people. ** Argus-Chronicle’’ of Laurel he tells specifically what 
The following sentences are condensed from a letter we 
should like to have space to print in full: 

While in the Hebron settlement, I stayed all night with B. D. Groves. He was 
making molasses, and had that for an excuse for not plowing under all the big 
cockleburs and grass he managed to let grow. ... I stopped at noon with W. J. 
BusTIN, living on Laurel Route No. 2, and he began to complain about hard times. 
We went out to his barn, and I found he had 210 bales of hay, crib full of corn 
(about 300 bushels), sweet potatoes, pen full of fat hogs to make his meat and 
about 16 head to sell. I asked him if he had forgotten the time when he used to 
make cotton at five and six cents to buy his home supplies. I stayed with E. W. 
Hitt one night. When I drove up I saw a brand-new mower and rake, two-horse 
hay baler, a two-horse disk harrow, section harrow, big two-horse turning plow—all 
bought this fall. He had been reading the Government bulletin. I stopped in San- 
dersville and spent the noon hour with Ep Parker, and he showed me a fine field of 
oats, all up and growing nicely. I am sorry I did not see a nice field of oats on 
every man’s farm. I hate to say it, but 1 saw very few fields of oats. 

These are ‘‘ local items’’ that count—that put heart and energy into 
farmers. We are inclined to congratulate not only Jones County and the 
“Argus-Chronicle,’’ but also the Government which possess that kind of 
demonstrative agent. 
Being Satisfied 

NE FOUNDATION of happiness is the ability ‘to know when we 
() have what we want and then not restlessly seek something else. 
That vigorous contentment is often found in our Western States in forms 
full of vitality and charm. The proprietor of the Emporia ‘‘Gazette’’ 
declares ‘that ‘‘if President Tarr, who is on the job now, or President 
LA FoLLETTE, who will be on the job two years from now, should offer 
us the place of Postmaster-General we should put our good right hand 
in our bosom, or bosoms, as the case might be, and proudly but firmly 
decline.’’ What this brilliant editor desires is ‘‘the royal American 
privilege of living and dying in a country town, running a country 
newspaper, saying that we please when we please, how we please and to 
whom we please.’’ To be able to accept difficulties with cheerfulness, 
and to pick out and highly value opportunities, is ‘the secret of drawing 
the best worth from the life that is given to us on earth. ‘‘This world, 
ladies and gentlemen, is full of good gravy, if you only have the bread 
to sop in it.’’ That sentence, we think, is accurately characteristic of a 
large part of our country, and greatly to its credit. 


Relative Values 
ROM THE DECEMBER ‘‘ Autograph Catalogue’’ of GoopspEEp’s 
bookshop, 5 A Park Street, Boston: 


SULLIVAN, JOHN L., Pugilist (autograph letter signed), 1 p., 1893 
Evo, CHARLES W., President Harvard University (autograph letter signed), 
2 pp. 1873 


$0.75 
0.50 


In the Orchard 

TIRED STOCKBROKER abandoned his work, left city life, and, 
after some wandering, settled in a hill community in Vermont. 
Without technical skill or knowledge, he started raising juicy apples. 
In the first year he has found pleasant work and ‘‘near-happiness”’; not 
Romance—that is, not his idea of Romance. 


His work has been play 
and sixteen hours a day of it. 


A story of faith in the best, and of its 
coming true; of success in ways so many that they radiate as the spokes 
of a wheel; of apples that went far and wide: of country boys who 
learned to keep the wood box filled for the women folk: of the hard. 
shrewd Yankee visitor who was forced by moral suasion to dry the 
dishes or fill the wood box as he chose; of the pride of work well done 
that was instilled into the neighborhood mind: of things gay and things 
sad but worth while, every one of these, has his first year in the country 
been composed. ; 
Drink 


pom YEARS AGO we published the story ofa drunkard who 
: came forward and bore testimony on the ‘‘Saloon in His Town’”’ 
and what it had done to him. 


' The man was a porter in a road house 
Just outside Indianapolis. 


He signed his contribution T. F. Sprxe. and 
\ Ife was pleased at breaking into print 
at SIXt\ four years of age, 
of his health and welfare. 
he 


and ever since then he has written us letters 
Born near Shandon bells, on the Blackwater. 
was educated in a haphazard way in this country, so that he touched 
some of the high places in literature without learning much about how 
to spell. Memorizing Dante has given him ‘‘many uncanny dreams,’’ 
but he is grateful to VirGin for ‘‘ happy hallucinations si 1 


Q . In Indianapolis 
SPIKE Tell from grace and became an habitual drunkard 


‘ Ile closes the 
atest of his friendly. rambling letters by saying: 


What am | 


Owing to saloon influence. nothing but a physical, mental, and 
Nnanej ) ] | ’ } ° ’ Si 2 

| cial si eligious reck I’m only a speck of animated dust. almost 
feless , , 

€ and nerveless i seullion aloon porter in a road houss« 

S he is ging on sixty-seven years of age, the chance ahead for him 


IS Small. 
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A Congress on Hygiene 

rFEXNHE UNITED STATES GOVERNMENT does not plan any Con- 
| gress on Hygiene to rival that held in Dresden and described in 
CoLLieR’s of November 25, but it does plan to hold an exhibition in 
Washington in September, 1912, which ought to be something of a step 
toward the crystallization of public opinion. Mr. Tart is the honorary 
president, and the acting president is Dr. Henry P. Waucorr of Boston 
The Committee on Organization includes many of our best-known physi- 
cians and students of public affairs. This is the Fifteenth International 
Congress on Hygiene and Demography, and the President, authorized by 
a joint resolution of Congress, has invited other countries, and also the 
several States of this country, ‘to participate, and the Governors are 
authorized to extend the invitation to the cities. Thirty-five States thus 
far have accepted, New York, Pennsylvania, Massachusetts, and Ohio 
being among those not yet heard from. 


A Corporation 

N AN ERA OF RAPID CHANGE few things are more striking than 
| the improvements in humane feeling. Not long ago a boy tried to 
get onto a train on the Burlington Road, in Illinois, after the train was 
already going and after the gates were down. As he jumped over the 
gate and was rushing for the train, he slipped and his foot went onto 
the track and was destroyed. No suit was brought and no complaint 
was made, as the fact that the accident was due to the imprudence of 
the boy was obvious. Offcials of the railroad, however, took an interest 
in the ease from the beginning, and at the end asked the father for a full 
account of his expenses, after which they sent him a check which con- 
siderably more than covered those expenses. We have a close personal 
knowledge of this case, and can see in it a sense of human obligation and 
interest, a sense which is increasing not only in corporations, but in us 
all as individuals. 

A Loan Word 

\Y HAUFFEUR is seemingly a necessary word in the English language 
CO as in the French. Yet all the subtleties of loan words are not 
readily appreciated. The brigands who overran France at a late stage of 
the Revolution, to. the peril of life and property, were called chauffeurs. 


The Bystanding Army 

J, VER MILITANT for the uplift, ever ready to megaphone a word 

4 or two for the downtrodden, ever anxious to hew to the linotype, 
letting the chips fall where they may do the most good, we are about to 
make an Appeal to Reason, to strike a Telling Blow, to sound the Clarion 
Note in behalf of the Innocent Bystander. For he has had a hard and un- 
comfortable time of it. When a motorist’s tire suffers a puncture or a blow- 
out, the motorist (or his chauffeur) stops the car, steps out and proceeds to 
the work of resuscitation. First he does what corresponds to having the 
tire breathe on a mirror, to see whether life is extinet. Then he gets the 
jack and the tool box and begins to work. In thirty seconds a crowd has 
collected, its size varying with the populousness of the vicinage. In New 
York, for instance, the ‘‘ busiest city in the world’’—the quotes are ours, 
and indicate irony—crowds are largest. An assemblage of a hundred will 
watch a motorist light his lamp; while the ordinary blow-out of commerce 
is always good for a thousand. Here’s the point: Why are the people, 
innocently bystanding, compelled to stand? Repairing a puncture is gen- 
erally an hour’s work; by reason of improved devices (the advertising 
pages are always open to propositions) it may be accomplished in twenty 
minutes, but even that is a long time for innocent citizens, some old, some 
tired, some women, and some all three, to be compelled to stand out in the 
baking sun or the frosty cold, as the case may be, and usually is. For the 
elimination of this annoyance to an overpatient public we demand legis- 
lation. We ask for a law requiring all motorists to carry in their cars 
a kind of portable grand stand, seats to be elevated so that all may see. 
Under ‘the present intolerable conditions, people often bystand four deep 
and a man in the last row scarcely can see the operations, much less make 
his comments audible to the motorist 
give all a chance to view the details. 


The portable grand stand would 
The charging of admission fees is 
to be optional with the owner ; some motorists might make tire expenses in 
this manner. Nor is the ordinance to apply to motorists alone. Concerns 
that have safes delivered to floors above the ground should be forced also 
to provide seats for spectators. Teamsters driving horses that fall down, 
families having pianos hoisted through the front window, construction 
companies whose employees toss red-hot 


rivets which are caught in 


buckets by other employees—all these owe the bystanding army a duty 


A Friend of Men 


S TIE PASSES (and does he not often pass? 
Pig instant to the highest level of their being 


a world of brothers. because he evokes a grace in them 


men rise for an 
Already for him it is 
the shy heart of 
each peering out. He does not see the age-long dreariness, for always 
there flashes back to him from the face of creation something to love 
He reaches out toward men, and the yearning is more moving than 
musie on the waters. Tle has given himself to the disinherited, and in a 
life of obloquy he finds peace He answers sorrow with pain and out 
through his suffering there shines that which humbles. Because there 


is one who eares that we suffer, we take comfort 
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New Year's Eve in New York 


(Times Square) 


By ARTHUR STRINGER 





BOVE me from its turret, wheels and points 
The lean electric finger, satyrlike 
Garish-lamped 


Below me Broadway lies, and as | look 


And unconcerned and flippant. 


It seems a river bed that sings with life 

More frenzied than the hot blood thro’ the veins 
Of Bacchanalian dancers. Wave by wave 
The clangor and the brazen madness grow, 
And from this canyon underscored with stone 


And crowned with granite and inlaid with steel, 





Whereon as on an anvil, day by day, 

The Dream became the slowly fashioned Deed, 
Up from this valley strewn with ribald light 
Babylon 

And Tyre and Nineveh knew no such strain 


The midnight tumult rises. 


To affront the choiring of the midnight stars, 
And Sodom more audaciously ne'er mocked 
The morning silence. Tier by jocund tier 
The countless cunning bulbs of liquid fire 
Flutter and flaunt their laughter to the skies, 
The crowding milk-white globes of motors move 
And melt across this garden of unrest 
That blooms when night is deepest. 

And the throng 


Is touched with uncouth madness, and the roar 





Of raucous frenzy rises to the night 





And night's majestic stars that show no shame, 
That spell no solemn message in return : 


And all this iron valley wherein roared 





The mills of mortal struggle, laughs and reels 


And sings its madness to the newborn year. 


ND Thou who watchest, if Thou watchest still 
Amid the unanswering Silence, look on us 

Th’s night not in Thy wrath. 
That godlike in our labor we have been 





Remember still 





And in grim warfare not ignoble proved. 
Austere in daily action we have stood; 


In toil, behold, we beautiful have seemed- 





But that our labor be not wholly vain, 
And all the struggle empty, teach us, God, 

O teach us at the end of toil to know 

The sanctity of Laughter, and the joy 

That ever walks with Beauty! Save us, Thou, 
Who hast so freely given of Thy strength 

In other days, by Thy last gift of Grace! 
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Cox —The Last of the Bosses 


The Story of His 


T IS moving time for George B. Cox, the “Easy Boss 

of Cincinnati.” He is getting ready to leave that 

bank which has been his headquarters for the past 

ten years, the proud, visible symbol of his rise 
from a bootblack to a position above mayors and coun- 
cils, governors and legislatures. In these declining days 
there is still a waiting line at his door; but it is shorter 
than of old. Time was when the shrewd “insider” with 
a message to Cox waited for him on the street and 
caught him before he reached the outposts of that line. 
The rats abandon the sinking ship. This ship is not 
sinking exactly, but it is buffeting close to the rocks; 
and the more timid and farseeing rats have taken to the 
waves. 

When his day is done, Cox walks to his club—Wielert’s 
Café on Vine Street—for a little glass before he goes 
home. Thither, as of old, come the faithful few, old 
henchmen and heelers of his gang, to talk things over. 
Onee Cox spoke only in gruff monosyllables from the 
corner of his mouth. But he, the silent, the inscrutable, 
has grown comparatively garrulous since the Democrats 
dragged him into court, forced’ him to use all the re 
sources of gang politics to keep himself out of jail, and 
used these facts to elect a reform ticket. He talks now 
—mainly by way of indignant complaint. 

A little after six o’clock he goes home to his splendid 
and rather lonely mansion in the exclusive suburb of 
Clifton. 
by old habit, to take program. Could we sit w 
them, we should find, I think, that they talk less of 
present emergencies and future contingencies than 
formerly, and more of old, past glories and conquests. 
For they must feel, as the reformers do, that their day 
is done; it may still have a twilight, but its end is as 
sure as the setting of the sun. 

This florid old man, heavy of, jaw, heavy and a little 
puffed of facial muscle, heavy and powerful of eye, is, in 
fact, the last of a dynasty in American politics—the 
old-time personal boss; sole, unofficial king of an Amer- 
cancommunity. Kelly and Croker in New York, Buckley 
and Ruef in San Francisco, Broughton in Rhode Island, 
Magee and Flinn in Pittsburgh—they have gone to their 
graves, to jail, or to retirement. True, we have others 
whom we call bosses still, as Roger Sullivan in Ilhinois 
and Charlie Murphy in New York; but they belong 
merely to an allied species. None of them holds a com- 
munity, as did the old boss, in fee simple, dictating all 
the rules of the political game, forming and interpreting 
for his own purposes the will of the pseudo-sovereign 
people. Cox, who held power longer than any other boss 
in our history, lingers on after his generation, a sur- 
vival. Although his rule is cracked, it is not yet broken. 
He is like the dodo or the Monterey lone 
relic in a newer age of an era extinct. From this speci 
men we may study the past. 


cypress—a 


Fortune Rode with Him 
yy THE uncertain but lively days of the Civil War, 


Cox was a street boy, helping to support a widowed 


There, also, come a few of his lieutenants iii 3. ROM the moment when he shoved 


Rise and Decline. 


By WILL IRWIN 


‘Dead Man’s Corner” they used to call that southwest 
angle of Longworth and Central Avenues, because of the 
shootings, stabbings, and sluggings which distinguished 
it. An old politician with a long memory sat down be- 
fore me the other day and ticked off on his fingers eight 
cases of death by violence which occurred within a hun 
dred feet of “Dead Man’s Corner” at about the time 
when Cox served the bar of his own saloon. Cox him- 
self, it seems, took no part in the disorders of the dis- 


Part I.—Building the Machine 


McLean 


was in powe1 He was not a perfect boss from 
any standpoint. Some of his forces got away from 
him. The rule at City Hall and the Court House be 
came so bad that the mob rose against it. A few days 


of shooting, burning, lynching, volley firing by the mili 
tia—and McLean’s position had grown untenable. Then 
the national Republican party definitely adopted the 
high protective tariff policy, and the Democrats talked 
free trade. The immediate interests of Cincinnati, what 
with its inland traffic and manufactures, seemed to lean 
toward protection. Yet the local Republican leaders 
seem hardly to have perceived how sentiment was bound 


trict. He could fight in case of necessity: but then, to go. ‘They approached the Congressional campaign 
as afterward, he usually persuaded COPYRIGHT 1911 BY CINCINNATI “ Post» of October, 1884, and 


others to do his fighting for him. He 
just tended bar, kept his fist on the 
cash drawer, saw that his place main- 
tained some semblance of decency 
and trained eye on the main 
chance. Again and always—no anec 
dotes. When they mention him, 
the raconteurs of Cincinnati do not 
relate stories of what he said, or of 
what little personal things he did, 
but of what he accomplished. 


His Political Start 


his 


the first dripping glass of beer 
across his bar, he was in politics. No 
saloon keeper could avoid it in the 










































the Blaine-Cleveland na- 
tional campaign of No- 
vember, in a state of 
doubt. George B. Cox, 
it appears, was the only 
leader who showed any 
confidence. Give him 
the campaign fund, he 
said, and he could turn 


the trick. They tried 
him in the Congres- 
sional campaign. He 


“delivered.” They gave 
him the Presidential 
campaign, and although 
Blaine lost nationally, 
Cox returned a fine Re- 
publican majority in 
Cincinnati. 

He entered that cam- 
paign a captain; he 


emerged a general. For 
in that, perhaps the 
most sodden, driven, 


unenlightened period of 
our political history, 
municipal politics fol- 
lowed national party 
lines. The “loyal” elee- 
tor voted for the mayor 
or councilman or pound- 
master whose name ap- 
peared beneath his party 
emblem. That there are 
local issues apart from na- 
tional ones, and that indi- 
viduals, rather than meas- 
ures, the important 
factors in municipal elec- 
tions—the man in the 
street perceived these facts but dimly. So this vietory 
on national put the Republican organization in 
local control. And at the head of that organization, the 
logical leader, was George B. Cox, he who had won the 





George B. Cox 


The Soft Ukase of the Easy Boss 
At the left is a facsimile of 
a list of bills and an im- 
portant footnote sent by Cox 
to the machine members of 
an Ohio General Assembly 


are 


lines 
























































victory. In a state of enthusiasm, the machine founded 
mother by blacking boots, running errands, and selling the Blaine Club, henceforth their rallying place. Cox 
newspapers. He took his first regular employment as a reached out and took the Blaine Club to himself. 
butcher’s delivery boy; and when he grew big enough Twenty-seven years have passed, and he has not yet re- 
for a man’s work, we leased that tenacious 
find him driving a }----] hold. 
delivery wagon for Joseph B. Foraker, a 
Pogue’s, a small dry perfect exemplar of the 
goods store. Fortune machine politician in 
rode with him on the larger affairs, was ris- 
dashboard, for Pogue’s ing in Ohio. He per- 
became a great depart ike <3 ceived Cox, his talents 
ment store. Long be Smee and uses. They allied 
fore it needed another og themselves, the greater 
wagon, however, young Be with the smaller. Fora- 
Cox quit to drive for a py s ker threw in the way 
small grocery. i @ waite of the young boss such 
significant that his com am rege appointments as would 
panions of those days ‘e. serve to increase his 
remember little about revenue and cement the 
him. . Not an anecdote loyalty of his followers. 
has survived. He never And before Cincinnati 
talked much, it seems, knew it, Cox was estab 
never did anything lished beyond fear of 
foolish or humorous 01 overturn. He held the 
overwise; he just drove ap sipgeene city more securely than 
his wagon and kept his y ‘ —— his predecessors had 
eye on the main chance ever done, in propor- 
The Democratic ma Cox’s old saloon Cox's present residence in the suburb of Clifton tion as he was more 
chine was generally in farseeing, more subtle, 
control during those days. It ran the tgwn in acare-free, days of the old game. To evade whatever laws there and more cautious. He must have foreseen the future 
open manner. The Tenderloingvas bobMing, and gambling were, to prevent the creation of new ordinances, you after he captured the Blaine Club, for he set about 
—except for little periots of perist persecution—ran must serve the Masters. The saloon was the working to educate himself in the business of city government. 
wide open More and more young Cox came to pass his unit of ward politics. You must “deliver.” Into that Not, however, by attending university lectures on eco 
evenings in the gambling houses. It is not recorded that department of his business also he put his talent for the nomics or sociology, nor yet by reading books. No, Cox 
he bucked the games himself. He was working toward main chance. While Hayes still ruled these United is a practical man. Accompanied by “Rud” Hynicka, 


the inside In time he gave up driving a delivery wagon 
to “turn the goose” in a faro game. His companions of 
that period remember him for a stalwart, handsome, 
well-formed vouth with a fine head of black hair. Again, 


there are no anecdotes. He ministered to dissipation, 


it appears, but he was careful about dissipating him 
self ; and he kept his eye on the main chance. Be 
lore anyone knew him for anything but a minor em 
ployee of a gambling house. he had begun to acquire 
property Presently we find him bartender and then 
proprietor of a saloon at Longworth and Central Ave 
nues, then the heart of the loud and tough district He 
Was educated now, you see; he had stepped forth into 
his caree1 By such processes, in the old gang days, we 
used to educate most of our unofficial rulers for. the 
highly technical busines’ of governing 


States, Cox was peddling among small politicians, seek 
ing nomination, bunches of a hundred or two hundred 
votes. He was a Republican, though the control of the 
city lay mostly in the hands of the Democrats; but he 
threw primary votes to Republicans and Democrats alike. 


From Captain to General 

| | E EXTENDED 
votes and still 
Ward 


as a 


influence he delivered mors 
until he held the Eighteenth 
in his two hands. He began to attend conventions 
and a party and finally he elected 
Council There he continued to “deliver” 
arts of trading and manipulating 
power ina the 

Democracy of 
John R 


his 
more, 


delegate 
himself to the 
presently through his 


whip: 


he was a minor party still in 


minority 
Then two catastrophes happened to the 


(jineinnati First ime the Cincinnati riots 


already his first lieutenant, he visited New York, that 


he might study the Tammany meti.cd of controlling a 
great city hese were the prosperous days of Tam 
many, which lay between the Tweed downfall and the 
Goff investigation And he learned much 

He had the machine, tight and _ s¢ é With his 
native subtletv., his talent for intrigue is experience, 
he set on foot s life Work the creator ot such i 
well-ordered and permanent machine as no other Ameri 
in city ever knew Other bosses iled as absolutely 
perhaps, but only for short periods; then their ma 
hines broke and beat themselves to pieces with thei 
own foree Cox alone he power for twenty-seven years, 
in t powel s | no means broke t ioug! its end is 
n sight | ive no roon ere Te oO e the stor in de 
tail That would take a Oo ook. Let me simply 
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show how the machine worked when Cox had it set up, 
coordinated and running. 

Of course, it was the familiar alliance between “big 
business,” particularly municipal service business, and 
cheap groggery politics. Without that alliance, in some 
form or other, no corrupt political machine could run 
for a day. ‘The public utilities, privately owned, were 
in it, the railroads, some of the banks, and those liquor 
interests so important in Cincinnati. Cox saw that no 
invidious, fanatical legislation disturbed them. 
that they were not too much 
tion. He saw that their tax assessments were—not 
unduly high. They must do their part: occasionally 
it needed a show of teeth to remind them of thei 
duty; but in the main they were with him, as he with 
them. 

On the other hand, Cox held the voters and the small 
politicians by means admirably adapted to his ends. 
For a Northern and Western city, Cincinnati is rather 
conservative. The balance of power is held by the 
German-Americans, a frugal people. They are jealous 
guardians of their own small personal interests, and 
they hate taxes with the hatred of an English rate 
payer. Cox appeared to give them what they wanted. 
Year in and year out the gang told the people: “We 
have the lowest tax rate of any city in Ohio.” So it 
had—on paper. However, there are two factors in tax- 
ing as it is done in America—the rate and the appraise- 
ment. Though Cox kept the rate down, he raised the 
appraisements; and to the voter who complained that 
he paid thirty-nine dollars taxes this year and only 
thirty-five last, the gang answered: “Yes, but your prop- 
erty has increased in value.” Corpo- 


He saw 
pestered by competi 





Collier’s 


Eighth Ward, a poor district along the river, started 
a lodging house, and gained great personal influence. 
Cox persuaded him that a man of his talents did wrong 
to serve on the losing side. Mullen became a Republican. 
His Silver Moon lodging house did good business all 
the year round, but it nearly burst its walls in the 
week before election. Closer to the people than any of 
the other leaders, Mullen dispensed the panem et cir- 
censes. All winter a bread line of outcasts comes to be 
fed at the Silver Moon; and for summers out of mind 
Mullen has given a pienic down the river for the poor 
children of Cineinnati. Gentleman candidates of the 
machine have referred often from the stump to this 
philanthropy. Yet it costs him little, if [ am to believe 
the cynical reporters; for nearly everything, from the 
transportation to the doughnuts, is “donated. As the ma- 
chine shook itself into perfect working 


a 
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liver,’ and went up. And whether they wished or no, 
these underlings were not allowed one cent of graft— 
not if Cox knew it. On the contrary, they also paid. At 
every election the machine raised an immense campaign 
fund. The public utilities, the railroads, the great mer- 
chants who needed favors, finally the officeholders—the 
collector tapped them all. The officeholders, at one 
time, were expected to contribute two and a half per 
cent of their salaries. These funds appeared rather 
large for the legitimate or illegitimate expenses of 
the campaign. What became of the surplus, if it ex 
isted, neither [ nor the reformers have any means 
knowing. 

Wonderfully moderate were these leaders, and won- 
derfully shrewd also. The machine never “pulled off 
anything big.” There were no great courthouse steals, 


of 





order, the functions of these three mer 
became perfectly defined, perfectly under- 
stood. Hynicka looked out for the 
county, including the not unimportant 
item of judges. That he might be on 
hand when needed, he always held some 
county oflice of greater or smaller dignity. 
The genial, champagne-buying Herrmann 
attended to the City Hall—he, too, ac- 
counted for his presence by tenure of a 
minor appointment. Mullen, elected and 
reelected Councilman from the Eighth, 
was whip for the Council, where he en 
forced program and engineered trades. f 

And as Cox grew from saloon keeper to 





ration property, and especially public 
service corporation property, did not 
so increase, it would appear. 


Much Paved Cincinnati 


5 lige public funds the gang ex- 
pended where they would do the 
most good in getting and holding 
voters. A home-staying, home-loving 
body, the average German-American 
voter looked on Cincinnati with eves 
of fond custom; he did not miss the 
park systems, the playgrounds, the 
museums, the art galleries which he 
had never seen. He did not know 
that the public schools of Cincinnati 
were inadequate and poor. He did 
not know that people were dying of 
preventable typhoid for lack of proper 
health inspection. For on all these 
public activities the gang skimped; 
most importantly, it starved the 
schools. School-teachers, you see, con- 
trol few votes; “most of them are 
women, anyhow,” as a machine poli- 
tician remarked 
once. But it lav- 
ished money on such 
work as provided 
jobs for the greatest 
possible number of 
contractors, subcon 
tractors, foremen, 
time checkers, and 
common 
Paving was a favor 
ite form of outlay 





laborers. 


lhe successive ma 
chine administra 
tions paved and re 
paved. Instead of 
patching the worn 
spots, these guard 
ians of the _ publie 
good would tear up 
the whole job and 
relay it. Every cob- 
blestone, every flag, 


“Rud” Hynicka 


every curb in Cincinnati, is a monument to Boss Cox. 

There were no big, fat jobs, understand. Cox did not 
believe in that. Four one-thousand-dollar men, in his 
working code, were more useful, because more numerous, 
than one four-thousand-dollar man. They worked just 
as hard for the machine; the chance was that they 
lived closer to the people. Never did a boss make thie 
publie money go so far. 

His personal organization was a marvel of compact 
ness and yet elasticity. Out of the jealous struggles 
for lieutenancies, 
Hynicka, “Garry” 


three men emerged victors Rud’ 


Herrmann, and “Mike” Mullen 
The Three Lieutenants 
| YNICKA was already his man when he won the 


election of 1884 He came from Allentown, Penn 
svivania, this Hynicka, to seek his fortune in the great 
river city He began as a reporter, in a small way, on 
the “Enquire! At some period m Cox’s early days tli 
two met, and fused by the law of likeness rather than 


the law of contrasts For neither is a “jollier” In any 
sense; both are just quiet, subtle manipulators 
Herrmann fur! nes the cordiality. He rose from a 
German ward to a seat in Council. Gradually he came 
to control much of the German vote. So, upon entering 
the Cox forces, he was able to trade his army for a 
lieutenaney Hy s a “mixer,” a “sport,” a national 
powel in baseball, a free consumer and purchaser of 


champagne 


Mike” Mullen. who took service with Cox later thar 
the others. is a convert Up to that vital Blaine 
Cleveland campaign, he was an ardent Democrat and 
a lieutenant of police. On Election Day, Mullen served 
his partv bv rounding ip all the negro voters—the 
beit Republicans to the last mar ind keeping them 
i? ] 353 unt The pO Oser For that he Was al 

Oo He retired to t 
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no contract scandals, 

O00 _ no general graft sys- 
oO tem in the ‘Tender- 
loin. Had there been, 

4 | make no doubt the 
machine would have 
run its course in a 
few years and _ col- 
lapsed. ‘To this mod- 
eration, as much as 
to anything else, it 
owes its long life. 





= > Only once did it even 
’ a make the attempt. 
A The city owns the 
t Cincinnati Southern 


Railway, built after 
the war to communi- 
cate with the im 
portant Southern 
, , market. Certain per- 

sons in private life 
wanted to buy that 
road at a ridiculous 
oO figure. The machine 
agreed to “deliver.” 
This required a spe- 
cial election. Secure 
in its control, the 
machine made no extraordinary efforts 
with the voters, and, most impor 
tantly, it spent no money. It ex 
pected simply to give orders and 
march its regiments to the polls, as 
of old custom. But Cox or his lieu 
tenants failed to reckon with one 
piece of special German-American 
psychology. The Germans are great 
home builders. They had been accus- 








Garry Herrmann 


on tomed to doing business with build- 
+ ing and loan associations, which re- 


quire part payment down and part in 
monthly or yearly installments. 


The Rising Winds of Freedom 


ie the German voters scru- 
tinized the railroad ordinanee, 


they found no provision for “money 
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down”; it was all a matter of future 





bank president, from mere property holder 
to multimillionaire, his lieutenants also pros 
pered exceedingly. Hynicka is the controlling 
owner in a great burlesque circuit. Herrmann 
owns at least the Cincinnati Baseball Club, 
Mullen, ranking rather lower in the organ 
ization than the other two lieutenants, has 
some real estate, and he or his family hold 
public utility stocks. Also, his private detec- 
tive agency, with corporation clients, do¢s 
very well. Cox, Hynicka, Herrmann, Mullen, 
who began respectively as a saloon keeper, a re 
porter, a printer, and a policeman, protest that 
they made it all by straight business and shrewd 
investment. Save for one or two instances, to be men 
tioned later, there is no certain, legal proof to the con 
trary. Still their simultaneous rise is a pretty case of 
coincidence, 

Finally Cox completed his machine with an enlight- 
ened miracle. He made gang politics nonpartisan. The 
Democratic party in Cincinnati, or what of it remained 
after the great tariff overturn, had a little machine of 
its own. ‘The boss was Lew Bernard. He worked for 
a rather hopeless cause; with Cox in the field, victory 
and spoils seemed a long way off. Cox arrived at some 
kind of an understanding with Bernard. Although they 
made a show of teeth at election time, for all practical 
purposes they worked together. 


Jobs, Many Jobs, Were the Reward 
Wits “the lowest tax rate in Ohio” and with an 


appraisement pushed up only high enough to make 
that tax yield normal revenues, how did Cox manage to 
hold his gang together How did he provide for the graft, 
the pickings and stealings which the small appointees 
of a “practical” machine usually demand or exact? . The 
as a general thing, there was no small 
graft, there were no pickings and stealings along the way 
Jobs, many jobs 


answer is simple 
they were the rewards. Be you laboret 
on a paving contract or Representative in Congress, you 
got vour job in the beginning, your advancement later by 
serving the machine \s soon as you ceased to serve 
ou were dropped. 

Blue-blooded young men of Cincinnati, eager to breal 
into Washington, stooped to serve just as much as tle 
imbitious young heelers of the slum district When 
they had proved their usefulness, Cox started them with 
some ornamental position—the Board of Education 
being a body almost useless under Cox rule, was a favo 


te place ot apprenticeship Lawvers who vearned for 


the bench took the stump, showed that they could “de 


The “bread line” before Mike Mullen’s “Silver Moon” lodging house 


payment. Something curious about 
that! Without preliminary fuss 01 
noise, they voted against it, and the 
machine lost the special election by a narrow margin 

Now you must not suppose that Cox went unop 
posed in all these years. Cincinnati had always its 
reformers, but they were without organization, with 
out leaders, without overmuch heart. And they got lit 
tle sympathy from the captains of industry or from the 
average business man. Why not Cox, these people 
asked, as well as another? He ran the city pretty well; 
he kept down the taxes; there wasn’t much stealing. 
Let Cox alone; the blamed reformers didn’t know how 
to run a city. 

Yet in the late nineties the winds of freedom began 
to blow in the Middle West. Even in Cincinnati the 
political atmosphere became disturbed. The reformers 
got up some enthusiasm and nominated a fusion ticket. 
From Hynicka’s card-catalogue system of watching 
voters, the machine learned that it was in peril. Cox 
resorted to a simple device. He saw Lew Bernard, the 
Democratic boss. Bernard repudiated fusion and nomi- 
nated an “old-line’” Democratic ticket. That drew so 
much strength from the reformers tliat the machine 
won. ‘ 

But by the next election the reform sentiment was 
not to be beaten even by Bernard 
Gustaf Taffel mayor. He was an honest man, was Mr. 
laffel, but he had little political experience. 
he entered oflice’ practically 


lhe Fusionists elected 


Moreover, 
unsupported. Cincinnati 
was governed under the old municipal system, wherein 
the mayor had little real power. ‘The machine held 
the county offices, the minor city offices, and council. No 


man could have succeeded under such conditions. ‘Taffel 
failed. “There, what did I tell you?” said the man 
the street. 

In the next election the machine won gloriously. It 


never reigned more absolutely than at.the beginning of 
the twentieth century. 
reach out for 


It even began here and there to 
things One day Mike Mullen 
gave his annual picnic for poor children. The next, he 


greatel 


whipped through the council a measure granting: an 


overhead franchise along the river front to the Louis 


lle and Nashville Railroad That measure was 

loaded with dynamite 
Signs of Battle 
oo Ohio River Improvement Association had spent 
millions to make the great waterway navigable 

which meant water competition for the railroads. W itl 
an overhead franchise the Louisville and Nashville could 
30 obstruct the water front as to make hauling from the 
docks impracticabi Che reformers fought tha yrdi 
nance in the courts, and the decision is still pending 


Concluded on page 29) 
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| Denver’s Uprising Against Misrule 

=r. Under Wintry Skies Thirty-five Thousand Citizens Denounce Municipal Corruption 

per I'TIZIENS of Denver are up in peaceful, powerful, By GEORGE CREEL during the vote, cheering the esas four and hissing the 


and picturesque protest against official anarchy. 















































twelve. The amazing insolence of the action of the Coun 
ther § : : 
of \t Thursday midnight, December 14, armed cil fanned the town into flame, and the Direct Legislation 
ex men, dispatched from the City Hall, invaded League caught some of the blaze in this resolution: 
: » courthouse and besieged the oflice where Assessoi F 
» OF the cou ‘ead aiabai ‘ rid ted ed Meee . Whereas, the aldermen, in brazen defiance of the 
Henry J. Arnold sat behind barred doors, When threats law and public opinion, have refused to submit the 
. ed to make him open, the flimsy barricade was bat Commission Government amendment as demanded by 
von at | | ‘ | 20,000 ters ; 
' re ywwn with iron bars, and the inrushing assailants 6Y,0UU Voters ; , : : 
off tered «de ; ‘ ’ Whereas, such refusal springs from utier venality, 
“auls, made him prisoner, ee insolence, and depraved servility to Mayor Speer and 
lals All entrances to the building were locked and guarded, the public service corporations represented by him ‘. 
‘ h ej ‘ 2m; ad ; ittane ‘re YT Therefore, we do now solemnly protest against this 
sVs- uch citizens as demanded admittance were roughly ’ ° y : 
Sys and suc! yy aa ans ; ug betrayal of the people, flagrant disregard of law, and 
der- ordered away. ‘The telep ione wires were cut so that Ar- shocking political conditions that render men so in- 
een, nold might have no communication with the outer world. sensible to duty and honesty, 
the Governor Shafroth, called out of bed, summoned Adju- And out of this regard for law, order, and the public 
‘ ral Chase and ‘dered the instant ili ati peace, we do warn these lawless and unfaithful ser- 
lave tant-Genera baa and ordere¢ ie instant mobilization vants that there is a limit to patience, an end to 
nha of the militia. Before the men could march upon the endurance. 
col- courthouse, however, word came that Arnold had been TI 5 ld ‘ : kine is thie al 
; ie Arnold outrage, coming fast upon the heels 
nod- thrown into the streets. 10! g ng 
: as ’ It was the capsheaf of a day of desperate activity on the Council’s stab at the initiative, referendum, and 
by at the part of the City Hall “machine.” In the morning pica aenenn ‘to pegging Denver. rhe pon op yr 
life. papers Assessor Arnold had announced that he would an sonar » alia, ve al aoe : r pies ana he “Ee ed 
ven not obey Mayor Robert W. Speer’s order to extend an ; te peop e was mae e through the columns of the LOCKS 
npt. additional levy of three mills upon the tax warrants. Mountain News”: 
the In biting phrase he characterized the demand as an When officials desert the law they have sworn to 
lern illegal attempt to rob an overburdened people oft uphold, and lend themselves to anarchy, lawlessness, 
fte: rs ooo pi and riot, it becomes the high and solemn duty of the 
- , 100), ' 2 . people to take counsel for the preservation of the public 
unt- Early in the evening Speer’s supervisors held a meet peace and the maintenance of the good order that is 
im ings The Mayor notified them that Arnold had been essential to the safety of institutions. All law-abiding 
acre dismissed from office, and sent in the nomination of of the tam tune pa Rag cag Magee: Bay 
per- Hiram E. Hilts to be the new Assessor. Hilts was al many outrages perpetrated by Robert W. Speer and 
life ready a State Senator and member of the Elections Com his venal council, particularly the crowning villainy 
that mission—and the Constitution forbids a Senator to hold that has resulted in the midnight raid of thugs upon 
lous 7 . the courthouse, and the violent and ruffianly ejection 
pur civil office under the State; but the work in hand called of Assessor Henry J. Arnold from an office to which he 
Line for a steadfast tool, and Hilts was chosen. . was duly elected by the people. Let every honest man 
wis The appointment was confirmed at ten o’clock at ays and woman come—let the children, too, be brought, 
spe- ‘ aie > das | a : that their young minds may be stamped with detesta- 
i night, and Hilts straightway dashed up to the court- tion of lawlessness and right regard for law and order 
sk house where Judge Harry Riddle was waiting to swear - : 
house where ude arry viddle Wa Walting to § uy . “ ” 
the himin. But Arnold, speaking at a near-by Commission Henry J. Arnold and His Son “Bill There was no other place for assemblage. The public 
orts Government meeting, had been told of the plot, and he The assessor who refused to obey Mayor Robert W. Speer school auditoriums were closed to the people by order of 
por had gained his office ahead of the corporation-controlled board, 
a Hilts and piled chairs against and Mayor Speet had insolently 
and the doors refused to let the citizenry use 
» 88 Hilts telephoned the situation their own auditorium for a mass 
she to Speer, and Commissioner of meeting, even though $300 had 
ue Supplies George Collins was been offered as rent. 
Nese rushed to his aid at the head of Sunday pdt lide (3 broke bleak 
reat a score or so of armed followers and cold, with light snow fall- 
pak While the unarmed assessor held ine. 
ild- them in parley for an hour, The corporation papers, with 
my hoping for the arrival of the almost inconceivable mendacity, 
in ; 


denounced the gathering as a 
“mob bent on violence,” and 
warned the people not to attend 
Governor Shafroth sounded the 


militia, Chief of Police Hamil 
ton Armstrong sauntered into 
1 the room and advised him that 
the “game was up.” 








































































































ef Two nights before this mid one note of encouragement when 

ae night assault the Speer Council, he announced that the Senate 

ure in flat defiance of the Constitu and House chambers would be 

uit tion and the city charter, had thrown open that the people 
or boldy defied and invalidated might not be compelled to suffer 

the the initiative, referendum, and from the weather. oy 

recall. rhree _o’clock came, bringing 

op By a vote of 12 to 4, these Colorado's pertect tribute to the 

it. aldermen refused to call a Com majesty of the law the great 

th mission Government election as and splendid allirmation of an 

lit demanded by petitions that car ? : oppressed people’s faith in demo- 

the ried the names of 20,000 quali cratic institutions. — et ee 
fied electors + i . — " » orn from every point of the compass 

: Hundreds of citizens, warned Mayor Robert W. Speer George Collins Hiram E. Hilts men, women, and children. ; se- 

ng. ‘ of the impending defiance of the When Mayor Speer ordered the removal of Assessor Arnold he named State Senator Hilts in his tween twenty-five and thirty 

10 popular will, packed the chamber place, and sent Collins at midnight with a body of followers to forcibly eject Arnold from his office anes wen the v3 wind 

Concluded on page 26 
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A view at the outdoor mass meeting of a section of the crowd at the Capitol entrance. This is the opposite half of the scene disclosed in the frontispiece 











Collier’s 


VOL XLVIII NO 16 


Taking a Chance 


Whereby a Patriarchal Pirate Gets a Steady Job 


sé LONG in the spring of °87 
The worried-looking woman in the faded 

dressing sack frowned as gathered the 
breakfast dishes together and began to pile them. 

“Through, ain’t you, father?” she asked, without paus 
ing, however. 

“I’m through,” assented Captain David Evans, brush- 
ing biscuit crumbs from his white beard with a sinewy 
brown hand, and moving his chair from his daughter's 
rapid advance. “As I was a-saying, in the spring of ’87, 
Hotchkiss he come to me an’ he says: ‘Cap’n,’ says he—” 

“I know. You told me about it, father,” interrupted 
the woman. She stripped off the red-checked tablecloth, 
carried it to the back door and shook it. “You'd bet- 
ter go down to the river and smoke your pipe; then you 
won't be under my feet.” 

Captain Evans sighed and took from a peg a cap of 
threadbare blue cloth with a cracked visor and settled 
it carefully upon his head. His daughter dropped her 
dishcloth on a chair and turned him to 
the light for inspection, to which he sub- 
mitted meekly, as he did to the subse- 
quent grooming that she gave him with 
a whisk brush, and the dismissing peck 
of a kiss. 

“You’re a good girl, Daze,’ said the ' 
old man. “You wait till 1 get my ship.” 

“All right,” she returned, half smiling. 
“We'll paint the town red then, won't 
we?” She nodded and returned to he 
work, and her father opened the street 
door and went out, making his way 
across a vacant lot between two fac- 
tories to the bank of the sluggish Chi- 
eago River, whence came to his ears the 
clack of mallet against calking iron and 
the swish and squeal of a plane. 


she 


fg eee a maze of rotting hulks 
and various marine junk, Captain 
Evans arrived at a sort of a clearing. 
where another veteran was painting a 
vivid crimson streak along the white hull 
of a blocked-up launch, while a younger 


ne 





man busied himself at a carpenter's 
bench. Moored to stakes driven in the 
bank was a dismasted schooner, whose 


gaping seams a hairy amphibian in | 
water-soaked overalls was calking with } 
oakum. An iron kettle of smoking pitch 

diffused a pleasant smell as the light 

breeze bore it landward. 

“Morning, Cap’n,” said the old man 
who was painting the launch. 

“Morning, Ben,’ returned Captain 
Evans. He spread a bandanna handke1 
chief carefully on a four-square timbe1 
and nodded an acknowledgment of the 
greeting of the young man at the bench; 
then he filled and lit a jet-black meet 
schaum. 

“Looks real tasty,” he remarked, afte 
a few contemplative puffs, indicating the & 
launch with a wave of his pipe stem 
“You’d think she was just off the ways, 
spang new.” 

“But she ain’t,” said Ben. ‘“She’s an be 
old boat, and you take an old boat and 
you’re in luck to sell her at any price.” x 

“She’s sound as a dollar, just the : 
same,” contended Captain Evans quickly, 
“and she’s seaworthy as ever she was. I 
wouldn’t give her for a dozen of them wi 
fussy, new department store boats. Look ’ 
at that one.” 


H E POINTED to a gleaming twenty iM 
five-footer that was seudding from 
the North Branch with a gantleted young 
man at her automobile steering wheel 
“Look at the beam of her! Ain’t that 
freeboard a pentencherry offense? If she 
ever gets in the wash of a tug there'll be 
a job for the life-saving crew.” 

“She’s got the speed, though.” 

“Speed!” Captain Evans spat disgust 
edly. “That’s all they think of nowa 
days—speed. ‘They’ve just give the Powhatan to Reddy 
Trimble, | hear. 
and Green Bay 


He’s a going to speed her between this 
If he don’t speed her on to a reef o1 


bow-on into some other speeder with a kindergarten 
graduace in the wheelhouse 

He opened a hlade of his knife and thrust it into the 
planking of the launch 

“Sound as a dollar.” he repeated She mav be old 
but by jolly! she’s got the stuff in her I remember in 
the spring of *87, Hotchkiss he come to me an’—” 

“You was telling me about that yesterday Ben re 
minded him You was younger then, Dave, and Hotech 
kiss hadn’t got no fine system in them days. How’s tli 
bovs making it at the foundry?” 

There it is again,’ said Captain Evans, savagel 
Speed They was getting along fine till Ferguso1 
makes up his mind that they could just as well get out 
fourteen of them mortars as twelve He goes to my 
son-in-law Bert’s foreman, you know ind he gives it 
out flat that ! molder that falls below fourteen is 
going to get 1 ‘The e got to speed up,’ says 
‘T] inior stl yu und then ou ll | é 
ty slo 4 i t ) | hetter arbitrate 


HARRIS 


BECHER 


By KENNETT 

LLUSTRATED BY ARTHUR €E 

you do anything. There’s the Waukegan contract we've 
got to get out by the 18th.’ 

“Well, Ferguson studies on that. ‘All right,’ he says, 
at last. ‘Um willing to arbitrate if you fellows want 
to arbitrate my way, but I’m going to have them four- 
teen mortars.’ 

“So they got a committee of six; three of the union 
men and three of the association, and the first thing 
they made Ferguson chairman. ‘They’re going to settle 
it this morning, I guess. Bert’s willing to do anything 
in reason, account of Daze and the kids, naturally. If 
I had a ship—!” Captain Evans sighed profoundly and 
knocked the ashes from his pipe. 

“How about the Bald Hayle?” inquired his ancient 
friends. “Won't Lafe Wickham let you have her? Seems 
as if he might.” 


am, 





LEO 
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“Tl handle this one,” grunted Roscoe, who had Bascom’s head beneath his muscular arm 


Captain Evans stroked his beard. He might,” he 
admitted. “Yes, he might lo tell vou the truth, we’re 
a-dickering [ was calculating to see Lafe this morn 
ing and put it to him straight There ain’t no reason, 
as | can see, why he wouldn't No good reaso1 You 
don’t know any good reason why he wouldn’t, do you 
Ben?” he asked anxiously 

Ben scraped the excess of crimson from his brush and 

iped iis brow with his bent wrist No.” he said | 
don’t know as I do, only—only we ain’t neither of us as 
voung as we used to be. Dave.” 

( YAPTAIN EVANS walked slowly and with bent head 

along the river front until, near the Clark Street 
ridge, he came to a boxed-off compartment on one side 
of a double doorway that opened into a dimly lighted 
combination of warehouse and offices | ompartment 
iad a door and a window decorated with colored litho 
graphs of stately steamships majestically riding cobalt 
waves \cross the vindow and athwart the lithographed 
SK1es 1 Live legend Kagle lransportation Line ‘ ol 

é iss of 10 i ila ettered Office” apprised 
t isser-by of the ature of the recess, and its pri 


vacy was insisted upon by a sternly mandatory 
Out.” 

Disregarding the inhospitable injunction, Captain 
Evans opened the door and walked in, circling a high- 
backed desk to face Lafayette Wickham, a stout, bald. 
red-faced man of forty-five or thereabout, who sat 
tightly wedged in a rickety swivel chair and mouthed 
a ragged cigar sympathetically with the motion of 
pencil over a loosely figured sheet of paper. 

“Hello, Lafe,’ said Captain Evans, removing a stack 
of account books and papers from a chair and seating 
himself. 

“Hello, Cap’n,” returned the red-faced man, frowning 
at his visitor in a perplexed way. “What’s on r 
mind this morning?” 

*How’s the Bald Eagle?” inquired the captain, directly, 

The red-faced man’s frown deepened. “Well,” he said, 
hesitatingly, “she’s about fixed up now, but To tell 
the truth, Cap’n, I’ve got a man for her in view.” He 

looked uncomfortable, 
“You have,” 
Evans, with 


“Keep 


a 


your 


half ashamed. 
assented Captain 
desperate jocularity, 
“He’s right in plain view; straight 
afore vour Don’t shake your 
head at me, Lafe. What’s the reason 
I can’t have her?” 


eves. 


JINNED down, the red-faced man 

grew redder. “Cap’n,” he said, 

“it’s like this: Not to beat about the 

bush, I’ve got to have young men on 

my boats. I don’t say kids, but—see here; 

1 don’t want to hurt your feelings, but 

you’ve got to a time of life where you want 
to rest and—” 

“ve been resting,” 
Evans. “I’ve got to the time of life now 
when I want to get busy. Nearly three 
years I’ve been out now. And why?” 

“Well, why ?” 

“Because | wouldn’t take big chances of 
going ashore to make up an hour on the 
schedule; because I thought the lives o’ 
men was worth taking care of, to say noth- 
ing of my ship, insurance or no insurance.” 
His usually mild blue eyes sparkled with 
unger, and he leaned forward to thump the 
desk with his gnarled fist. ‘“Here’s the way 
Hotchkiss is: He’s got a chart in his office 
and here’s a black-headed pin; that’s the 
Lhnapee Queen. He looks at his wateh. 
Seven-thirty, and he sticks the pin into the 
Twin River light. ‘“There’s the Queen right 
to the second,’ says he, ‘and I'll get a tele- 
phone message from Evans at Kewaunee 
at eight-twenty-five. And if he don’t get 


interrupted Captain 


that message there’s seventeen kinds of 
trouble a-popping. Wind? Weather? That 
don’t cut no ice. It’s schedule time with 
him. You’d think old Michigan was a 
standard gauge track with block signals and a 
lake captain was a dad-fetched locomotive engi- 
neer, to hear him.” 
“I know, Cap’n, I know,” said Wickham 


“But with the competition there is nowadays, 
we've got to make time. There’s changes.” 
hi ig ~~ ain’t no change in Lake Michigan,” 

declared the captain. “She’s the same 
old sweet-and-smiling, growling, howling, rip- 
roaring old lake she always was. Between Chi 
cago and Buffalo means all that’s between ‘em, 
too,” the old man went on. “I'll give a squint 
over to stabbord and I can tell you whether it’s 
Point Betsie or Sleeping Bear; I can thread my 
grandmother’s needle in through Port des Morts 
passage and out again by Poverty Island and 


scour my copper on the skirts of the Waugo- 


shance without a bump. I know every in and 
out on both shore lines. But He leaned for 
ward to thump the desk again. ‘Any time | 
ain’t sure where I am, I’ll slow down an’ take 
soundings.” 

“That's right,” agreed the red-faced man 
‘I’m not saying that caution isn’t right. 1 ex- 


pect a man to be careful, but you know, Cap’? 
Evans, there’s such a thing as carrying caution 

here are times when you've got to have the 
take a chance and—well, it’s no talking. 
I’d like first rate to take you on if I could, but I can’t 
do it. Now don’t you go off mad; you and me are too 
old friends for that, Cap’n, but I’ve thought it over and 


too tar. 


nerve to use 


| can’t see my way to it.” 

It’s all right, Lafe,” said Captain Evans sadly, get- 
ting up. “You know your own business best Still,’ 
he added, with a wry smile, “I ain’t so sure of that. The 


hair on the top of your head’s quite a considerable thin 


ner than it was five years ago. I don’t know but it’s a 
sign your mind’s weakening.” 

Jert Roscoe, foreman for Conover & Ferguson, iron 
ind brass founders, came home at noon, bringing his 
filled dinner pail with him, which circumstance used 
his wife to first turn pale and catch her breath and thet 
welcome him with a smile of uncommon chee? 

Out, sert?’’ she asked in a voice she trie jara 
to make unconcerned 

Out,” he sighed. All out, Daze.” 

“Well,” she said, with a consoling pat on his broad 
shoulder, “you're in time for a hot bite anyw sit 
down and take a look at the paper while I get it on the 
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table. Father’s likely to be in any minute now. He 
went down to the river, and I think he was going to 
see Mr. Wickham about the Bald Fagle. He thinks he’ll 
get her. Poor father! Sit down, Bert. Vm crazy to 
hear all about it, but I’ll get the dinner on the table 
first.” 

“Your father’s better’n two-thirds of the fellers they’ve 
got, at that,” commented the son-in-law, loyally. “Well, 
[ll go and clean up.” He went out, 
and presently returned with the foun- 
dry grime removed, except for the 
perennial penciling of black at his 
eyelashes. A sturdy, square-jawed, 
square-shouldered man with a good- 
natured expression, deliberate of 
speech and slow of movement on all 
ordinary occasions, though there were 
times when he could be quick enough. 


“Tle’s coming now,” he announced, 
as his wife came from the kitchen 


bearing the first of the dinner, and 
the next moment, with a_ slightly 
dragging step, Captain Evans mounted 
the porch, and, opening the door, 
stood staring in surprise. 

“You home, Bert?” 

“Pye retired.” answered Roscoe, 
with a grin. “It’s getting now they 


expect a feller to earn his wages. 
Fierce! Well, set up and let’s eat 
while the eating’s good.” 


_". old man obeyed, but in a per- 
functory manper, so that 

felt obliged to remon 
“No use feeling glum, Cap’n,” 


his 
son-in-law 
strate. 


he said. ‘We'll pull through, all 
right.” 

“Sure,” said the captain. “We'll 
pull through.” 

“Sure,” echoed Mrs. Roscoe. “And 


now tell us all about it, Bert.” 

“It was that bull-headed chump, 
Ferguson,” explained Roscoe. “He's 
been hunting trouble ever since he 
came into the firm. And now he’ll 
get it—a-plenty. We got together 
him and Goetz and Spargo for the 
association and me and Hooper and 
Pettibone for the boys. ‘We’ll make 
a test on this,’ says Ferguson. ‘We'll 
go to one of the molders and time him 
ona mortar. That’s fair, ain’t it?’ We fell for that, 
and he goes to Charlie Moran, the fastest we’ve got, with 
the patterns, and holds a watch on him. ‘Hit it up, 
Charlie,” says Foxy Ferg., ‘I’ve got a bet on you, boy.’ 

“Say, Charlie hadn’t any better sense than to hit ’er 
up. You ought to have seen him slap sand! Pretty 
soon he pulls out the pattern and dusts oll, and Fergu- 
son snaps the watch shut. “lwenty-six minutes,’ says 
he. “That’s at the rate of eighteen or better. That shows 


how you loafers have been soldiering on us. Now what 
I want is eighteen instead of fourteen.” 
“*Rats!’ says Hooper. ‘That’s just one on a spurt 


an’ the quickest man in the shop.’ 
“Expect us to take the slowest for our standard? 
Ferguson says. ‘That’s your union idee, is it” 
“*He had pattern brought to 
his sand was mixed already. Then 


his 


I, ‘and 


turn 


him,’ 
he didn’t 


Savs 


even 


Collier’s 


the top flask when you called time. 


That ain’t right, 
and you know it,’ [ says. 


“ “We'll make it sixteen then. That allows two for 
a leeway,’ says he. Elegant reasoning, wasn’t it? Well, 


that’s where we split. Id have been willing to have 
tried fourteen for the sake of peace, but he wants 
trouble. 3ut there’s the big contract he’s got to get 
out of the way. He’ll have to give in.” 





o 


“Out, Bert?’’ she asked, in a voice that she tried hard to make unconcerned 


Captain Evans pondered. “Maybe he’s got something 
up his sleeve,” he said finally. “I don’t see what he’d 
want to cut his own throat for. L should think Conover 
would hold him down.” 

“Conover’s getting old,” Roscoe blurted out, and then 
glanced at his wife in dismay. 

“That’s what’s the matter, I s’pose,” sighed Captain 
Evans. “Lafe Wickham won't give me the Bald Lagle 
for the same reason.” 


je 


that’s 
though ; 


was a silence of a few moments. “Well, 
too bad, father,” said Daze. “Never mind. 
Mr. Wickham isn’t the only one, and, as for 


Bert being out If it wasn’t for the children But, 
pshaw! we'll manage.” 
“Oh, we'll manage.” assented the captain, stoutly. 


“And, Bert, as long as my little savings hold out, you 


15 


don’t need me to tell you that you’re as welcome as the 
flowers in May.” 

“We won’t need to break into them,’ Mrs. Roscoe an- 
swered for her husband. “This won’t last but a few 
days, and itll be good to have Bert home. Ive got a 
few chores for you, Bert.” 

More than a few chores were carefully and painstak 


ingly accomplished by the head of the household, and 
more than a few days passed, but 
still Ferguson was obdurate and un- 


compromising in his attitude toward 


the strikers and still the deadlock 
continued. 

“Here’s the terms I’ll make with 
you,” he said to Roscoe, scowling 


belligerently. “Come back to-morrow 
all of you at seven sharp and pile 
into work and you'll keep your jobs, 
provided”—he shook a stubby fore- 


finger under the former foreman’s 
nose—‘“provided you agree to turn 
out sixteen mortars. There’ll be no 


union limit under that, by thunder! 
And I don’t know but Vl run an 
open shop, at that. I’m good and 
sick of having a gang of loafers run 


my business for me whether I like 
it or not.” 
, can’t do it, Billy,” de- 
clared 


Roscoe. “The union’s 


too for 


strong you here and you'll 
only get licked. I ain’t no bulldozer, 
as you know, and I’m willing to 


advise the boys to try the fourteen 


stunt, but it won’t be more than a 
trial, and we'll have a fair and 
square agreement to that effect. Now 
be good.” 

Thereupon Ferguson’ broke out 


into a storm of profanity and abuse 
that Roscoe was obliged to check by 


firm remonstrance. When Bert Ros- 
coe remonstrated firmly and _his 
brown eyes began to glow and his 


square shoulders hunched a little for- 


ward, the effect was generally in- 
stant and in accordance with his de- 
sire. Ferguson stopped swearing, but 


he held tenaciously to his terms, and 
Roscoe left him feeling that he would 
have time for more chores. 

On the afternoon following, Roscoe came home with 
an unusually troubled countenance. 
up that Ferguson isn’t such a chump as I thought he 
was,” he acknowledged. “We’ve just got a tip from 
young Parker in the office. They’ve got about fifty men, 
molders and helpers, bunched at Milwaukee, and the 
Bald Eagle’s going to bring ’em down and land ’em 
below the Fulton Street dock, right where they can run 
‘em into the foundry like they could if we 
hadn’t got wind of it.” 

Captain Evans was so far shaken out of his normal 
placidity as to swear. 

“The Bald Eagle!” he 
boat ?” 

“That’s what | 


“lve got to own 


mice; or 


exclaimed. “Lafe Wickham’s 


hear.” replied Roscoe, gloomily. “Bas- 
com’s going to take her out, and he’ll run her into a 
sure-enough hornet’s nest when he tries to land ’em, 


(Continued on page 33) 


Going to Market in Baltimore 


The Producers and Consumers Meet on Common Ground and the Cost of Living Lessens 


F EVERY dollar paid by the consumer for his 
products, the farmer receives forty-six cents 
This is the statement of the Department of 


Avriculture of the United States \t 


one end 


the farmer would like to get more than the forty-six 
cents, and at the other the consumer would prefer to 
pay less than the dollar. It is clear that the problem 
s to get rid of the middlemen and save that fifty-fow 
cents. In Baltimore it seems that thi 


simplest way to do this is to bring the 


By LYNN R. MEEKINS 


\s far back as 1751 the people of Baltimore townedle 
cided that they wanted a market where the farmers could 
come with their products. 


Public subscriptions were asked 
few 


were obtained, but the total was far short of the 
So Baltimore resorted to the usual method of public 


and a 


needs. 


money raising in those days. It held a lottery Baltimore 
in the eighteenth and the early nineteenth centuries held 
lotteries for many including the erection of 
its monument to George Washington, its imposing cathe 
dral, and a Presbyterian chureh 


pul poses, 


rhe market lottery 
completed the fund, and the market house was built. an 


open structure below and 
































above a hall for traveling 
shows. ‘To-day several of the markets are so built, and 
the halls are rented for all sorts of 
public meetings. 
41100 They are great rallying places in 
— political campaigns. Also, the halls 
. are used for the accommodation of 
| such organizations as the Boys’ Bri- 


gade and for night 

As the city grew and a new center of 
population could be fixed, a new mar- 
ket was built So the system meets 
fairly the requirements of the city; but 
if the whole matter could be done anew 
there would be certain changes to meet 
present 


schools 


conditions 
Army of 50,000 Marketers 


] l IS not »robable, however, that any 
plan would change the general chan 























two closer together in convenient mat OWE 
Ket places —_ 
Cheaper living than in other large mM 
cities and a market svstem which 
las changed little since its village 
days are two facts plain to the in 
vestigator in Baltimore 
Produce Direct from Farm 
MARYLAND farmer may drive in 
J from his farm. station his wagon 
Nn a great market. and sell his own 
things He in build up a trade which 
fives him if profits and his custom 
ers the savin of direct dealing. In 
one big m set alone six hundred 
Yagons are accommodated with curb 
Space, and is onlv one of eleven 
markets located it points that will 
Nest serve onvenience of Balti 
more’s  siy indred thousand people 
And alt ough the charges art ilmost 
Mignificant. the total returns pay all 
expenses an the citv a handsome 
terest on 1 $1.263.839.03 w 1 it 
IS Invest , market lots and ’ 
lin > essful s the whole a 
reme t ot Cl ( ties ire collect ‘mil 
ng deti t lea of establish 7 
Ing simila 


One of the new municipal markets 


at Baltimore; above it is the Maryland Institute 


acter of Lexington Market It is the 

most popular institution of the city, 

and it is said to be the largest mat 

ket in the world \ great army of 
marketers—fifty thousand men, women, 

and children—storm it every market 

‘ day. according to the careful estimate 
; of the assistant market master in 
. | charge Throughout the morning street 
vane cars pour out their loads at the bottom 
_— of the hill on which the market is set 
LJ Half a block below its overflow has 
spilled down the hill, and ranged on 

both sides of the street are piles of 
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flowers, plants, and fruit, with busy sellers calling and 
with those touches of color that make a happy approach 
to the show. | p on the hill the market straddles the 
bisecting street, and all around are more open stalls 
Every space is taken up, and the crowds wind in and 
out of mazes of benches, boxes, baskets, and people. 

One of the first stands is a pleasant promise of thi 
whole market On a neat platform are bunches of 
mint, watercress, catnip piles of chestnuts — and 
chinquapins, and—what appeals particularly—rows of 
real country persimmons. 


Collier’s 


distance of the city. True, they do not contain a very 
considerable part of the whole total of food in the mat 
ket, but they have cnough to affect the prices and regu 


late the prices of those « 


ealers who buy from cold stor 
ive and take advantage of demand and supply Vhough 


in oa simall 
fraction of the farmers of the State, and are small 


these wagon men do not represent more 


farmers 


at that, in this village-market plan the little 


fellow gets 


show, and if there is any profit: in’ his 
voods it comes to him instead of going to the middleman 
“Some of those fellows 
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continuous aisle 20 feet wide, and facing it are the meat 
stalls. On each side are aisles 8 feet wide, and alone 
these are the stalls for general provisions. Altovether 
there are 1,200 booths or stalls in this market. On the 
streets and also along the cross streets are rough stands 
and curb space for the farmers’ wagons. Owine to the 
fact that the streets are not wide, stable facilities are 
not provided for the horses. The farmers drive to their 
places, put their wagons against the curb, and then take 
their horses to private yards near by. At other mar- 











, , ho « e agous couk —* 
The Women Are Keen Buyers who drive wagon null Ol 


draw their cheeks for - 


NSIDE the big sheds moves the mass of buyers, but automobiles.” said one pz 















































these men and women are not mere buyers. It is more who knew. . : } 
like a garden party. There is much pleasant greeting [n many cases the wagon / ' : Ca ; 
of friends, much stopping for a bit of gossip, much is a family affair. The : Pp fy 
friendly talk with the dealers in the stalls. Women — husband, wife. son, and . =) ‘ 
go from stall to stall choosing their purchases and de daughter all come in with r Saye, { 
clining to take anything that is not just right. Here it and act as salespeople pe * =: . y 
¥ 
CULE 
es % Le ~ ty = ‘y 
q * * a: 
& : ee , U 
— 7 
_}¥ t —I iO 
~ ; The Central Aisle in Lexington Market 
. Here the housewife may pick out the cuts of meat for the family table 
. of 4 
ain “i kets, where there is more 
“ room, the horses are taken 
Se < ; from the vehicles, but must 
| Pe * 7; remain alongside of them the 
| ; . whole time the owners stand 
‘ a in the markets. 
a Ey Pes: ‘ the —, . under the 
a 29; o “ Comptroller of the city, and 
4 - ‘ rt ‘2. * for on market there is an 
. Y i assistant market master—an 
ry 4 JP autocrat—w hose salary is 
. ; S900 a year. He is helped 
nf by clerks and a force of clean 
ers, He must look to Weights 
and measures and the condi 
u . * 
=a » 2 tion of food. He attends to 
<a es the renting of stalls and 
. | places. The market must b 



























cleaned every day. 

In Lexington Market the 
butchers pay a yearly license 
of $5 and a stall rental of 
$20, which protects them 


Women, Rich and Poor Alike, Come to Market 
Farmers’ wagons line the curb, and the sale is direct from producer to consumer 


ate 











is the elementary advantage of this sort 






of village market as compared with the & against the unauthorized sak 
new system of ordering over the telephone of meat, “provided that nothing herein shall 
from the man around the corner: the prevent any farmer from selling in any 


buyer gets finer quality and greater quan 
tity for less money. 


market any meats which are exclusively 
products of his own farm.” 

Other dealers in the market pay mue 
less than the butchers. The rents of stalls 
and benches range from $2 to $4. If a stal 
or stand is unoccupied, it may be rented fo 
25 cents a day. The law says: “The clerks 
of the several markets shall collect from al 
dealers except butchers and bacon dealers 


Producer and Consumer Both Profit 
a THE crowd was the wife of one of the 


leading men of the city. She came to 
the market in her automobile, and when 
Lexington Market prices run a little too 
high she does not hesitate to go to the mai 
kets in the humbler sections of the city 
She ecaleulated that she saved about twenty 


10 cents for each and every stall occupies 
by them on each and every market day o 
part of a market day.” The following fig 
ures, taken from the latest municipal report 
will give an idea of the revenues of Lexington 
Market and also of the variety of its dealers 


per cent by doing her own marketing, and 
as her husband is an epicure and as she does 
much entertaining, she secures a satisfaction 
in food which mere money cannot measure 
“Trouble?” She laughed when asked why 

: Butcher stalls 


he should go to all that trouble when she 100.00 























had servants to do it for he “Why t Permanent and eave stalls. 3,520.00 
is one of the great delights of my week | Movable stalls 301.00 
enjoy it more than a Fruit and vegetable stalls 667.00 

. ‘sa . , Fs 
tea or a recept on It Fish stalls 340,90 
does one good to tbe Street stalls . 3.130.00 

, mie 

out among all these Per diems , 6495.40 
people in the fresh Total is S170 19.90 


air, and you have no 
; 1] 


One of the Three Big Sheds of Lexington Market 5 / 
the words “permanent stalls” mean that 


idea how many jo 
; Largest market in America keeps its village character far back in the 


beginning of the market 


friends I have among 
the market folks.’ the stalls were sold by the city, and whil 


For the people in and each is equally keen to take ad it now receives its annual license of $5 and its rental 


moderate. circum vantage of any business opportunities of $20. the men who own the stalls sublet them for a 
stances, the open of the day vreat deal more. so that there are stalls that have a 
market is the only Market phrases {| about the trade ilne of from S1L.OOO to 83.000 a very vood illustra 
means by which ther talk of the street market tion of the unearned increment. Baltimore would like 





ean get the best food We raise all our turkevs and de all to vet rid of this private ownership. 
for th money they our own killing While Lexington is the famous and most visited ma 
have to spend. As a If vou don’t find it tende ou in et of the city, the others have their attractions, an 
rule, the prices in bring it ba We've been here twenty ome of them have larger sheds. Belair extends throug 
Lexington Market ! ears, and people know us.” four citv blocks, Hanover has a shed 140 by 140 feet 
the latter half of No Might bad year for potatoes, but ind Centre is a series of three fine brick structures 
vember were belo ou will tind this celery all right. Yes erected since the great fire of 1904, repla ing cobble 
the average of mat we raise it ourselves.” stones and slums, and housing a public institute But 
Kets in othe: cities Phis sausage is right from the fart such is human nature the new retail market is not 
and nm some ot the (‘it peopl think thev ean make sa populal 
other markets in Bal \ hut ount olks no \ Lexingtor { its old sheds and its s indre 
timore they are belo i) fe) Oo iws mo Heol 1 t 
thre Lexington Mat () i ! t ea ( ‘ mont 
ket rates by from five to {1 ie. nti mut the | i Pome are incubated a . a , ‘ Markets Need Only Ground Space 
do not tell the who sto { vetting | west mate Rost ibbit market rapp i | 
il} and getting it fu neasure that m { ood. Only twent | | ERE, ther it contrast in the one cit ylert 
lilference in the th omputatie And this market Vo t i tro ) t markets invo ne irge public expendit n 
there seems to be everything to eat t | ) in ft ! eli ! | ( ! ] sed the publ is catering to the advantaue of tit 
of all kinds of meat. twent i ties oft - oult | t I { ’ | n ind so the people vo more than eve to t 
ime, terrapil lh meat. ovsters ' fre fror t ! ' t ntiet { ) id markets where the producers and the consumers get 
(Chesapeake stha nt fou ‘ ! from the Gulf teentl entu { rit togethe! It s more than a ntiment to t 
ind evel i ! ) | ( Lexington 4 t | | vail t 7) ! farmer receives more and the customer receives more 
to the Tropics { 1 t { ) thine ty blocks t t neither saves all the middleman’s profit, but « vet 
And the s ! ‘ vO to t mo 1 t 0 | ‘ ot tte share of t \ dozen cities ars liscussing mul pa 
lo 24 " ) ‘) OuseSs | plat S { + + 
( irt to oO oO ro t ) t t ( 10) () iV) ) | nut ! oul , , tha t 
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The Women’s Demonstration 


How They Won and Used the Vote in California 


IXTY-SIX THOUSAND FIVE HUNDRED women 
voted in the city of Los Angeles in the recent 
election: 70,000 were registered. Only 69,771 men 
voted, although 110,000 were registered. 

Where are the men who used to say: “The women do 
not want it,” and professed themselves ready to vote for 
suffrage whenever the women declared themselves as de- 
sirous of the franchise’ If voting proves the desire 
to vote, then the women of Los Angeles have proved it 
for all time. 

On October 10 of last year the women of California 
were enfranchised. On December 5 the women of Los 
Angeles participated in the most impo 
tant city election that has ever taken 


By MABEL CRAFT DEERING 


and, to judge from their behavior in Los Angeles, there 
is little danger of its being passed. There the women 
have tasted the intoxication of power. They know the 
difference between being unconsidered trifles and beings 
of civie importance. They know what it is to have men 
ask them deferentially for their serious consideration of 
political questions. After the Presidential primary all 
the rest of the women of California will have tasted the 


same sparkling draft, and it will take more than news 


enced.” Out Pacifie Avenue way, bankers and “big 
business” men cast their votes against sulfrage almost 
All men who want privileges they ought not 
to have dread what they call a “sentimental vote” 

that is. a vote which takes into account something be- 


sides dollars and cents. 


to a man 


In these precincts class preju- 
dice is also strong. Rich men, many of them, would be 
perfectly willing to enfranchise their own women if 
they would not thereby enfranchise women who work 
and the wives of laboring men. They said openly that 
they feared enfranchising women would strengthen the 
union Jabor vote of San Francisco and therefore they 
were against it. 





However, there were some exceptions. 





place in that city. For the women to 
register there was less than one month. 
and yet in those brief thirty days 70,000 
women registered, seven times as many 
as had worked for suffrage, perhaps fou 
teen times as many. Of these 70,000 
women, 95 per cent voted. There are less 
than ten thousand women of voting age in 
Los Angeles who did not register. In 
many precincts every woman registered 











The four most prominent voung bankers 
in San Franeisco were in favor of suf 
; frage, and three of them gave the use of 
their names to the College Equal Sutfrage 
League as vice presidents. 


An Unexpected Convert 
| oo men of liberal education were 


not blind to the real issue. Just be 










































































j fore election James Lees Laidlaw of New 
voted, while 80 per cent of the men regis a a * | | York telegraphed to one of the California 
tered was the lrighest recorded in’ any VOTES vs Ay 4 sulfrage leaders a statement of his reasons 
precinct. If this is not a complete answer, FOR ‘ ; . for believing in equal suffrage. This was 
it is at least a quick and decisive one to ‘ published in the “Examiner,” and hun 
those men who declare that they are ready i F . dreds of marked 
to vote for sulfrage whenever the women i copies of the paper 
show that they want it, and who sav: were distributed 
“Do they really want and would they use 7 deka ‘ umong the bankers 
the vote?” : g : and bank employees 

The leading antisulfragist orator during ‘ ‘ _ in’ San Francisco 
the campaign spent most of his time try , a — 4 and Oakland. 
ing to frighten votes away from the suf : : 1 Nothing sueeeeds 
fragists by declaring that they and the 7 ea ¥ * like success. A 
Socialists were in alliance and that a vote One of the vote-getting slogans of the State campaign “ prominent San Fran- 
for suffrage was a “a cisco banker of Jew 
vote for Socialism. — a . St v ish lineage, who had 
Yet every Socialist — — ’ heen, with his fam- 
candidate in Los An ® ilv, desperately set 
veles was defeated 4 Z against the amend- 
The choice was be ’ ment, went to Los 
tween Job Harri K ‘ Angeles a few days 
man, Socialist and , — after election. He 
one of the attorneys ; wy Was interviewed and, 
of the MeNamaras. a 4 as usual, asked the 
and Mayor Alexan \ question uppermost 
der, who represents ; in the mind of 
the antiboss wing of every Californian— 
the Republican for no prominent 
party. At the pri man or woman had 
maries the Socialist , come to California 
candidate polled in those. eight 
more votes. than months who had not 
\lexander, whereup been asked for their 
on the Los Angeles pinion on equal suf 
‘Times,’ the only frage. What was 
paper of any size in — the astonishment of 
California to fight a & San Francisco suf 
sullrage openly, and | . = - tragists to read the 
one that had fought pwan of praise which 
it with onlv a little L— ee seams = ——————— — — re i ie poured out in 
less bitterness than lavol ot sulfrage. 
it had fought union labor. appe aled frantically A boys’ chorus hired to sing suffrage songs Miss Maud Younger, who gained \ erily, if the fool 
to the women in and out of its editorial col 7 union votes in San Francisco will but persevere in 
umns to register and “save the city.” her folly she will be 
The humor of the situation—the ‘Times’ on as a a ——— accounted wise. Some say that suffrage lost 
its knees to the women whom it had abused ¢ votes through the presence of women at the 
for years—was so pungent that many who “4 polls. That is debatable I know that I 
iad worked themselves to the bone for suf | & Ne secured three votes at the polls which would 
rage said that it more than repaid them fon } . ; not otherwise have been cast for our amend 
all their efforts | | ment The women who worked in the re 
. , , | spectable laboring districts south of Market 
The Women Taste Power Street feel sure that they gained many 
; lens reatest activits prevailed priol to 4 | otes If we gained three votes at each of the 
election Schools for voters were estab ee eee | } 0) precincts in San Francisco, that was a 
lished everywhere ind the women so well 1 fain of a thousand votes In the so-called 
structed that yhel Klection Dav care tiie J ha * est residence districts women at the polls 
; = ; ’ ‘ 
Marked the ballots more expeditiously that "7 f S probably gained no votes But neither did they 
Une met ana isked tewel questions Uhre | hose GN Whateve women did their erities 
Women’s vote on the three city ordinances i af , _ ere bound to tind displeasing If the women 
significant Lhe most important was a pro i : failed to appear the men would have said 
libition ordinance so drastic that no eitizer Ss EU SS ential lhe women do not int t As the women 
could hia olfered a drink to a guest evel , ‘ ther it merel prove ) e antis that 
his own house Even the Antisaloon League Winning the men by personal campaigning ome would be neeforth neglected for pol 
lid not give the ordinance its ipprova Phere s It reminds one of the farmer who was 
were Tanati howevel vho hoped that the womel! vo 1Os ne to the erage ag 0 oO t nine on trol the count tai it he thre orse fo. 
vote for it Some did. but the vote stood 31.691 fo oters ee] oO ) eviste 1 und tin | ol outlet for S nus ould beat 
87.344 against the measure | ot! two { oO rt ni ! ed Ca riba ome! If s ul ed the mare ' Pun 
nances ere irried on fo a mut ipa The meut polle t la S { \) ( sn t iters t 1 
and the ottly requiring street-« ompanies to equ ( oO Tt t nt t ‘ but 1 1 
the Streets with a “Trilbv” a ‘ yf | () to f mm 1 AQ O00 ) In 1 } at { om oO tay thie 
hich y etter preserve thr itv'’s pa \ntis t t is oO thre | t on men to do it fo em | f ! s an 
The result of the Los Angeles election s inter ! ‘ most ¢« t Sal . ! yur mel wits rt ) ‘ Iming! 
in its he ' 0 the effort to aboli equal sullrage ) t | , ected for it too ‘ ! 3 e not o} 
San Francisco The same special election 7 ! Ss . 1 erowilnge ) i " 
aoe omen of-Califormia also gave the ot ~~ Varied Support for Suffrage 
nitiative and ll San Francisco def | 1 ( ’ : = 
age, an ore because the mea re is l nt > Cen t FEN) ) . t ( . 1 
southern ( fornia and the I ior « Stat \ ‘ | st " | tist \ ) ) ol ! 
co a plent of mon movement is { { SO. 4 r ndare 
One set ¢ t Se“ e the require retina doe ott " t 1 msel ~ 
Oa t nit t¢ law to } t ) ~ " ~ = ment 
t , , hy, ¥ ae 
has hes ( ; a Re ~ ! _ s 
POT on voee e to = l ! {) 
irs imeiiteon a s 
’ 


























olic churches all over California. Many Catholic women 
were suffrage workers. The sutfragists undoubtedly 
polled a fair proportion of Catholic votes this time. 
The Germans were generally opposed even when they 
were Socialists. The lower class Italians were all op- 
posed, though the leading Italian papers had indorsed 
the measure. Doctors as a class 
were opposed, particularly those 
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rhis year the women made inroads. It seems strange 


that any effort should be necessary to get the members 
of a race which has been so oppressed as the Hebrew race 
to help give liberty to others, but it seems axiomatic 
that those who have just come out of bondage love to 
keep others in captivity, and so, while many of the lead- 
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halls, and eafés the night of election when it was an. 
nounced that in the city the amendment had been lost, 

But the suffragists had done an enormous amount of 
work in the country districts and it was this which ear- 
ried the State. For five years a weekly press service 
had been carried on; automobiles full of workers had 
been sent everywhere. There was 
not a county seat where open-air 





who had fought the entrance of 





women into the medical profes- 
sion every step of the way. It is 
astonishing how men can endure 
to see women breaking their backs 
at jaintress’s work or at the wash 
tub without a thought of their 
overworking or leaving the home 
sphere, but are worried to death 
as soon as a woman earns an in- 
come of $5,000 a vear in the medi- 
eal profession and begins to drive 
about in her own automobile. 
Lawyers as a class were in favor 
of suffrage and many made 
speeches or gave written state 
ments to the papers in favor of 
the measure. Protestant clergy- 
men and university professors and 
teachers were generally for suffrage. 


The San Francisco Situation 
os election of Rolph as Mayor 


of San Francisco at the pri- 
maries in September was bad fo 
suffrage. It discouraged the union 
labor men who had _ previously 
been thought to be rather gener- 
ally in favor of suffrage. Bril- 
liant work had been done in the 


g 
ge 








speeches had not been made, and 
in many literature had 
been sent to voter. 


counties 
every 


The Day of Victory 


ND so, all the while, that bril- 
i liant sunshiny day, along the 
dusty country roads of California, 
bueckboards and wagons and bug- 
gies and automobiles, and men on 
horseback in the wild mining 
country, were winding in a proces- 
sion which blackened the roads for 
miles. It looked as if the whole 
world were going to a_ funeral. 
And it was a funeral—a funeral 
for the corrupt and special inter- 
ests; a funeral for the dive and 
the white slaver and the low ga- 
loon, which is a feeder for these. 
For the men were not traveling 
those distances to put a 
against “No” of amendment four. 
They were voting to take the wife 
who had pioneered, who had crossed 
the plains or lived uncomplain- 
ingly where neighbors were few, 
who had been a hewer of wood and 
a drawer of water—they were vot- 
ing to take that wife or a school- 





cross 














San Francisco unions by delegates v 
from the Wage Earners’ League 
under Miss Maude Younger and 
Mrs. Louise Laru, both members of 
the Waitresses’ Union. Almost 
every labor union in San Francisco indorsed suffrage, 
and all the labor leaders, from Gompers down, urged the 
union labor men to vote for the women, but that they 
did not all do it is shown by the fact that where Me- 
Carthy had received 25,000 votes only two weeks before, 
suffrage received in San Francisco only 21,919 votes, 
and many of these were not labor votes. 

Next to the union labor vote the Jewish vote is the 
most important in San Francisco. In 1896 this vote, 
like the union labor vote, was solid against suffrage. 


A Campaign Meeting in Los Angeles 


This happened to be a Socialist rally, but the women were just as numerous at the Alexander meetings 4 


ing Jews indorsed suffrage publicly, the majority of Jew- 
ish votes was undoubtedly against it. Among those 
who indorsed suffrage was the rabbi of the largest and 


most fashionable congregation in San Franciseo, the 
most prominent Jewish women engaged in settlement 
work, several leading attorneys with their wives, and 
a number of progressive Jews prominent in civic and 


commercial life. But the rank and file undoubtedly cling 
to the older idea of women, as they showed by their 
open applause and jubilation in the theatres, concert 


JILTED! 


A Chapter from the Life of a Working 


ERHAPS I oughtn’t to begin by saying I am only 

a working girl. But I don’t say that because 

I’m ashamed to have to work. I just think J 

ought to put it in at the start, though, so as 
to let people who read this understand just what the 
situation is. Perhaps it has something to do with my 
experience. I don’t know. But I feel sure that my ex- 
perience will have some interest for evefy girl, whether 
she’s a working girl or not. 

If I wasn’t a working girl perhaps I shouldn’t have 
been so eager as I was to get engaged. And yet I know 
lots of girls who don’t work and want to get engaged 
and married just as much as I did. It’s funny, me 
speaking of myself in the past like that. Mother says 
1 oughtn’t to. I 1 oughtn’t to think and feel 
as if my life was over, that is, that part of my life when 
1 could think about getting and married. 


suppose 


engaged 


Mother says I shall have plenty of chances yet. Per- 
haps so. But it don’t seem as if mother could be right 
about this, though she has often been right about the 


things I disagreed with her in. 


| ey gone over what I went through with so much that 
I 


sometimes wonder if I can see it right. At first I 


was dreadfully unhappy. And then [I was angry. And 
then I just had to fall back on my pride. If it wasn’t 
for my pride I don’t know what I'd have done. People 


say that pride isn’t a very good thing; but perhaps 
they mean some other kind of pride than the one I mean. 
Perhaps the kind of pride 1 mean is What some eall self- 
It’s the comfort to me 
back and feel that there wasn’t any reason why I should 
And yet, at first, when I used 
vith myself in this way I simply couldn’t keep 
the tears back. I wonder why that was 

Before I met Ed I thought I'd 
Why, since I was seven or 
lil ome boy. Most girls do 
all attractive. And I often 
Perhaps I oughtn’t to put this in 


respect. greatest when I look 
have lost my self-respect. 
to argue 
been in love severa 
times. 
IT used to 

, 


mean, that are at 
told I was pretty. 


evel eight vears old 
most girls, | 


used to le 


But 


[ am going to try to be pertect! plain about every 
thing; I won't even pretend that I don’t know I’m 
pretty. Well, I guess I’m not so pretty now I have lost 
nearly all my color, and I used to have a lot of color 
And I’ve cried so much there isn’t very much brightness 
left in mv eves. But mother often tells me when she 
sees that I’m blue that I’m just as pretty as any girl she 
knows. I used to be terribly afraid of getting stout But 
I’m not afraid any more Mother's ; ivs making me 
drink buttermill ind ft ngs like tha 
gether ray tistow te and not keep wandering off | 
should think the re writers would ea tert 

time. Perhaps one reason is that ! rf 
to begin But I’m going te ri to 

The tenisvenl € ‘tke f, a 


By JOHN D. BARRY 


It was at a dance. I thought he was the handsomest fel 
low I ever saw, and I thought he had the kindest man 


ners. He didn’t have what people call beautiful manners. 
Somehow I don’t like those. He was just gentle and 
thoughtful and dear. Some fellows dance with you in 


a rough and hateful way. I have an idea, which | 


told 


nevet 


any one about, that you can tell a lot about a 
fellow by the way he dances with you. Anyway, as I 
danced with Ed I had the feeling that he was just as 


kind as he could be. 
stop. I ean't 
feeling a little dizzy. 


And I just hoped the dance would 
think of that dance now without 
When he led me back to my seat 
1 wondered if he would me again. [ made up my 
mind that [ wouldn't with any other fellow. Hf 
any came up | would say I felt tired and wanted to sit 
perfectly still. 1 
again in my thoughts. 

Ed had engaged himself for the next dance to another 
girl, IL watehed him. I had a perfectly awful feeling 
when I he was just as kind to that other girl as 
he was to me. And then | felt ashamed of myself. 
Still, | was awfully glad when he came up and asked 


nevel 


ask 


dance 


longed to live that danee over and over 


Saw 


me to dance again. I was afraid he'd see how glad | 
was to accept. His face was just glowing like a fire. 
Well, after that dance he took me away off in a cornet 
and we talked and talked and talked Oh, I never was 
so happy in my life. Then we danced some more and 


then Ed asked me if he could take me home, and at the 


door he—well, I said I was going to put everything in 


le kissed me, and Lran upstairs to my room and I locked 

the door and | threw myself on the bed and buried my 

face in the pillow and L eried and cried and eried 
THE suppose T said to my 


N morning What do vou 
self I hate to write it down here, but 


I said: “I wonder if | 


I’m going to 


ought to have told him I was a 
bookkeeper 7?” | hadn’t said one word about working. 
But why should I And vet. all dav long | worked over 


those books [ thought about that (And then L wondered 
if | had done something wicked, letting him kiss me 
And I began—oh, it’s hard to write this—I wondered if 
le Was suecesstul and if he mad money Now | hor 
estly don't think it would have made a bit of differences 
to me f | found out that he didn’t ve mone But | 
id think about it then, and I thought about t after 
ard 1 thought about it that night wen | got home 
nd mother said the most beautiful box of flowers had 
ome for me during the day She looked kind of queet 
she te me 1 km t was flowers,” she said mo 
opened the bo to put them in wate I found this 
‘ Fortunatel it breakfast I to 
ot ) ! } " ntioned Ed It true | 


o teaching daughter or a wise old 
mother out of the class with luna- 
tics and criminals and put her on 
footing with other intelligent 
human beings. Already plans are 
forming for great civic leagues in every city and town— 
many of them are already organized—to teach the 
women their power and their privileges and to instruct 
them in a wide, nonpartisan way. Great problems are 
already being taken up, not to be rushed through, but 
to be considered seriously, for the women of California 
have their citizenship where women, as a rule, have all 
their privileges and duties—on their consciences. More 
than the course of empire takes its way westward. Lib 
erty for all the people is coming out of the West. 


Girl 


afraid my face would get so red mother would notice 
[ guess my face did get red when I heard mother say: 
“He must be very well to do to send you those beautiful 
flowers.” 

| just rushed into the parlor to see the flowers. 
didn’t 
she came in after me my 


So ] 
give mother a chance to look at my When 
in the flowers 


face. 
face was buried 


) he HADN’T said one word about coming to see me 
‘4 that night. And yet I was just as sure he would 
come! I made us/my mind to keep on the suit I wore 
to the office and to tell him just as could 
about my work. 

I think mother suspected that something was going o! 
in my mind. She looked sharply at me when the door bell 
rang about eight o’clock. I went to the door and there 
he stood. He looked just like he looked the night be- 
fore. He just as handsome and wonderful. | don't 
know how in the world | managed to say “Good evening!” 
tone of him to n. 
such a pleasant, matter-of-fact way and 
he took off his overcoat. Phen | went into the pal lor and 
he followed. I’m ashamed to think now of the way I felt 
about that parlor. At that 
And yet I had always been so happy 
there and perter tly unconscious of all the ugly things in 
it. Well, we had talk the dance and | 
thanked him for his flowers, and then I became dreadfully 


soon as | 


Was 


in an ordinary voice and ask come 


He came in in 


instant | saw what a poor, 


ugly place it was 


some about 





embarrassed. I felt my face getting red and I got up 
and said: “Ll must go and tell mother to come She 
liked your flowers so much. She will want to meet 
you 

As soon as I said the words I knew how flat and silly 
they sounded | could have died. Well, [ went out 
to the kitchen and | got mother, and when I asked her 
to come in she gave me another of those sharp looks. 
| ean see her now going round as quiet as could be 
ind taking off het apron end dropping it on the back 
of a chain She came in with me and she was just as 
ilm. I never admired mother so much as [ did at that 
moment | wondered how anv one could be ealm like 
that before Ed It seemed to me s if IT eouldn’t keep 
still lL never is so ashamed 
_. atter a tew moments it grew east Motlhe ind 

) Ed were talking in the most friendly way Ile was 
telling her about is business He was in partnership 
vith his father, and he had just made a contract a 
builder who was building a lot of houses in a nd of 
L pa The houses le expected to make vel 

He said it was a great chance Mother and |} 

ind talked and I had almost nothing to sa iS 

orrving about telling him I was a 00 eepe is 

ng that othe vould manage to get 
Bi i didn’t 
\f tt ile mother made at ( nt 
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The Defeat of Justice by the Law’s Delays 


Who Are Responsible ? 


T IS a settled and obvious principle of government 

that justice delayed is practically justice denied. 

There is no such thing as abstract justice; and as 

things go in this world, there is perhaps no very 
high measure of justice. 

‘As Lincoln said, judges are human, and swayed by 
the same passions, interests, and prejudices as other 
men. If the courts decide right in a clear majority of 
cases, that is perhaps as much as we can ever expect. 
A considerable measure of injustice is an inevitable part 
of any human scheme of administration of the law. This 
is especially obvious when we consider how large a part 
of the judges who now sit in our courts have been put 
there for reason by Tammany or by men of the type of 
Platt, Quay, Cox, Lorimer, Sullivan, Ruef, and their like. 

But the administration of justice, even if imperfect, 
may at least be speedy and may 
at least be cheap. Perhaps the 





By CARL SNYDER 


Jurists and Judges Answer: The Judges 


on a load of hay, when he was 
knocked from it by an overhang- 
ing telephone wire which had 





the judges who preside over them. 





JUDGE JOSEPH B. MOORE OF MICHIGAN 


@. Twenty-five years of observation in the trial courts as lawyer 
and judge have afforded an opportunity to know something of 


lay heretofore mentioned could be entirely eliminated, their 
would still be no considerable relief. . . . 
alysis it will be found that the judges must be held responsible. 

. . Where the business of the court is found to accumu- 
late until the court is getting buried beneath its accumulations, 
it will be found as a rule that the trouble is with the judge. 


been negligently allowed to fall 
down. He was permanently in- 
jured. He sued the company and 
proved the injury and the negli- 
gence. The jury found for the 
plaintiff, and assessed damages to 
compensate him fer his injury. 
The defendant took an appeal, 
and, for the first time, before any 
court, raised the question of the 
sufliciency of the averments of 
the petition. The Supreme Court, 
two or three years after the suit 


If the causes of de- 


In the last an- 











vravest charge against our courts 


is that American justice is 
neither. Again this charge is 


not mine; it is brought by Presi- 
dent Taft and many of the ablest 
judges and lawyers in the United 
States. 

In the last issue of COLLIER’S, 
I endeavored to show that one 
reason for this blockade of jus 
tice was that we have about five 
times as many judges as there 
is any reason for (about seven 
times as many, proportionately, 
as England), and that the main 
business of this huge crowd of 
officeholders in the guise of judges 
is literally that of defeating jus- 
tice by ineredible delay. 1 have 


introduction. 
answer is easy. 
judges centuries ago. 





GOVERNOR BALDWIN. OF CONNECTICUT 


@, The time of an American judge in the trial of a case is 
largely taken up with excluding evidence which if admitted 
would strengthen the case of the party who offers it. 
cludes it generally not because he thinks it would have no effect 
on the jury, but because he thinks it would have such an effect; 
not because he thinks it ought not to be admitted in the interest 
of justice, but because there is a rule in the books against its 
Who made our rules of evidence? ... The 
Judges made them, for the most part. English 
Our system of judicial procedure, when 
compared with that of other countries, hardly seems to me to 
assure to the community at large the protection they deserve. 
It is only because we have been bred under such an arti- 

ficial system of judicial procedure that we are content to tolerate it. 


He ex- 














already given such part of the 
story as figures will tell; now for specific instances. 

Let us begin with Indiana, neither a new State nor an 
old, neither unduly trammeled nor without traditions. 

An employee of the “Panhandle” (i. e., the Pennsylvania) 
Railroad named Peck sued for damages under the Em- 
ployers’ Liability Act and obtained a verdict. Did the 
company pay? Of course not. It is the obvious business 
of corporations to discourage such annoying proceed- 
ings on the part of the rabble they employ, and whose 
service alone makes these corporations possible. It 
is cheaper, infinitely cheaper, to keep on hire a gang 
of high-priced lawyers to make the discouragement as 
complete as possible. 

So the case was appealed, was reversed of course (that 
is what the Appellate Courts are for), retried, and still 
this impudent complainant of a Peck won. Did the com 
pany pay now? Certainly not. It again appealed. But 
the record this time was apparently bombproof; and the 
new appeal was therefore based on the ground that the 
law was “unconstitutional.” Familiar words! 
times I am inclined to paraphrase Dr. Johnson’s bitter 
sentence and say of our beloved Constitution that it is 
the last refuge of the scoundrel. It is certainly the safe 
refuge of the corporation and the rich litigant. 


some- 


Justice in Indiana 


N= one appellate court in Indiana having been un 
4% able to take care of the endless appeals, writs of 
error, exceptions, ete., which constitute the main business 
of the courts, an intermediate court of appeals had been 
created to relieve the familiar (almost universal) ‘con 
gestion.” The appeal in the Peck case came before this 
intermediate body, which, however, had no jurisdiction 
in questions of “constitutionality.” Therefore, the case 
Was transferred to the State Supreme Court. 

The Supreme Court in a brief memorandum said that 
the constitutionality of the law had been passed on 
many times, and it had been affirmed not only by the 
State Supreme Court, but by the United States Supreme 


Court as well. Case retransferred to the Appellate 
Court. The Appellate Court’s dignity, of course, was 
deeply injured. It had been told in effect (which 
seemed the obvious fact) that it did not know the law. 


lherefore, to prove that it did know the law, the court 
wrote a long opinion upholding its view. Case 
ferred to the Supreme C‘ourt 

The Supreme Court 


retrans 


| mettle, reé 
affirmed its position, likewise in a long opinion, in which 
t held, one would say 
some court to sav the 
Supreme Court. | 


being now on its 


not insanely, that there must be 
final word and this must be the 
It also pointed out that this same de 


fendant, the Panhandle Railroad, had already tried fow 
limes, unsuccessfully. to plead the unconstitutionality 
Of this same law, to defeat similar judgments, and inti 


mated that it was about time to put an end to this sort 
ol trumpery litigation. Case retransferred to the Appel 
fate Court, wher 


: under the statute it belonged. 

Did the Appellate Court accept this ruling of the Su 
preme Court? Not in the least In a memorandum it 
said: “The case ha ing been submitted to the full court 
and four judges not concurring, the case is retransferred 


to the Supreme Court.” 


ind there the Peck case sleeps! 

All this. gentle reader. happel ed vears ago The last 
action of th \ppellate Court was January, 1910, and 
on Decembe1 a) t. the ease was still on the docket of 
—_——.. 


q This is the fifth of the series of articles on the Failure of Justice in the 
joe The previous articles were The Encouragement to Kill 

; The Monstrous Breakdown of the Criminal Law, 

hy The Scandal of th. Lawless Law,’’ December 23, and * 
Cost of the Law," December 30, 


December 
The Extravagant 





was instituted, reversed the case 
on the ground of the insuflicieney 
of the averments, holding that the complaint was bad in 
this particular, without regard to whether the 
showed a fair trial or a just result. It ruled that an 
allegation that the plaintiff was driving along upon 
said street upon a load of baled hay, and without seeing 
or knowing the condition of said telephone wire, he 
drove against and was caught by said wire and was 
thrown from his wagon, does not show that the plaintiff 
was thrown because of such wire! And why? Because 
of the averment that he was thereby 
thrown! Before the case reached a second judgment 
the plaintiff died, and his action died with him.” 


record 


absence of an 


A New York Sample of Justice 


i ike > is justice in Indiana. The next is from New 
York—a sample of how the law is administered by 
the same Court of Appeals, which, faithful to the tradi- 
tion of courts of appeals, found the attempt to enact 
the English Workingmen’s Com- 





justice for his clients. 





SENATOR ELIHU ROOT OF NEW YORK 


@, The facilities for delay afforded by this system lead to in- 
numerable defenses for the purpose of delay. These encumber 
the calendars and occupy the time of the courts and prevent the 
hearing and decision of honest controversies. 
to breed a class of code lawyers, acute and subtle practitioners, 
skillful in baffling the efforts of honest men and seeking to get 
their rights with no conception whatever of the principles 
of jurisprudence or of the high duty of an advocate to secure 
Justice is entangled in a net of form. 


pensation Law into the statutes 
of New York unconstitutional. 

In April, 1910, one Wolter was 
convicted of a peculiarly atro- 
cious murder of a little girl and 
sentenced to death the follow- 
ing June. His counsel appealed. 
The code of New York requires 
that in death cases such appeals 
shall be argued within six 
months unless the court shall 
enlarge the time. Ten months 
after the appeal, the prisoner’s 


The system tends 











PRESIDENT TAFT 


@, One reason for the delay in the lower courts is the disposi- 
tion of judges to wait an undue length of time in the writing of 
their opinions and judgments. I know, for I have been a sinner 
In English courts the ordinary practice is 
for the judge to deliver judgment immediately upon the close 
of the argument, and this is the practice which ought to be 
enforced here. In the Philippines we adopted the system of 
refusing a judge his regular monthly stipend unless he could file 
a certificate with the receipt for his salary that he had disposed 
of all the business submitted to him in the previous sixty days. 
This had a marvelously good effect in keeping dockets clear. 

[Editorial Note: Why should not this excellent sys- 
tem be applied to all judges of the United States? | 


in that regard myself. 











E. M. GROSSMAN OF THE ST. LOUIS BAR 


@. Nowhere else on the globe, with the possible exception of 
Spain, is to be found such a studied, well-wrought scheme to 
defeat the law of the land. Nowhere, whether in the litera- 
ture of the times or the gatherings of men, not even in the 
midst of any assemblage of the most ultra-conservative mem 
bers of the legal profession, can be found a sincerely disinterested 
apologist for our system of courts and legal procedure. The 
delays, the expense with which ordinary litigation is attended, 
have outworn the patience of lawyers and laity alike. The 
courts, which should be a haven of refuge for those troubled in 


material things, are as plague spots, to be shunned and avoided. 











the Supreme Court. The judgment 
two trials, was $4,000. 
suppose will be left for Peek, when the lawyers, 
and abetted by the courts of 

If this is not judicial anarchy, I, for one, do not know 
what the terms mean 


obtained by Peck 


aite! How much of this do you 
aided 


Indiana, are through 


It is my personal opinion that no 


erazv bomb thrower who ever landed on these shores has 
ever done a tenth part of the harm to American institu 
tions which this judicial anarchism in its innumerable 
manifestations has worked to ender justice a thing 
of jest and contempt 


The Delicate Shadings of Language 


No the grim part of this especial case is that ther 
yt has been no severer critic of the law and court ad 


ministration of the law than the Hon. Cassius C. Hadl 
who throughout these proceedings sat as Chief Justice 
of this same Appellate Court of Indiana, and with whose 
permission I will take from his le ldress before t 
Bar Association of Indiana for 1909 my second example 
A man was driving along the highway in a wago! 


attorney having made no appear- 
ance, the district attorney asked 
the court to affirm the conviction by default as the code 
provides. The court refused and gave the defendant’s 
lawyer forty days further leeway, ordering at the same 
time that in the event of further non-appearance, the 
court should be furnished with a copy ot the judgment 
roll and the original stenographer’s minutes, “and the 
court then be necessary to 
protect the interests of the defendant, and at the same 
time those of the public.” (201 N. Y., 523.) This was in 
February, 1911, and the forty days expired on the 22d 
of March. Actually the case was not argued until De- 
cember 4, nearly one vear beyond the extreme limit set by 
the code. ’ 

It still 
the court 


will take such steps as may 


took two weeks to obtain final decision from 
a grand total of a year and five months from 
the original conviction. There appears, from the opin 
ion of the learned court, never to have been the slightest 
question of the guilt of the defendant; he had appar- 
ently a perfectly fair trial; in all this time scarcely a 
month went by that some newspaper or periodical did not 
point to this case as one of the most revolting instances of 
the law’s delays. And at the present writing, a year and 
nine months after the crime was committed, thanks to 
the administration of the law by the highest court of New 
York, this murderer still 


remains unwhipped of justice. 


Vividly in Contrast 
| N ENGLAND, whence oun 


laws and our court systems 


have come, it is only Toul years since any kind of an 
appeal from conviction in a murder case was allowed; 
and under the new law, in the rare cases where an appeal 
is taken, the arguments are heard usually within a fort 
night from the time of conviction, and the judgmene is 
eithel rend red immediate ly upon the con lusion of thre 
argument or within a day or two thereaft And this 
appeal is in effect a rehearing of the entire case, and the 
judgment is final. There can no retrial or any furthe1 
proceedings save an appeal to the pardoning powers 

This is Engl ind’s notice to criminals And this is the 
notice which might fittingly be ing on the walls of 
the New York Court of Anpeals 

ges NOTICE “430 


The attorneys for murderers and other criminals wish- 
ing to obtain unlimited delay, in case of the unfortunate 
and accidental conviction of their clients, may obtain the 
same by paying no attention whatever either to the law 
or to the orders of the New York Court of Appeals. 


iin te cetmient feehin New Yi Here is civil 
ISTICE 

In June LOO? al G Coll = as named as Super- 
ntendent of High s int Citv of New Yor by the 
then Borough President. Two years lat was dis 
missed | the me Boro eS lo | \hern, 
thout ¢ irges being pre! i a nst mn Under 
the Gly sery ( iws M oO Ss appeals ror rein- 
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statement. He won his suit, and after four years the 
Court of Appeals aflirmed this decision and declared 
his ejection from office in this manner was without war 
rant of law. Four years of hard fight and the final de 
cree from the highest court in the State! Did this set 
tle it? By no means. ‘The corporation counsel declared 
that this decision was not an appeal from the decision 


Collier’s 


the justice. The plaintiff! by this time had no money 
wherewith to pay the referee, and so the case now stands! 

t. A child of twelve years was injured while playing 
on a railroad turntable. To recover damages, she brought 
an action by her next friend against the company. Judg- 
ment was instructed to be entered for $2,000, which judg- 
ment the Appellate Court of the Third District affirmed 


VOL XLVIII NO 4s 


was that the plaintiff, a poor laboring man, crippled for 
life, and legally and justly entitled to $12,000 as com. 
pensation for his injuries, was not only defeated of his 
right to recover, but had a judgment for costs entered 
against him and in favor of 
for his injury. 


But it is needless to multiply instances; and for the 


the corporation to blame § 


of the jury but an appeal on a demurrer. And the bat it was objected that this instruetion was erroneous rest it is not socially healthy, for too much reading of 
tle was begun all over again. Still the city lost. and. because it did not require the plaintiff the exer this sort may make even a sane and peaceably minded 
as I write, a motion has been entered asking for a final cise of such care and caution “as children of her man feel as if he would like to demolish the institution 
mandamus compelling Mr. Collins’s reinstatement in age, capacity, intelligence, experience are capable which makes this sort of thing possible. But that woulq 
office. It still remains to be seen whether this is the end. of exercising under the circumstances,” and it be futile and impracticable. Is there no simpler remedy 

Was insisted that the omission of the word “expe ’ 


Typical Instances of Delay 


rrence 

No note the effect. The whole question was over a Cireuit and 
1 total of two vears’ salary, $10,000. Thanks to the 

law and the court, Mr. Collins had long since exhausted his 
private means and been compelled to appeal for assist- 
ance. And it is estimated that, counting in the time of the 
courts, the counsel, witnesses, and the like, the case has now cost 
the taxpayers of the city over $100,000. Why? Simply the des 
perate effort of the gang which controls the enormous oflicehold 
ing machinery of the city of New York to resist the interference 
of the Civil Service laws; and, with the sanction and aid of the 
courts, they can take $100,000 of taxpayers’ money to do it. 
They could do it in no other way. 

Are these invidious instances? From the twenty-four thousand 
decisions now being rendered annually, in appeal cases alone, by 
the almost incredible number of appellate courts in America, | 
would undertake to gather simply hundreds, and within the last 
ten years, thousands, of similar instances; for the simple reason 
that it is precisely such cases, such delays, which are the present 
day meat and drink—in short, the larger occupation 
yers and our courts. Here in rapid fire is a random 


of our law- 


Douglas Morris 





Lawson of 
law reform 


selection which I owe chiefly to Dean 
Missouri, one of the ablest advocates of 
in the country: 

1. In 1898 Seott Bibb, a negro, filed in the Supreme 
Court his petition for a mandamus to compel the 
city authorities of Alton, Illinois, to admit his two 
children, then seven and eight years old, to a public 
school in that city. A trial resulted in a verdict 
against the petitioner, which verdict being certified 
to the Supreme Court, was set aside. Siv subsequent 
trials by jury were had in the Cireuit Court, in two 
of which the juries disagreed and in the other four 


of which verdicts were rendered in favor of the 











respondents. Each verdict in favor of the respondents 





required the reversal of the judgments of the 
Appellate Courts. 
others dissenting, so held, and the judgments of the 
Circuit and Appellate Courts were reversed accordingly. 


Five judges, 





Leander J. Monks 


the 


Some Primary Reforms 


two ( Y ONE point I find that the ablest lawyers and the 

progressive judges who have set their faces toward 
the light are practically agreed. That is the 
guilt of the judges, and the eflicaey of direct, detailed 
criticism of their individual acts. 

Whatever excuses they may urge, however bound they may 
seem to find themselves by antiquated codes and rules of pro 
cedure, the fact remains that the judges are not simply lega 
automatons but the justice. It is 
true that they cannot take the law into their own hands legally 
(though they do it enough illegally), but in their rulings and 
their conduct of cases they can sternly set themselves against 
all that makes for delay, against all that is trivial and trumpery 
and dishonest, however ancient in custom and practice it may by 

These reforms are bound to come. They have largely bee 
effected in England, and are being silently put into practice | 
the better in this country. These include jy 
brief: 


lL. The 


pe rsonal 


executive administrators of 


class of judges 


1ppeals—lIn spite of the fact that 


we have over five hundred judges sitting on appellate 


Discouragement of 








courts in this country, a majority of these courts 
are behind their dockets anywhere from one to fow 


years. In Colorado I find that there were last spring 
2.800 cases on the docket and decisions being rep 
dered at the rate of about 150 per year. This dela 
is not the fault of the laws nor of the press of 


business, but of the customs and the laziness of th 
have already quoted sutlicient 


from Judge Taft, Jus 


judges themselves. | 
expert testimony as to 
tice Moore, and others. 
But above all questions of laziness or dilatoriness 
is the fact that appeals pay. If, as in England, ther 
were but nineteen trials granted out of a tota 
of a million and a half of civil actions brought, there 


this 


new 








prior to the last one was set aside by the Supreme 


James H. Jordan 


Quincy A. Meyers 


Charles E. Cox 


Court, and an order was made sending the issues 
back to the Circuit Court for another trial. When 


Judges of the Supreme Court of Indiana 
the last verdict came before the court in 1908, ten years 





would not be 24,000 appeal decisions in the United 
states. 
2. Suppression of the Mania for Lengthy Decisions— 


As one instance at random among hundreds is a re 


had elapsed since the beginning of the suit, and Scott 


Bibb’s 


daughter had reached seventeen years and his son eighteen years. 
The court then for the first time that there was no 
constitutional right to trial by jury in a mandamus case orig 
inally brought in the Supreme Court, and finding that the last | 
verdict brought by the juries was plainly and palpably against | 
the evidence in the case, the court set it aside, found that all the 
material facts alleged in the petition were true, and that the re 
lator was entitled to the writ of mandamus prayed for! 

2. In 1906 Patrick McCarthy, a driver for the Spring Valley 
Mining Company, was injured while working in its mine at night 
by the falling of a mass of rock from the roof of the mine, and 
had to have his arm amputated. He brought suit, and his coun 


discovered 











sel, in opening his statement to the jury, mentioned that the 
plaintiff had a wife and five children. This was objected to, but 
there was no suggestion made to the court 
to stop the trial on the ground that the 
minds of the jurors had been poisoned by 





the statement thus made. Verdict for 
$10,000. Upon appeal to the Appellat 
Court, the judgment was allirmed to the 


$8,000, after a remittitur of 
$2,000 because of the wife r 
and five children! Upon further appeal to 


the Supreme Court, the latter court re- 


extent of 
reference to the 


versed the judgment and remanded the i, 
case to the Cireuit Court for a new trial 
solely because of this statement of the 


plaintiff's counsel. Upon a retrial of the 
case in the Circuit Court, the plaintiff ob 
tained a verdict for $11,500, and, judgment 
being entered on the verdict, the coal com 
pany prosecuted another appeal to thu 
Appellate Court of the Second District 
That court, upon consideration of the re 
ord, found it wholly free from error eithe) 











Andrew A. Adams 


ent 


as to the law or the facts, but, neverth« Peck case between the 
less, the court, one judge dissenting, as a 

condition upon which the judgment could be atlirme Ilow br 
compelled the plaintiff to enter a remittitur of $5,000 must hay 
on the ground as stated by the majority of the court perceived this exceedingly 
that otherwise the plaintiff would have profited by the vas seen | five judges of 
misconduct of his counsel upon the first trial apparent to the other 

3. In 1891 one Donnelly sued one MeArdle to set aside udyves of the Appellate Court 

a bill of sale on the ground that the same was a mort Court who presided at t 
gage. The case was tried and dismissed on the grou non iustice for tive judg 
that the parties to the action had been partners in to overrule six other jud 
junk business, and had both been buying property ill telligence th themsel ve 
gally by bribing and corrupting agents and officials of omi 7 om ar ! 
the corporations ise Was appealed at mm of w evervone n 
versed on tiie ground that the illegalit i mere tall ould no L\ i 
incidental At tl end of  fiftes t p t In 1901 [ el M 
finally succeeded in getting a tria The complaint le unloading a ear of 
dismissed on the ground that the nstrument Vas a Kastern Ra oad I] 

bill of sale and not a mortgage An appeal is ti n 1902 led a declarat 
and a reversal granted on the ground that t tria Noveml 190 ) { 
judge was mistaken in fact \ new tria is oO ! { 

ing another mont Volumes of testimor take le iratior 5 ‘ 

The complaint Vas again dismiss ym the ground t { ise of tio t i 

the instrument was a bill of s ul not mortgage tio ) | 
Another appea vas teken to t Appellate Court. an yr $12,000 ma 

it again decided that the trial due s wro n fact st Dist 

Another trial was rhis t the ft \ puidge that t t t 
cided that the bill of sal mortgag U I oO y? t 
judgment for the plaintiff ar ecting that the de nent is 

fey nt nt 1 ippoint ij ( to ta T Nn ! ) t 

) ‘ t or ) T ~ t 


members of either 


Cassius Hadley 





Milton B. Hottel 
Judges of the Appellate Court of Indiana 


two courts began, but 


JUC LE 


David A. Myers 


cent decision by Justice Lamm of the Supreme Court of Missouri 
(203 Mo., 493), wherein this learned jurist from. the 
Bible, from Bret Harte, from Thomas Paine, from Volney, and 
from Voltaire, with a handful of Shakespeareana thrown in fo 
And this court is two to three years behind its 


quotes 


cood measure. 
docket! 

Not to be invidious, 
of Wisconsin, not 
in the country. 

The opinion in the recent case of 
Wis., 454) runs partly thus: 

“One Wopplein was the owner of a Holsteil 
Friesian heifer which he duly christened Martha Petertjie Pau 
but 


from the Supreme Court 
the ablest 


here is a 


the 


scrap 


one ot worst but one of courts 


Kopplein vs. Quade (14 


thoroughbred 


ine—the name is neither euphonious nor musical, there 
not much in a name anyway. Shakespeare (W.), ‘Romeo an 
Juliet,’ Act II, Scene 2 Notwithstanding 








any handicap she mav have had in the we 
Martha Petertjie Pauli 
high-brow, having a ped 
‘ well authet 
ticated as that of the ordinary scion ol 
elfete European nobility 
this land of democraey and equality an 
offers his title to the hig bidder at th 

One Quad 


of a cognomen 


Was a venuine 


a 


vree as long and at least as 


who breaks int 
hest 
ty ¢ matrimonial bargain counte) 
was the owner of a bull about one year old 
the bull, in ¢ 
poverty, with no gleam oi 


born as lowly as lowliest 
hovel, reared in 
light or fair graces 


actual or acquired, without name or fame 


surroundings, without 








Joseph G. Ibach 


Cassius Hadley is not now a member of the latter court, and not all the pres- 
court were judges when the fantastic 


dered one day be vond the contines ol 
own pastures and sought the society of t 
buffeting of the adolescent and unsophisticated Mart 
the case is still on the calendar contrary to the statute in such cases ma 
and provided And as result of this som 
observes Dean Lawson, What morganatic mésalliance a calf was born Ko] 
irors in this case if the plein then brought action for resulting damages and 
point. whieh, though it overed S75 Lhe evidence showed that a thoroughbt 
Supreme Court, as not calf would be worth from $22.50 to S150, de pel ng upo 
of that court the thre ts seX, markings, and other characteristics Its sinist 
or the judge of the ircuit birth disqualifi ad the hvbrid ealf om becomin i 
Is it not a traves late for pink ribbons at county urs 5S 50 
na simple ise like this to a Chie v0 buteher for S7. and was probab st 
restimpti ( ot equal ! D is p ssed j en to ti ep l ! yme § 
i re se ivinent 10 vo mardi Oust 
gen pein yp A Lesson Worth Stud) 
thie t ot yury ‘ee Sid Case s allowed to take ip t time oi t 
( uv | nyure supren Lo t ol vreat State, and t sort 
( is > an t YF is paid [0 the taxpayers \ ‘ ist ts 
) oO opinion i Standard Oil ise in tlhe lissou 
nt oO | ~ 1 e Cou t tuke 7 pages el epho 
. ) " ol ! r t Unit - s 4 
oO i me to t Repo S4 wes 
sme on } dinn if M 
t ! ) il ( { ) ? I 
t ‘ \ ] Scott t n 
Api te (% POS prepa ! i ‘ 
) no 
! ) ! ol ird LbO 
rv? v7 if ¢ 1 mod ) 10) | it 
oO ( . I N10 
' ym t Su ( t | 1/ dor ech 
, : ny sions . 4 , , S¢ 
led 30 


Snoee 8, Lairy Nevertheless this plebeian Was something 


of a social climber, and, having aspirations 


beyond his humble station in life, he wa! 
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“At Present Disengaged —’ 


Collier’s 


The Chaos in the Theatrical World and Its Causes 


VERYBODY agrees that business in the theatres 
this year is extraordinarily bad. 
seventy companies giving up the fight and trail 
ing back to Broadway in a week; eighteen plays 

taken off by one manager in another week- 

They gave a dinner at the Lambs Club the other even- 

ing “for the unemployed by the unemployed.” It was 

an excellent dinner, and some of the poor fellows were 
able to limp home in their own automobiles, but they 
were out of a job just the same. 

There were about eighty-five actors at the dinner 
many used “to their three figures,” as the saying goes 
Mr. Wilton Lackaye, for instance, Frank Keenan, Digby 
Bell, Theodore Roberts, Edmund Breese, Guy Bates Post, 
Henry Kolker, Douglas Fairbanks, Cyril Scott, George 
Nash, and other capable men. Doubtless it would be 
perfectly possible—at any rate, for Mr. Carnegie, or some 
one trying to get rid of his money—<o go into the New 


One hears of 





and SO Ol. 


By ARTHUR 


TRATEO BY 


RUHL 


VRY RALEIG? 


in the photograph, and so he was painting a fine round 
setting one in the pieture, with its amethyst light just 
brightening the edges of the sand dunes and the sil 
houette of the camel evidently something for ‘The 
Garden of Allah.” 

“Ha!” he snorted, when I suggested that the people 
who make theatrical “paper” might have some interest 
ing comparative figures on this and other years’ theatri- 
“And maybe some figures about those who 
But you'd better see the boss 


cal business. 
don’t pay at all—ay’ 
about that.” 

The boss was elusive, and so L crossed Broadway to 
another lithograph company—a vast place high up in 
an office building, with innumerable partitions, roll-top 
desks, soft carpets, a brisk girl to send you to the right 
department, and the 
walls flaming with all 











the interesting posters 

[vanowski’s portrait 
of Nazimova, for in- 
stance—of recent years. 
One got an impressive 
notion of the magni- 
tude of the theatrical 
business. 

The boss was in here 
man in a big 
chair, behind a big ma- 
hogany table. He didn’t 
have any figures, but 
he had a perfectly defi 
nite conviction that 
this was the worst the 
atrical 


a big 


season in the 


memory of man. It 
was horrible. Men who 
had capital and their 
own enterprises a few 
years ago were glad 
enough now to grab a 
salary 

“And, good heavens, 
do you wonder at it 
when you see what 


they're up against? 
Look at the number of 
theatres between here 
and Boston, for in- 
They’ve got ’em 





stance. 





“No, nothing to-day,” the reiterated phrase at the theatrical agencies 


York actors’ clubs any of afternoons, and 
make up, for any sort of 
known names in it than you would find on any theatre 
program in the country. 
And yet there are more 


these wintel 
play, a cast with more well 


New Yor! 


except at the mo 


theatres in more 
theatres throughout the country, and 
before the 


than ever before 


ment this is being written, just holidays 
more companies being sent out 
The theatrical agencies are crowded as if it were mid 
middle-aged gentlemen with top hats, oratorical 
pretty young girls 
their 
mill’s 


summer 
voices, and curly hair slightly gray: 
skittering in in their tight skirts, eager to throw 
youth and beauty and enthusiasm 
‘ruel wheels: with veils and the queer con 
tralto voices of the “road” and their rather creepily chip 
per: “Nothing? No? Well, my dear, 
now and then. you know, just to see 
nere, 

. climbed up to Mrs 


office” for the 


into the great 


older women 


must look in every 
that you're still 


Fernandez’s—the “engaging 
“syndicate \ dozen or so suppliants ol 
one side the brass rail; on the other, answering tel 
phone calls, turning away applicants with a “No, noth 
ing to-day,” a brisk and darkly beautiful guardian of 
the gate (at least it must soften the sting of defeat to 
be turned away by Miss Bijou Fernandez! 

again, past that srimls lettered door: “This leads to the 
street. Pleas alk down and avoid delay.” 

At Packard’s—the 
e line, and anothet 
ng the telepho No 


and so out 


Shubert agency—the same plain 


brisk young woman, thus address 


nothing to-day sorry. Would 


ou take sto 0} I'm afraid it wouldn’t be 
vorth as muc is that - I see, Well, that’s too 
bad, a Yes. | / pe so jood-by !” 

At Winter's oss t street. where recruits for the 
distant road a rather especially gathered only two 
Were waiting bright-eved little girl and a rather 
cynical olde} man But the watcher it the vate 
threy up he Is when | asked if many actors were 
out of worl Vell.’ said she | uess 1 re’s onl 
ibout for) hur ome : PTE eVeT day that’s alll 
She seemed to somewhat of the mind of Mr. Sotl 
e™n when he 1 nit n ed that there veren’t ter 
thousand acto out « o1 the weren't acto 
“Why,” Said oO m couldn’t make fi 
lars a we { elie And vet. if the 
ret three tiny { irt’s orth, the ont 
Worl at all Chew’ ll st 


| TRIED thograph companies—the peop! 0 
make the nosters natural r el tar 


} 
gible reasons 
} 


ing taker 


first place—pn ‘ : a makiv froy 
Photograp] , P , melon top ¢ 
& sand duns ert of Sa ‘ is no sul 


everywhere. There’s a 
theatre in Stamford, 
for instance. Take a 
Lowell, Massachusetts, for example”—(it may not 
Lowell, but 
would do as well 


town 
almost any of the smaller cities 
Well, 


companies, 


have been 
“how many people have they 
thousand. And 


houses, and half 


say seventy-five two stock 


three vaudeville a dozen moving-picture 
automobiles, which vou can't 
vet people out of until thev’re frozen out, and wher 
your first-class company on im?’ <i 
about as nearly a “stand 
ard” favorite as you could get, who had played, he said 
during his preliminary “road” tour to as little as sixty 
five dollars “Of course, he had his twenty weeks 


shows. Then remember the 


cloes tour eome 


spoke of a popular comedian, 


a night. 


Waiting for him here; they wanted to smooth off the 
rough edges, and didn’t care. But think of running a 
first-class company on. that Think of Keith giving 


vaudeville for five cents. Yet that’s what 
doing—in meet the 
For the better part of three 


thev’ve been 


the gallery—to moving 


Y~ 


aw 


? 














pictures.” 
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‘There are too many young snipes in the profession’ 


“Pll tell you why,” she said 
of het 


she came sweeping out 
room on hearing one of my questions, bringing 
the stocking she was mending as she came, and we sat 
down by a sizzling steam radiator and looked out on the 
first heard all about it. How 
six pounds a week was a good salary in London, so that 
them over here; how they got a 
if they could, and stayed if they could, 
had their uncles and cousins and aunts 
come over to join them. How wicked Mr. Ames filled his 
so-called national theatre with British actors, and Mr. 
Charley Frohman was always preferring them, and in 
“The Dawn of a To-morrow” even the minor parts 
were taken by people. And then the dread- 


season's snowstorm and 
no wonder 375 drew 
time guarantee, 


and next yea 


English 


ful way salaries were cut for Christmas or election 
week, and never put back again, and how much it 
cost these days for dresses, and how one little girl 


had to buy two expensive gowns and two pairs of ear- 
rings (“and they were really property earrings, be- 
cause they were mentioned in the lines”)—and then 
the play was called in after two weeks on the road and 
she not getting her full salary 


NOTHER veteran, a white-laired Shakespearian actor 
i this time, rose like a trout at the mention of Eng- 
lish actors. His notion was that like to be 
supreme and that the ingratiates 
himself in a way the \merican declines 
to do. 

“But the real forefinger 
impressively (the money trust articles were widely read, 
apparently), “is that all the money in America is in the 
hands of fifteen men!” 


Mr. Wilton Li 


Inanagers 


kotows and 
eagle soaring 


Britisher 


trouble.’ said he, shaking a 


wkave is a famous image breaker. and 


naturally includes British actors in his iconoclasm. It 
was he who told a voung British actor that there was 
one thing better in England than in America. “And 
what is that?” demanded the innocent young man. “Eng 


lishmen,” 
at the 


said Mr. Lackaye, and this is still regarded 
Lambs as just a shade neater than anything 


Whistler ever said. 





days, zigzagging up and down 


Broadway among actors, pro 
ducers, agents, and au 
heard the 
\ll were that conditions 
couldn't but each had 
his own peculiar point of view 
and his own explanation rhe 
plavers 
lightful 


Cause it is 


press 


thors, | same story 


sure 


ve Worse 


themselves had a «de 
delightful be 


always sO 


reason 


much 


more jolly and comfortable to 
old people rather than causes 
to blam If | have to tram) 
up Broadway in leaky shoes it 


may be because the tariff on 


leather had gon up or because 
didn’t get the Ch 
nese loan, but it is 


the Frenel 
much more 
consoling to believe that it is 
weause Mir. Morgan has twent 
iutomohbiles \nd most of 


Il talked with seeme 


onvineed that the reason Aime 








“Of course,” said Mr. Lack- 
aye—(we were sitting in the 
dark auditorium of the Bijou 


Theatre, watching three men in 
overcoats and a young woman 
in furs rehearsing “The Stran- 
ger’’)—“of course, if a man has 
a Maine accent, everybody can 
spot it inan instant. We know 
our own provincialisms. But 
an Englishman might have all 
the British provincialisms there 
audiences 
him lovely. 
are so fickle that 
strange! has got to 
or they’ll forget 
that the 
Wants a 


are and oul would 
They 


even the 


only think 


make a 
quick get-away 
him. too. rhey say 


American author 


chances Well, I’ve just come 
ba from abroad expect ng to 
fit i play waiting for me It’s 
just what vou want, thev said 


+") suit vou down to thre 





11 tor ere out of wo vround I’ve read three hun 

i ) Lui ers ( ired } S nee | ot bac | 

S] \ Wm)8nYe manage to have ind o 1 oesn't | ea 
only Englishmen in tl pla rammat | i he first 
| t eard this point o te! line Oo su't so full of 
from i ila ) | ol ) could drive a dray 

1 Sha espeare to I ol t | vil t master 

1 os row The nal Wwe lavent 

! W ugh good tors ind then 

I mpersonat i eoODt ro » see some Irish 
tT lo 1 eT ) ! nt cyte ~~ eee ae - = 4 | ivers 0 no more no 

) Ro nd Barre ‘The whole trouble is that there are too many tion of acting than thev have 

th em, too English actors " of translating cuneiform insecrip 
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“Credentials from the People” 
By MARK SULLIVAN 


N NEXT Monday, January 8, fifty men, composing the gov- 
erning body of the Democratic party in the United States, 
will meet in Washington to make plans for the coming cam- 
paign for the Presidency of the United States. They will 

meet in a more buoyant atmosphere of hope, with a greater and more 
reasonable confidence than any other Democratic National Committee 
for exactly twenty years. 
fidence in their party which the people have shown at every election 
since the Payne-Aldrich tariff became a law on August 5, 1909. The 
most important business that will come before this session of the Na- 
tional Committee will be the determination of the method of choosing 
the Democratic candidate for the Presidency. The National Commit- 
tee can determine that the candidate shall be chosen in the old way, 
The Trenton, New 
Jersey, ‘‘ True American’’ states the demand of the new order in these 
words : National Convention 
They will come with 
credentials from the people only if the National Committee, in session 
next Monday, so decides. 


They can only lose by destroying that con- 


by the bosses —Or in the new wa, by the people. 


‘*The delegates to the next Democratic 
must come with credentials from the people.’’ 


On the committee is the responsibility to 


Clark and Folk in 

UST as soon as it can be arranged, probably late in January or 
J early in February, the Democrats of Missouri are going to hold 
a party primary throughout the State to determine whether the Mis- 
souri delegates in the coming National Convention shall support Champ 
Clark or Joseph W. Folk. Clark’s following in Missouri is composed 
of two parts: those who like Clark and those who hate Folk. Of these 
two classes, the latter is by far the more numerous and the more active 
in booming Clark; it consists of the liquor interests, the boodlers of 
various degrees, and all the agents and officers of corrupt corporations 
whom Folk antagonized during his remarkable terms as prosecuting 
attorney of St. Louis and Governor of Missouri. 


Missouri 


Clark doesn’t know 
this; his indignation when he repudiates it is perfectly honest, but the 
truth is his candidacy is an essential part of the plan to prevent the 
nomination of a progressive Democrat. Except as to himself and a 
few friends who are more loyal than discerning, there is very little 
good faith behind the Clark movement. Between the natural limita- 
tions of his intellect and the foolish Presidential ambition that inspires 
much that he does, Clark is about the heaviest individual burden the 
Democratie party has to bear. If, through the use of Clark’s name, 
the Missouri reactionaries succeed in eliminating Folk, that will be 
merely one of many mischiefs 
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didate next July, the New York delegates shall come with credentials 
ana delegates shall come with 

ee 
corporations that he serves 


from the people or from Charles 

credentials from the people or ‘ 
PRESIDENT 4) [ws “— 
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say whether, at the convention which shall name the Democratic can- 
F. Murphy—whether the Indi- 
from Taggart and the M | “geen 





What the Republicans Did 
Republican 


rINUE National 
_ Committee 


month 
ago. One member, 











met a 
Senator 
Borah of Idaho, proposed that 
the delegates to the Republican 
National Convention 
shall be 
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the people 


next 
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at direct Presidential primaries. 
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chargeable to the Speaker. The 
two worst mistakes made by the 
Democrats since they came into 
power in — the 
acts which they will have most 
trouble in 
stump 





Congress two 
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defending on the 
next year — are due 
largely to Clark’s wish to pro- 





cores) mote his personal ambition, and 

fr that 
against the better judgment of 
the real leaders of the party in 
Congress, of Clark, de- 
cidedly, is not one. It is diffi- 
cult not to be 













his insistence on account 
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amiable about 





This 
vote of 44 against and only 7 
in favor. 


resolution was lost by a 
That the Republicans 


favor of the old boss 








decided in 
system is all the more 
why the Democrats should de 


cide in 


reason 











Favor of the new direct 





Clark, for he is himself one of 


the most and, 


within the limitations of his in- 


amiable of men, 
telligence, absolutely honest and 
well But the 
responsible for the 


meaning leaders 


who are 





party ’s record before the ceoun- 


NR IGHIT 





primary system. Jf, afler both 
heen held He rt 


Sinner, if is clear that One CAN- 


CONE ntions have 
didate has been chosen by delegates coming chicfly from the bosses. 
and the other by delegates coming wholly or chiefly from the people, 
that fact alone will make a great deal of difference in the final result 
For the benefit of Republicans throughout the United States, a list of 
those National Committeemen who voted for Senator Borah’s direct 
primary resolution is printed here 
This list ought to cause some pertinent questioning among the rank 
file of Republicans throughout the United States. Why 
California on it Doesn *t the Presidential pri- 
> Why isn’t New Jersey in the list? New 
of twelve States which have adopted the Presidential-primary system 
by statute 


and isn t 
California believe in 


mary Jersey being one 
will choose its delegates by direct primaries anvhow, re 


gardless of the National Committec But why did the National Com 


mitteeman from New Jersey fail to vote for Presidential primaries? 
And how about North Dakota? That State is overwhelmingly in 
favor of direct primaries and has a State statute providing for 
them Did the National Committeeman from that State correctly 
represent the sentiment of the Republican party in his State ff 
not, what ought the Republican voters to do about it All these 
questions are pertinent to several other States in addition to those 
mentioned Those National Committeemen who oted in favor of 
Presidential primaries are 

CHARLES EF. CAVENDER, Co R. E. WILLIAMS, Ohio 

J.C. pu Pont. Del THOMAS THORSEN, S. Dak 

Victor ROSEWATER, Ne! ALFRED T. RoGers, Wis 

Wu 1 Kk. Boran, Wash 
Forty-four Repub n National Committeemen voted against Presi 

dential prima seven ited r them: three did not vote It- will 
he it resting to see hat the Democrat ( tt lh 


He’s got a big brother now, and something’s going to happen in a minute 


Drain by W 


try must soon realize the neces- 
+ aviont sity of dealing firmly with Clark 
and his ambition. Oscar Under 
wood’s Presidential candidacy 
than Clark’s, but he 


order to promote it. 


has ten times more real potentiality 


isn’t leading his party into any blunders in 


ITe is merely making a good record in Congress 


Why Has Longworth Flopped ? 
FENIE Honorable Nicholas Longworth of Cincinnati has undergone 
| a change of opinion in the course of eleven months. 
1911, the Sulloway Pension Bill 
as the present Sherwood Bill 


In January, 
in all essentials the same measure 
On that 
the grab and uttered this 
patriotic defiance to his party and the pension grabbers: 


was before the House. 


occa- 


sion Mr. Longworth cast his vote against 


[wo courses appear open to me in this matter: one the easy course, the other 


the difficult course. I should be glad to vote for a reasonable increase of the 
pensions now in force, but not for one which would involve as much as $45,000,000 


a year at this particular time. The complaint of the people of this country to-day 


s that their necessary cost of living already presses heavily upon them. If we 
pass this bill it may result, in an increase in their taxes by an amount equivalent 
to nearly $50,000,000 a vear 

Now the present pension grab, according to the official estimate ol 


the Secretary of the Interior, will cost the country $75,000,000 a vear 
These figures were disputed on the floor of the House, but not even 
the friends of the grab claimed it would be less than the $45,000,000 
which Mr 


the present bill 


Longworth said would be too much Longworth voted bor 


Would it do him an injustice to inquire whether 
the reason for his flop lies in the fact that December 12 is just eleven 
months nearer to the time when he must face his old soldier constitu 
ents for reelection than January 10? 
ide the 


$504 OO.O00 or more seems less odious TO Congressman Longworth now 
that it did 


Can anybody in Cincinnati pre 


country with a hypothesis to explain why a treasury grab ol 


eleven months ago? 
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A Panorama of the Chinese Revolution 


























Shells fired by the Imperial army back of Hankow exploding on the race course 
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rhe start of 
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fire 


which destroyed nearly the whole native city of Hankow 

















Carrying a wounded soldier to the field hospital 


‘oe FANG, the former Viceroy of the metropol- 
itan Province of Chihli, was assassinated at Tse 
Chow by his own soldiers. He attempted to escape 
with his brother when he was detected by soldiers, one 
of whom attacked him with a sword. The general cried: 
‘*Would you kill me?’”’ and when the soldiers shouted, 
‘‘Yes,”’ Tuan Fang is said to have replied: ‘‘I shall not 
kneel. You may kill me if you wish.” The soldiers then 
fell upon the general and his brother and killed both of 
them. In 1906 Tuan Fang visited the United States at 
the head of the Chinese Commission to study educational 
and industrial conditions. The photograph reproduced 
above was taken at that time and shows General Fred 
erick D. Grant escorting the visitor on an inspection of 
Gogsernor’s Island. On December 18 a joint note was 
presented by Great Britain, Germany, France, Russia, 
and Japan to the Peace Commissioners at Shanghai urg- 
ing the importance of arriving at a settlement on the 
ground that a continuance of the revolution will necessi- 
tate internal chaos and loss to the foreign interests inChina 
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Finance—the Division of Wealth 


First of All People Wish to Be Prosperous. 
Era of Great Prosperity. 


HOUGH advertising space in COLLIER’S be increas 
ingly valuable, a little of it, free and unasked, 
mary be spared to give wider circulation to the 
following paid notice inserted in the financial 

pages of New York newspapers: 





New York, Dec. 20th, 1911. 
To the Public: 


STATEMENTS have been made in the public press to the 
effect that the Guggenheim interests have from time to time 
and recently sold or traded in the stock of the Federal Mining & 
Smelting Co.; the statement further being made that the recent 
dectine in this stock was doubtless due to selling on the part of 
the Guggenheim interests. Such statements are without any foun- 
dation whatever, and are false. The undersigned desire their 
friends and the public in general to know that none of the Gug- 
genheim brothers and no company in which they are interested 
has at any time bought or sold or owned or traded in any of the 
preferred or common stock of the Federal Mining & Smelting 
Co., except that a number of years ago the American Smelters 
Securities Co. purchased at private sale a portion of the common 
stock. This interest is approximately only one-sixth of the entire 
capital stock of the Federal. The Securities Company still owns 
every share of this stock, which they so purchased. 

The above statement indicates the only interest, either direct or 
indirect, which the Guggenheim brothers have had in either the 
preferred or common stock of the Federal Mining & Smelting Co. 

M. GUGGENHEIM’S SONS. 











It is doubtless consoling to the holders of Federal Min- 
ing and Smelting Company stock to know that M. Guggen- 
heim’s Sons did not sell it to them. Federal Mining and 
Smelting in 1905 became known to Wall Street as a 
Guggenheim proposition on the announcement that the 
Guggenheims’ American Smelters Securities Company, 
which is owned by the Guggenheims’ American Smelting 
and Refining Company, had bought control of it. That 
the Guggenheims controlled the Federal Mining and 
Smelting Company was never denied until M. Guggen- 
heim’s Sons printed the notice above, saying that the 
American Smelters Securities Company’s interest in it 
amounted to only one-sixth of the capital stock. Con- 
sider, therefore, the untrustworthy nature of such works 
of fiction as “The Manual of Statistics,” “The Investor’s 
Supplement of the Financial Chronicle,” “Moody’s Man 
ual,” and other books of reference, all of which have 
been saying until now that in 1905 control of the Fed- 
eral Mining and Smelting Company was acquired by the 
American Smelters Securities Company. 


Did the Stocks Sell Themselves >? 
| | OWEVER, Federal Mining and Smelting shares had 


a speculative vogue in Wall Street on the belief that 
the company was Guggenheimedly controlled, and they 
somehow got sold at high In 1906 the 
common stock paid 1444 per cent and sold as high as 199. 
It has been declining ever since. In 1908 it paid no divi- 
dend; in 1909, 1!) per cent, and none since; it was 
quoted nominally at 10 bid and 17 asked on the day the 
Guggenheim’s Sons’ notice was printed. The preferred 
stock has paid its 7 per cent until now, but is‘ not earn- 
ing it; in two of the last three years it has not earned 
it. The preferred shares sold at 112% in 1906; they 
around 40 on the day M. Guggenheim’s 
denied selling them. 
The riddle is: How did 
sold to the 
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108s! 





widely prices. 


were quoted 
sons 
Federal Mining and Smelting 
persons who now hold them at a 
Lhe must them 
‘| hey sold themselves to credulous peo 
country but, strangely 
Continent, where the seven 
travelers. If M. Guggen 
Federal Mining 


themselves o1 


shares get 


heart-breaking shares have sold 


selves, of course. 
ple not 
abroad, especially on the 


Messrs. 


only in this enough, 
Guggenheim are great 
heim’s Sons did not know in 1906 that 
and Smelting either 
being sold on the Guggenheim name, they were the only 
world of finance ignorant of it; and if 
they selling them 
then there 
Guggenheim’s Sons 


shares were selling 


seven men in the 


Know that vere either 


they did not 


selves o1 being sold at a fantasti price value, 
is no accounting for the fact that M 


have got ri in mining and smelting shares. 


So much fo t point of view 


A Problem in the Making 


: RI sa particular brand of finance, hardly ar 
more opula n Wall Street than elsewhere, w 
ma be called Guggenheim nance \ Guggenheim pro 
spectus, ap} ba vate capitalists in the first 
stance sama el of t poyraphical beauty It s done 
on heat calendered paper, expensive to the tou and 
suggestive to t nagination. For instance, one was 
recent] ssued o the Braden Copper Company, whi 
is undertaker t evelop the mineral resou! es oft 
( e&. espe in copper It is a perfect document, treat 
ng of sto! ma eolog 80 i9iogy, Costs iy 
talization, profits, et Und the ead of “‘Labon one 
reads 
The ¢ pore. s | independent and n 
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After That They Wish to Reform Each Other. 
Finance Waits Until the Stomach Has Overcome the Passion for Reform and Then Begins All Over Again 


Guggenheim Finance 
By GARET GARRETT 


liquor out of the Braden Company’s mines. 
is pretty thoroughly organized in the cities of the re- 
public, but not miners and common labor.” 

Obviously, the Chilean laborer, though better sober 
than drunk, is at his best unorganized. ‘These are mat- 
ters all very interesting to capital, invited to embark 
itself in a strange land. Directly one reads: “The Gov- 
ernment of Chile is a republic, stable and reliable, and no 
fear is felt regarding the safety of investments made by 
foreigners.” That is most reassuring. All of these re- 
marks tend to the following culmination: 


Labor 


“The monetary system is such as to favor the foreign 
investor, for the reason that he pays for his labor in de- 
preciated currency, and sells his product on the gold 
standard. A law has been passed putting Chile on the 
gold basis, and this was to be operative on January 1, 
1911, but it has been considered to the advantage of the 
large landowners to avoid the change, and hence it has 
been again postponed—probably to be continued. The 
proposed change would bring the Chilean peso to 18d 
sterling in value, whereas now its value is below 11d.” 


Seldom does problem of division in the 
making. 

There it is. 

Guggenheim finance undertakes to exploit the mineral 
resources of Chile, not for Chile, but for finance. It will 
make the Chilean laborer sober (though he be proud and 
independent), not for his own sake, but for finance: it 
will keep him unorganized if possible. Lastly, it will 
strike hands with the large landowners of Chile to 
postpone the gold standard, in order that finance and the 
landowners together may buy labor for a 


one see a 


large peso 
























































Senator Simon Guggenheim of Colorado 


worth twenty-two cents and sell its fruits in a 


worth thirty-six cents 


peso 


rhe reason finance can exact always the larger division 
is that it is heartlessly intelligent. The Chilean 
is proud and independent, but too unintelligent to know 


labore! 


him 
that 
spite of 


What 18 happening to 


after the Chilean laborer has 
sober in himself, for the 
finance, he will, after many think a 


will have the effrontery to demand a larger division. Ile 


One can imagine 


been kept sake of 


vears, begin to 
against receiving his wage in a depreciated 
sold on the 


may 


protest 


vhile the product of his labor is 


currency, 


vold standard Then finance, with its large investments 


and prerogatives, abl sup 
ill call the Chilean labors \ 


stern] on the 


! coppel 1 tilroads, 


d by t 


mines 


porte landowners, W 


So ist and leeture him sacred rights of 


property He will hesitate and perhaps forbear. but not 


for long He will be lissatistied with the slight conces 
sions received, and demand vet more vhereupon finance 
nd the large landowne1 ll warn him solemnly and 
{ sorrow and purel for his own good that | ri 
| SiSts W 1¢ soing all progress stop 
ill property \ ill peris ind Chile will become a wilder 
ESS Perkinses, Garvs, and Littletons will rise up to 
tell him that the lo im and are fo him. only he $ 
nreasonable Above ; 1] si he must be reasonabl and 
ttient | pel aT mn t he vill make hin 
more omtortal tiie | raise Vages ind the 
m te sin the sines nd therel 
ure ‘ 0 mus ( Ta 
nad sist 7 s rf) 


That Is Why an Era of Reform Follows an 


and finance, 
time to 


It will then be 2012, perhaps, both for- 
eign and Chilean, will have had incorporate 
companies and sell the shares thereof to the people of 
Chile, so that when the Chilean laborer has become jn 
telligent enough really to know what is happening to 
him, he will perceive that the resources of Chile have 
been bought back from finance at a very high valuation 
by the investors of Chile. They would be greatly dam- 
aged by radical and progressive legislation and are all 
against it. After that it will be a compromise of ‘Things 
As They Might Be with Things As They Are, and then 
the average Chilean will learn how to money in 
things like Federal Mining and Smelting common stock, 


Others Also Have Been Taught 


Sy people of Chile have much experience to digest be 

fore they will be as intelligent as some of the casual 
minded people who bopght Federal Mining and Smelting 
shares in 1905 and 1906 under the delusion that they 
were getting into a fine Guggenheim speculation, and 
who, now that those shares have only a nominal uneer- 
tain value, have the consolation of learning from whom 
they did not buy them. 

The Chilean laborer does not know what is happening 
to him in Braden Copper. Neither does the 
Federal Mining and Smelting know exactly 
happened to him. 

The Braden Copper Company is owned by the Braden 
Copper Mines Company, which is a holding concern con- 
trolled by the Guggenheim interests, according to 
“Stevens’ Copper Handbook.” But if anything untoward 
should happen to Braden Copper it might develop that 
the “Stevens’ Copper Handbook” was as much a work 
of fiction as the other works of statistical reference 
which have called Federal Mining and Smelting a Gug- 
genheim proposition. The holding company is a won- 
derful device! 


The Strangest Monopoly 


| i ye is stupidly consistent. It 
ful competition, whether in steel making, 
mining, tobacco merchandising, or Stock Exchange specu: 
lation. That High Finance, acting in three groups, has 
monopolized Stock Exchange speculation is a fact ac 
cepted in Wall Street with the kind of resignation which 
preserves a family. No matter how bad it is, outside i1 
terference is worse; therefore it must be borne patiently. 

In the lamented year 1911 each of 316° different 
stocks was more or less dealt in on the New York Stock 
Exchange. 

The total of transactions in all approxi: 
mately 126,500,000 shares, of the par value of nearly 
$12,000,000,000. 

Transactions in United States Steel common were 
150,000 shares, of the par value of $3,315,000,000. Trans 
actions in Union Pacifie common were 17,900,000 shares 
of the par value of $1,790,000,000. Transactions in Rea 
ing common were .25,000,000 | 
of $1,150,000,000. Thus, of total 
actions amounting to approximatel) 


lose 


holdei ol 
what has 


Waste- 
coppel 


abhors 


stocks was 


Ou 
oe 


shares, of the par yal 
Stock Exchange trans 
126.500.000 shares 


of the par value of nearly $12,000,000,000, transactions 


of more than 74,000,000 shares, of the par value « 
$6,255.000,000, occurred in three stocks out of 316 dil 
ferent stocks dealt in more or less. 

Figures make our heads ache. These do. The stat 


ment may be simplified. About 52 per cent of the tot 
Stock Exchange speculation in the year 1911 occurred 
three stocks, namely, United States Steel common, U1 
Pacific common, and Reading Nearly sev 
times the amount of Steel common existing was dealt 
on the Stock Exchange during the vear: 
times the amount of Union Pacific existing was dealt | 
and more than Reading comme 
as exists was dealt in, 

The net change for the year in the 
whatever it happens 
will insignificant 


common. 


sixteen times as much 


either 


price of 


these three stocks, to be—d, > 


or even $15 a share seem when co 
trasted with the sum of 

From January | United States Steel common advat 
12 points, declined 9, declined 28, advat 


10, declined 12 


} y 
the vea 


fluctuations during 


advanced 8, 


. advaneed 15, declined 5. and advanced 


total 109 points, omitting fluctuations of less thal 
points 
From the first of the vear Union Pac ( dval 
15 points, declined 10, advanced 7, declined 4 van 
16, declined 5, advanced 7, declined 38, and a ed - 
total 126 points, omitting fluctuations of 38 
t points 
From January 1 Reading advanced 11 point I 
8. advanced 5, declined 8. advanced 11 le ! A 
idvanced 20—total 89 points, omittir ns 
less than 5 points 
Consider the profits possible to I ym 8s 
i monopoly ! \ few men are able to keep thal 
per cent of Stock Exchange speculatior { sto 
fluctuating like that 
The Morgan interests keep the m et I St 
Steel common 
The Future of Speculation 
. National Bank interests keep the ul 
fteading. Thev invented a trading compa ow 
the First Seeurity Company, for that pa rps 
en it seemed probable Se 
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est n the relations between nat st 
inge speculation in Wall Street 
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Winton Six Owners, Traveling 744,000 Miles, 
. Cut the Wor 


in * 
y ecord to 22.8 Cents per iles 
orate 
le of 
le in —_— 
ng to The Winton Co. guarantees every statement made in 
have ‘ y 
ation WINTON SIX 
_ WO rn tatements advertising to be true without quailfication 
re a 
hings t gs 
| then . . . ‘ . . ’ aa 
it i Every figure in this advertisement is i; ‘DEA 
A , o y 
stock. supported by the sworn statements of car A. em aa F) — 
owners whose names, addresses, and reports 
est be are printed on this page. 
‘asual ; 
ielting ° ° 
t they Mileage Registered 
n, and ee F ; 
uncer lhe mileage credited each car was 
whom made by a regular stock-model Winton Six 
pening in the individual service of the owner, 
der of between the following dates, and was 
at has : : 
registered by odometer: 
Braden , 
rn con 1911 records—April1, 1grr1 to Nov. 30, 1977 
ing to 1910 records—April 1, 1910 to Nov. 30, 1910 
toward 19 record Now § to fune 30 ) 
p that 1909 re rey T, T1900 j ven IO, 1909 
a work 1908 records—WNov. 1, 1907 to ‘Fune 30, 1908 ‘ 
Maes Here are the Results for Four Years Repair Records for 1908, 
a Gug- 7 os " Total Total Repair 
s dan Total Repair Expense | Year Cars Mileage teneuse 1909, 191 
+oi2 72 Sos 239 9 $ 20.88 Car Owner and Address Year aoe Seem 
iy “2 iY PXneP . . yck par 1 ° 1.9 6.96 pe — 
The repair expense charged against each tty 13 ifssos 127.30 | Axelrod, Jacob, New York :1908 «7.570 +-sNNone 
ly car is sworn to by the owner as “‘the total secs 22 ere anaes | Axelrod, Jecoh, New York... = 2. 
. ‘ F iy ‘ Totals 50 744,426.2 $170.27 Bacharach, Isaac, Atlantic City 1909 11,000 30 
cost of repairs on Sata automobile between ° 3acharach, Isaac, Atlantic City 1910 17,390 3.46 
waste: os Ae prelate fae a Average for four years—22.8 cents per 1000 miles | Boothe. SS. Los Angeles 1910 13.526 None 
coppe said dates ( exe lusive of lire repay S). Boutell, W. T., Minneapolis 1910 21,127 1 40 
€ spect: Barnsdall, T. N., Pittsburg 1909 15,669 31.15 
aps, has Brennan, Jas. T., Brooklyn 1908 6,806 3.00 
fact ac Passed Upon by Judges ‘ Burnham, es Philadelphia 1909 8,702 None 
yn whi | | Repair Records for 1911 Cheney, If. M., Toledo 1910 14,089 None 
tside in- Each mileage and expense report was snag ficou’ t © talc a wie se 
f ; ; peey re city otal tal Repair e » JE, cago 7,003 one 
at iently. passed upon and accepted by a Committee ‘poew ; Mileag _— Clenny, J. E., Chicago *1910 19,015 30 
A sci l . x. R. Reilly. Cincinnati $1.20 £ scale < 798 ‘ 
lilferen - J J ‘ ‘ ‘ J J S). Franklin Millville, No Nes Cuddy, Loftus, Cleveland 1909 8,728 0 
rpc 74 ° of 7 9 ». « ~e 4 . iN¢ e . ~ » , 
rk Stock of Fu ZeS NAL ing no connection with the tMartin Ddab.. abcken, N. I ‘10 an ge entat N. J i 17,130 9 _— 
7; : : Whee % 26 p¥errice Mrs. Wm. E. Fox New York None ‘ish, Joseph, Chicago : 9,959 one 
. Winton Company. These ‘fudges exercised a. aenhoe lt — arn cer Sag nae a 1910 18,809 30 
approxi ‘ * ‘17 . ° > . : . ’ . : eae 
vai their own judgment without restriction F. M. Hauthaw ay. Boston None Frost, G. W., Montclair, N. J 1909 10,595 None 
t nearly é Ss” : > Mrs. Anna M. Hermes. Pittsburg... None Mallen, H. W., Chicago 1909 7,572 1.50 
and have themselves sworn to their annual J. E. Clenny . -- Chicago a None Martin, W. B.. Cleveland 1909 10,726 7.50 
nn 22. \V. B. Simpson Chicago 20,551 None _ " 
were ov, : - > aye 4 " an : Martin, W. b., Cleveland 1910 14,847 None 
pl decisions F. H. Greene.... New York 19,096 None * : : . re 
). ‘Trans “0 alah fl Dr. A. H. Hilsmar \lbany, Ga 21,505 1.25 McAllister, W. B., Cleveland 1909 10,788 26.55 
() shares 5 E. W. Edwards Cincinnati 19,084.1 None Petersen, L. T., Youngstown, O 1910 15,790 None 
fh Rea Dependable Figures Jas. W. Stevens Chicago 18,960 None Phipps, II. J., Boston 1910 14,208 1.50 
hah San sy — pag ee rg ‘ 25 Pickands, Il. S., Clevelan 1908 6,632.8 None 
ar vail ae — . : «. M. Potte ew York 259 one Poelofa hh ladeini 1908 5 415 None 
se Every possible precaution has been taken Chea. ¥ Lesthe New York 14.235 * poi se a =< a 
= ; ’ , ; Earl B. Putnam Philadelph 17,396 7.32 OOPERG «Hiss hag: ORO 10S a = 
QO shares lo render these } eports free from error, in Dr. Espy 1 "Smith Cl yy = 16°531.7 10.76 Schnaier, Milton, New York 1908 11,683 12.00 
nsactions ee 7 a . Henry Hall. Philadelphi 13,853 None Somers, Warren, Atlantic Cit 1908 6,183 03 
wae’ oraer that automobile buyers might have 7. okt. ne. 13,634.1 None hanaed, Sts, C.,, Mookie an @siae Mam 
316 dit for their consideration an absolutely reliable Totals .. 394,333.9 $20.88 Totals for three year 350,092.3 $149.39 
-_f e tSame car two years *Same car four years +Same car two years * Same ir thre 
— set of figures showing the actual cost of keep- 
le sli ; i i. “ = — eH 
the tot ing a high-grade car in operation after purchase. 
curred ; ‘ ? ‘ ; ‘ , , 
on. Unio e the owner thereby pays an additional price to make the service of these owners /f can do Jor you, tor the 
rly seve The Acid Test his car do the very work, service, that he supposed he Winton Six today is the same car we have been 
s dealt : EPAIR expense is the acid test of a car’s merit paid for in the purchase price. making continuously since June, 1907 four vears 
han eig - : cases , ‘ S cacantel es 13 » in deat r 
s dealt Low repair expense means vastly more Little wonder, then, that repair bills and the losses without requiring a single radical change in design or 
comm than money saved they represent are the bugbear of motordom. construction, 
W -n repairs be Cec >¥ynence ic f77/ attie v onder either that p b "rs V t cars ¢t t 4 
either hen repairs become necessary, expense is on/ I ¢ wonder, her, that car uyers want cars that Fifth Year of Success 
gn S part of the owner’s loss Will free them from repair expense burdens, annoy 
vee . ; - | In its fifth year of success, the Winton Six has a 
when © For, ev time a repair is needed, the car owner BE C5 SM. BESS . a p Se ero | : bh a 
eal ' : : 8 . P. self-cranking motor, ball-bearing multiple- 
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| Tire Protection Pays 


Toa Profits You Cannot 
Measure in Money Alone 


W HEN you ride on unprotected tires, 

you bear three or four times the tire 
expense you need to bear—but the money is far from 
being all you lose. Delays, exasperations, roadside 
repairing toil—missing trains, business appointments 
and pleasure engagements—the strain on your mind and the 
discomfort to those riding with you—doesn’t all that amount 
to a heavier burden than even the money expense of tire 
troubles? And you need not endure any of it! You can save 
every dollar of tire-repair expense, save three-fourths or 
more of your first tire costs, and make every moment of your 
motoring full of uninterrupted pleasure—just by equipping 
> your car with 


f Standard Tire 


Protectors 


Made of the only practical materials 
for tire protection—rubber, a new rubber, 
‘ the toughest ever produced, and 
A ) .g#™ high-grade Sea Island Cotton Fabric, 
so hard woven that it’s almost like 
armor plate around. your tires. Skid- 
ding protection is added to tire pro- 
tection by our famous non-skid tread, which you may have 
instead il gain tread if you desire—getting both'tire protec- 
tion and skidding protection at the cost of one. Prices on 
Standard Tire Protectors for this year have been reduced, on 
average, 20% by our new manufacturing advantages—a big- 
ger value at a lower price—the greatest motoring economy 
ever put at your service. 
Standard Tire Protectors really cost you nothing—for 
they quickly reimburse you with money saved and pay you 
a big profit besides. Not only do they save all your tire-re- 
pair expense—but they save you the expense of buying new 
tires every few months. They make your tires last years 
instead of months. ‘These Protectors ine the greatest of all 
motoring economies — beyond comparison with any other 
money-Saving or pleasure-giving feature of automobile 
equipment. 




















No mechanical attachments—the Protectors are easily 
applied and held firm and tight on your tires simply by infla- 
tion pressure. Sand or gravel cannot get between the 
Protectors and the tire. Standard Tire Protectors give you 
protection against every form of tire trouble—and keep 90% 
of your motor car up-keep costs in your pocket. 


Free Book On Tire 


re) Protection 
2 or. X\Yy » It explains the construction of Standard Tire 
> re 


stectors and proves their economy, their 

=” pleasure-giving value. Writing for this Free 
Book will open the way for you out of your tire troubles and tire- 
repair expenses forever. And ask us fora Free Sample of 
Standard Tire Protector rubber—so you can test its amazing 
toughness. Write us today. 


Dealers: Bigger Business, Better Discounts 

















know of 
1912 advertising campaign. 
demand will be at least five times 


Every motor car user in the country will be made to 
Standard Tire Protectors by our great 
ivance orders show the 1912 


that of 1911. Lower prices to consumers are accompanied with 
larger discounts to dealers. We share with you and the motor car 
owner the advantage of our new ~ 
manufacturing equipment, 
If you have not placed your 
order in preparation for la 





1912 sales on Standard Tire Pro- 


tectors, write us today for our 
new price list and particulars of 
the co-operation we offer you 


Standard Tire 


Protector Co. 
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Denver's Uprising Against Misrule 


Concluded from page 13 ) 


‘that swept the lawns. In the hearts of all 
there was the burning conviction that pub- 
| lie servants had betrayed them. Yet they 
listened reverently, and with bared heads, 
to a white-haired minister’s invocation of 


God’s blessing, hearkened three hours to 
their leaders, and then contented them 
selves with the following sober petition 
for redress: 
We, the people, availing ourselves otf 
the immemorial and constitutional right 


the common 
invested with 


“peaceably to assemble for 
good, and to apply to those 
the powers of government for redress of 
grievances, by petition or remonstrance,’ 
do here and now protest against unbear- 
able wrongs imposed upon us by officials 
dead to duty, decency, and honor. 

Oppressed by those elected to represent 
and effectuate our will, and menaced with 
violence for daring to resent such oppres- 
sion—burdened by the corruptions and 
insolences of those sworn to serve ys 
pillaged and defied by knavish traitors in 
office, and stirred to deepest anger and 
revolt by official anarchy—we declare un- 
alterable adherence to peace and order and 
affirm our faith in the law. 

That this adherence be continued and this 
great faith deepened, we call for instant 
and courageous cognizance of repeated and 
increasing assaults upon our constitutional 


rights, to the end that our wrongs be 
remedied, the majesty of the law upheld, 
and the shadow of anarchy lifted from 
our liberties. 

Our grievances are many and all pro 
found. Petitions, signed by an over 
whelming sufficiency of qualified electors, 
have been disregarded by the city council, 
whose members, out of corrupt willingness 


their 
defy 
and 


evil privileges of 
contemptuously 
the charter 
constitution. 


to perpetuate the 
masters, boldly and 
the specific provisions of 
the mandates of the State 


An official, offending by his refusal to 
pour an additional $400,000 into unclean 
hands, has been peremptorily dismissed 


without warrant in law, his office subjected 


to midnight assault by armed bravos, and 
his life put in grave peril. Even as we 
stand here calling upon the law, unscru 


pulous men, working behind locked doors 
may be manipulating the taxation records 
in such manner as to impose still heavier 
burdens upon us than those under which 
we now bend and sweat. 

Out of our helplessness and distress wé 
make that peaceable remonstration pointed 
out by the Constitution against the crimes 
and corrupt disregards of Mayor Robert 
W. Speer and his venal subordinates— out 


of our high and continuing adherence to 
law and order we petition for the restora 
tion of order, the vindication of the law 
and the administration of justice. 

Public endurance nears its end and 
popular patience rushes to its limit. That 
growing turbulence be stilled, and the 
community confirmed in its love of peace 
and faith in the law, we hold it essential 
and imperative for the high custodians of 


justice to stand forward and take action 


well-nigh incredible out- 
be dismissed as “sensa 
emotionalism,” or the 
patie nt, 


This amazing, 
pouring may not 
tionalism,” “‘mere 
“idle curiosity of a mob.” 
storm-swept thousands stood as the priests 


Those 


of the religion of democracy, the beat of 
their feet the organ music of a strength- 
ened faith, and the shine of their faces the 


altar lights of a new hope 


Some Recent History 
Tuesday following the open-air 


Ry the 
mass meeting the Supreme Court 


was asked to take original jurisdiction of 
a suit brought by Arnold to restore the 
status quo, and requiring Hilts to institute 
proper proceedings in court to determine 


his right to the office of assessor. Argu 
ments were heard, and after an hour’s de 
liberation behind closed doors, the acting 


chief justice slipped out and murmuringly 
informed the clerk that the petition would 
not be received. 

This disappointment might well be con 
sidered crushing, but that the 
people of Denver have grown in determina 


instead of 


tion to win the battle for the essential 
|rights of citizenship. 
Let me summarize the events that led 


up to the present determined revolt of the 


people of Denver Official lawlessness has 


been markedly characteristic of Colorado 
since 1905, when the Legislature calmly 
kicked out a governor elected by 14,000 


majority, and appointed a man more to the 


corporation liking. 


In Denver, particularly, “representative 
eovernment” has always been a wretched 
farce. The Tramway Company, the Wate 
Company, the Gas Company, and the Tele 
phone Company, working as a_ political 
unit, control both Republican and Demo 
cratic organizations, and have nominated 
and elected such men as would give them 
franchises and special privileges without 
question or consideration 

Robert W Speer a Ward boss and 
ostensible Democrat Was named to be 
Mavor in 1904, and so well did he serve 
his masters that they ordered his reelec 
tion in 1908 In May, 1910, at a by-ele¢ 
tion, the people broke through the stupidi 
ties of partisanship in which they were 
enmeshed, and put a Citizens’ ticket in the 
field. ‘The platform also declared for mu 
nicipal ownership of the water plant is 
ayainst a proposition to renew the fran 
hise, and a public utilities commission 
was likewise named In the face of the 


combined antagonism of the Republican anq 
Democratic organizations, and the added 
difficulties interposed by the vicious ward 
system, the Citizens won two out of three 
places on the elections commission, three 
supervisors, two aldermen, and overwhelm 
ingly carried the municipal ownership and 
pub lic utilities commission prone 
Put a Federal judge came to the front 
with the usual injunction, and the issuance 
of bonds to build a new waterworks is gtjl| 
restrained. Meanwhile the water monopoly 


is operating without a franchise. My 
advantage ‘of this injunction, which, 
worst, only applied to the issuance S 


bonds, the city administration has refused 
to pay the salaries and expenses of the 
publie utilities commission. 

In the summer of 1911 the commission 
plan of city government was_ broached, 
After careful investigation of its workings, 
an amendment to the charter was framed 
that provided for five commissioners to be 
elected at large, the headless ballot, pref. 
erential voting, initiative, referendum, 
recall, And various other safeguards to 
insure efficiency and real representation. 

On November 22 a petition was filed 
signed by 20,000 voters. Under the leader 
ship of James Randolph Walker, a young 
reform captain, these names were secured 
in one week by volunteer circulators at a 
of fifty-five cents. The charter and 
State constitution alike make it manda. 
tory for the Council to date for a 
special election whenever petitions, signed 
by a sufficient percentage of voters, have 
been certified to it by the elections com 
mission. We have seen how the Council. 
at Speer’s dictation, refused to obey the 
plain letter of the law. 


The Work of Henry J. Arnold 
these 


W HILE 
the City 


cost 


set a 


things were going on at 


Hall, an honest man was 
occupying the oflice of assessor at the 
courthouse. Tenry J. Arnold, elected as a 
“machine” Democrat, had proved “false” 
to his party just as Joseph W. Folk 
“turned traitor” to the Butler Democracy 
in St.- Louis. ; 

Few incidents have great dramatic 
value than this assessor’s awakening to 
the iniquities of the “system.” It came 


through the inpouring of working peopl 
who filled his days with complaints that 
the on their poor belongings 
had been increased beyond all reason. ‘To 
each and all he expressed regret, but in 
formed them that he was powerless to give 
relief insomuch as their complaints should 
have been made at the time they 


assessments 


received 


their notifications of increase. They an 
swered him that such notices had _ neve! 
Leen received, but Mr. Arnold turned to 
the records and showed them the official 
entries that attested the mailing of thi 


cards. One day, when the stream of disconso 


late taxpayers had been more than usuall) 


shabby and forlorn, R. E. Montgomery, a 
clerk retained from the former adminis 
tration, came to him and said: “I can't 
stand this any longer. These people are 
not liars. Not one of them ever received 
any notification of increase. I burned the 
notices in the basement myself under oF 
ders from Bartels.” 

The story came plain. After Assess0! 
Bartels, Arnold’s predecessor, had com 
pleted his schedule, the organization de 
cided that about $650,000 of additiona 
tuxes should be raised. This amount, ac 
cording to the Montgomery affidavit, was 





arbitrarily and secretly added to the as 
sessments of some 5,000 small property 
owners, and the notices burned so that 
they might not have present knowledge 0! 
future redress. 

Henry Arnold had no power to remed} 
the injustices of the past, but in making 
the 1911 assessments he struck this $650 
000 off the rolls, also an additional $250 
000 from homes that he held to be full 
covered by the “head of a family” ex 
emption. With eyes wide open, he thet 
took up the pub slic utility corporation as 
sessments, and found that all of them ha 
been shown great favors. As a consequence 
he made these increases in valuation 
l'ramway Company, $1,400,000; Gas Com 


pany, $590,220; $251,685 


the 


Water Company 


For first time in vears tlhe rich heads 


of these corporations were put on the pel 
sonal tax lists, and the powerful made 10 
share in the expenses of the municipalit) 

His crowning treachery, however, W& 
when he refused to extend Speer’s add 
tional three-mill levy on the ta warrants 
It was this action, together with the (or 
mission Government agitation, that mae 
the corporations return to the lawlessne® 
ind violence of 1905 

rhe fight, as far as the people are cor 
cerned, has just started | y mean | 
ret Commission Government the meat 
time they feel that they have right | 
stand before the country as h exemplars 
of law and ordet 
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“At Present Disengaged”’ 
(Continued from page 21) 


tions. They say that the 
lie won't stand vulgarity, and then they 
bring over something called ‘ Bunty Pulls 
the Strings,’ the quintessential witticism 
of which consists in a lady telling a gen 


American pub- 


tleman to wipe his nose. I hope,” sighed 
Mr. Lackaye, wrinkling up his forehead, 
as . he were playing a ruined Wall 


Street plunger at the end of the third act, 


“that I haven't further obscured your 
problem. : 

Another actor (one of the older school, 
a great man for good-natured political 
boss parts, for instance) thought that 
there were too many callow young men 


I climbed to his 
that witching 


on the American stage. 
fifth-floor apartment at 
hour—half past ten in the morning, let 
us say—whe n Madame’s door is. still 
closed, the colored maid is just taking the 
bulldog out for exercise, and the master 
of the house is seated in his pajamas on 
the edge of his bed enjoying a matutinal 
cigarette. 


“George Ade wrote a play called ‘The 
College Widow,” said he. “It got a lot 
of college-looking young fellows on the 
stage, and then the managers, who move 
exactly like sheep, said: ‘Youth is what 
we want. We want voung men.’ And the 
result is that the stage is crowded with 


young snipes without experience or tech- 
nique or the force to get a thing over. J 


sav: ‘Here, I’ve got a certain reputation, 
anyway ; I’m pretty well known; let me 
go on with this play. It’ll be a good thing 
for me and a good thing for vou,’ but no 


—off she comes. I was in seven plays last 
year, and I’ve been out in three this year, 


and it’s only December. They’ve got to | 
make a sigs! ing success right away, or 
off she comes.” 
Too Many Theatres 
MMATURE players, half-baked stars, | 


invaders from that perfidious Albion— 
all these and a dozen other symptoms are 


interesting enough, but of course they are 
no more than symptoms. The real trouble 
is more fundamental and general than 
this, The real trouble, apparently, is that 
there are too many theatres—that the 
amusement business is overexploited and 


overdone. 

It is because of this that plays follow 
one another in New York in dizzy 
sion and disappear into the provinces only 
to be called in again. In the desperate 
attempt to make the larger number of 
theatres pay, to fill up “time” and keep 
the big machine going, second, third, and 
fourth companies of a New York success 
are promptly rushed out on the road to 
make a quick clean-up, while the piece 
that doesn’t unceremoniously 
pulled off. 

Actors 


suecces- 


succeed is 


are out of work partly because 


they come off with the play, part ly be- 
cause, once they have received a certain 
salary (and in the rush to control their 


services, salaries have been enormously 
boosted of late), the y will not work at all 
rather than accept a lower one. They feel 
that if they go down once they will never 
get back again To be sure, there is at 
present a certain financial stringency and 
unrest which at once affects the theatres 
-theatre tickets is one of the first things 
a man cuts off—yet those who ought to 
be acquainted with the facts say that the 
general financial condition is only slightly 
to blame. 
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At Last—A Comfortable Motorcycle— 


THE NEW 


-Davidso 


**The Silent Gray Fellow.’’ 


Harle 


HE seat springs on the ordinary motorcycle 
have about one-half inch action either way. 
This means when the rider strikes a stone or 
crossing, say 3 inches high, that the ordinary 
motorcycle saddle springs absorb only the first 4 


inch of the jolt, and the rider’s back 
bone gets the rest. These jolts, and 
in fact all vibrations, are entirely elim- 
inated in the new Harley-Davidson by 
the incorporation of a 4¥a/4Fofemg 
Seat, the greatest comfort device ever 
built. The saddle springs, the only 
shock absorbers of the ordinary motor- 
cycle are retained, and these, combined 
with our 4a/4fofemg Seat, give a 
range of action of about 4 inches as 
against the scant 1 inch of the ordinary 
motorcycle. This means that the new 
Harley-Davidson is four times as com- 


217 B Street, 











Sectional view of 
Full Floteing Seat 


HARLEY-DAVIDSON MOTOR CO. 


[== ini 


fortable as any other motorcycle on the market. 
For four years the Harley-Davidson has held the 
world’s official record for economy. 
more races, more hill climbs and more endurance 
contests than any other stock machine made. 


It has won 


Nevertheless, the Harley-Davidson is 
not a racing machine, but is built 
primarily for comfort and service. In 


addition to the 4’a/4ffofemg Seat, the 


new Harley-Davidson incorporates the 
Freewheel control, the latest and 
greatest invention of Mr. Wm. S. 
Harley, the world’s foremost motor- 
cycle designer and engineer. This 
ingenious device has done away with 
the hard pedaling or the necessity for 
running alongside the machine, and per- 
mits the Harley-Davidson to be started 
like an automobile. Send for catalogue. 


MILWAUKEE, WIS. 
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(eee 
ROR NA PMNS 
ple at large should be so cramped and \ SH 
chained. If a player could not appear in i Lf Vii? 
one theatre without the syndicate’s per- AL, 
mission, then there ought to be another 
theatre. And it is this other theatre, re- 
peated over and over again all the way 
across the country, which appears to be 
responsible for much of the present chaos. 
Ten years ago a stranger in New York 
had a choice of, perhaps, a dozen first- 
class theatres. To-day there are nearly 
thirty-five—and this does not include 
vaudeville or moving pictures. In smaller 












on Exhibit at the 


Waldorf-Astoria 




















































































































































cities, where there was one theatre (and one | 
is often all that the town can properly | 
support). there are now very likely two. “Turkish Room’’ controll: 
The Rivalry of Syndicates ; ’ We 
SAPVER.Al people with whom I talked From January 6th to | 5th, in New York, during the Bicee 
Sarr een Shes The prectas shale National Automobile Show, ourcars will be shown at the Northw 
things was quite chaotic and that the two hap ie . ” ‘ 
syndicates must, if they are to continue, Waldorf-Astona, in the comfortable “Turkish Room. seventes 
come to some sort - compromise before con- Readers of this announcement who are in New York at come g 
ditions can be improved. Two who seemed h : diall d : h Denver 
to share this opinion, and who stand, in a | that time are cordially urged to inspect them. Oklaho 
Way, on an unprejudiced middle ground This unusual exhibit itself is interesting and it exhibits an : 
between the syndicate managers and the unusual car. The 
gene al public, were Mr. George Tyler, the , a birth 
present lessee of what was formerly The The Rauch & Lang meets every requirement ot most ae 
A KODAK HOME PORTRAIT. New Theatre, and Mr. George Broadhurst, people’s definition of the word “correct. resourc 
the author of “The Man of the Hour” and . : , , 5 oe. 
Picture taking is simpler iia snanenta: Sele Gepalir diay, “Deena Call at the Waldorf-Astoria between January 6th and | 5th, Zwvision 
. b ‘ andDaid: For.” and see if it doesn’t meet yours. ameste 
than you think—if you do it “Suppose,” said Mr. Broadhurst, “there ing lot: 
is one clothing store on a corner. Some- 
the body else builds another store on the op- THE RAUCH & LANG large P 
posite corner. There is only so much CARRIAGE COMPANY We 
business to go round, and even if the two . 
8 = . est 25th § (C: pin 
Kodak Way stores do together half again as much — leveland om 
business as the first store, the first one’s Sixth City ps 
And there’s no more delightful side profit is bound to be cut down. That’s the | in eact 
to photography than the making of theatrical situation put bluntly. The only | —— five th 
home portraits. Get the full pleasure persons, as I see it, who have benefited | Additional exhibits at multip 
that is to be had from your Kodak by are the actors. There are more companies ourNew York Branch for pre 
taking in-door pictures in winter as going out than ever before, and if a part Showeanm, tere F 
well as out-door pictures in summer calls for a certain man he can get almost | Enid rs a ae 
7 j ” . . : | xide Battery moderati 
To make every step rfectly clear anything he w ants. Mr. Broadhurst men- | standard equipment. 
we have issued a beautifully illustrated tioned the salaries which several plavers | Special Electric 
little bbok—At Home with the Kodak were said to be receiving—the leading eee pe New 
—that tells in a very understandable woman in a recent successful comedy, for | Cocion Tives ep- 
way just how to proceed. It may be instance, was supposed to get $1,500 a |} tional, 
had free at your dealers or by mail | | Week and her dresses; a certain musical | 
direct, upon request. comedy favorite $300 for each perform- | 
ance—and so on. | 
EASTMAN KODAK CO,, “They say that it’s a fine thing for the | 
ROCHESTER, N. Y., The Kodak City. author because it’s easier to get a play | —— 
oe »* = put on. But what is the good of having | 
it put on if it comes right off? And even | 
“Penflex’’ Auto Lamp Connectors if it stays, the number of theatres cut the | 
N es PB k profits in two.” 
ever Leak or Drea As a producing manager Mr. Tyler has | } 
encouraged the work of the young Ameri- | \ ec 
can playwrights, Mr. Edward Sheldon and Veen 
The “Penflex” Mr. J. M. Patterson, and he combines com- | | Ke 
Acetylene- Lamp mercial efficiency with that broad-minded- | \& 
a ha of cciden 13h ness and sensitiveness to beauty which the | 
No rubber to rot, and crack audience has fondly grown to think is 














theirs alone. Mr. Tyler spoke of the num- 
ber of untrained and untrainable young 
people who fancy that they will succeed | 








‘*PENFLEX”’ IS A 
FLEXIBLE BRASS TUBE 

















| 
on the stage, of what might be called the | | 
a) wer rrr og Cohanizing on both sides of the footliglits, | Send for FREE Sample of | U 
Easily adji any and then he spoke more specifically of a Ban! 
mp. So manager’s difficulties to-day. “Where there Austin Ss 


Every were 350 so-called first-class companies in 


Motor Car the country six years ago,” he said, “there Dog Bread is a gift which you can afford to give to 


. : . 2 2S gz bread yourself as a New Year’s present. It will 
Should Have | 2re probably 1,500 now. Expenses of every the oldest dog b yourse e ear’s prese | 

















i A made in America. It ive you many years of satisfactory service 
a pair Them | sort have increased enormously, at the | keeps dogs healthy and et y oer ee wide In ea 
same time that the available publie has | strong in all seasons. SWANS” never leak or blot and always write. hundre: 
been cut to pieces and scattered all over | Ask for Austin’s Puppy At all stationers & jewelers. Prices $2.50 & up. | —three 

: aie Bread for small pets and puppies, Please MABIE. TODD & CO. 

the place. Any little play costs 2.900 a send us your dealer’s name. 7 Widen lane. Mow Yors 900 Grane 2. & if yo 
PENNSYLVANIA FLEXIBLE METALLIC TUBING CO week now. You could carry it for $1,500 AUSTIN DOG BREAD AND ANIMAL FOOD CO, 40 Wich Hethere, London 126 York St. Termate than fe 
1305 Arch Street, Philadelphia a few years ago. Suppose a man has 217 Marginal Street, Chelsea, Mass. for fou 
$5,000. Pouf—gone like that—unless the a ah 














if an actor’s 
any good at all he won’t look at you for 
less than $150 or $200 or $300 a week. 
And even here in New York with what | 
vou call a standard success the bottom 
} drops out much sooner than it used to. al 









| THE su 
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Shy piece ‘scratches’ the first night! The Ser 
: ? scramble for anything that will please has NOX Ks 2248 : \= 
pushed up salaries absurdly SKS | (/<—$—— 95 \ = 


LAM 


at e 
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You can’t any more bring a standard fa 
vorite into town and, if the play doesn’t 
















































“<4 | succeed, put on a revival of some earlier | 
ace - . | success. The public won’t have it *| hey = i | = a _~— — = 
Holds the Sox Up | want something new or nothing at all. | <—_ te a L , - - ae 
Holds the Shirt Down The whole business seems to me absolute ly | \ in ee -* S Aa J \ i 
Does not bind the leg chaotic. Some sort of readjustment will | APPLYING WALL BOARD TO STUDDING APPLYING WALL BOARD TO CP 
_ong of short drawers. No bulging of Shirt bosom have to be brought about or—” and Mi Write for Free Book and Large Free Sample of Bishopric Wall Board 
g a ; 4 P 
; eg hn «pees Ayre | Tyler grinned and threw up his hands s, M ? 4 4 . = 1 
Only garter endurable with varicose veins : om . ' th B g 
Styles A. and B. in Silk 75e, Lisle 50c. Style C. 25e. |] | The Complications | avea on Ss Lime In Duliaing. 
Satisfaction quaranteed lrgy ’ | Bu right throug! IKdest winter eather by Bishopric Wall Board is made of asphalt mastic 
> ‘ a seems be the miliar | gt a cae 8 ‘ : : " 
At your dealer's or send price and receive a pair postpaid | HE di sae , omy es | : aa won using Bishopric Wall Board in place of plaster. B 11 edded lat Asphalt mastic does not burn. 
. one presented by “big business” every: | opric Wall Boa ipplied dry, in sheets 4x4 ft.. Protects imbedded lath and make ill or ceiling 
SHIRT GARTER CO., Box 103, Columbia, Tennessee. | wher how to avoid monopoly on the one | just as it comes f the factory. 12,685,450 square fire-resisting. Only ill board wit edded lath 
| hand. and reckless and ruthless competi- feet - in twelve onth Any man who can Lath are positively necessary to | erve oPrt 
ia la eatenite prieeadiilannts : lrive 1il n pe 
| tion on the other; to have the theatre run | putiton. Putiton B : 
, . —_——— —— ‘ : 
Smoke the }on a sane and economical basis without any time Saves B pds 
° i onths time arp © 
Absorbo Pipe starving the drama as an art; to have a} 2, 7vonths jme- 3 Positively ano will 
| Genuine Imported Vienna Meerschaum certain measure of artistic freedom with- than plastering. guaranteed proo 8 ars ser 
| a a see | out exploiting the business and killing the | 'o alls at Better Than Plaster — Costs Far Less to Put On agciect omy —. 
sponge ens g a ri | > T: ness at, ’ 
“ ak elle ‘ 50°: | volden Bvuse It is not a simple problem, | finest Mansions, well as Cottage 9 Bunga- wind, sound or vermin. Price $2.50 100 . de 
sutif Se : ind it is further complicated because hig lows), Office B ings. Stores. Factories, School feet, or $6.40 per crate of 16 ts, 256 square fe 
, 3 for $1.25 | busin eT ee vend Hualinc ET ae Church se Garage r Att Cellars. Leu FOR factories. 1 pnts enaranty 
esired ; r P S S rch Partitior f every j neg Get our Free Book " Samy 
“Everything for the Smoker”’ or kerosene, but with thrills and_ poet or Ready for paint, paper y decoratior all Board, Sheathing and Roofing Ae \. 
Smoke-Shop Specialties Co., 22 Main St. Holyoke, Mass. | | and tlie stuff that dreams are made of.| THE MASTIC WALL BOARD AND ROOFING MFG. CO., 72 Este Avenue, CINCINNATI, OHIO 
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g wtairnne | ARIUMPH OF THE WNDERFEED 
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The market for Union Pacific is kept 
Cheapest Heat 


by the survivors of the Harriman crowd, 
among whom are national and private 
bankers and certain Standard Oil capital- 
ists, all more or less suspicious of each 













; other. ' nm Cc h i na 
The theoretical functions of Stock Ex- oe . 3 
change speculation, as you may read in +3 y § as wellas 
books, or learn at schools of finance, or & & ae ee 


Invest in Young Cities make believe in Wall Street, are (1) to " : 77 America 
° ° e keep a market on which securities are at nit Relais vere ——— 
With a Birthright all times instantly convertible into money ; 
i ssinee seus tin halen 4 bine ek to afford transient employment for Write For FREE Underfeed Cniahon 


» funds, as, when business being slack, 


right in. its strategic location for money is plentiful and is temporarily in- LEAN, EVEN heat at LEAST cost isin- L. H. Severance, of Cleveland. O., to place 
controlling trade. vested in securities; and (3) to facilitate sured everywhere by the Underfeed Sys- the big order for North China. Here, cost 
: ; ; the distribution of new securities to the | tem, Withall heating systems of the world of high grade coal is almost prohibitive, 
We were obliged to inspect and ultimate consumer, who is the little in- |. ses while poor grades, which burn just as per- 
iec rer three hundred Pacific vest . The classic example of that is es competition, the Underfood was eclected fectly in the Underfeed and yield as much 
perecs COVES . ' aia aes vide 2 “\ |S | by President Seymour to heat four build- 


Northwestern towns before we found Sugar, a stock which once was the vehicle 


seventeen which bade fair to be- of reckless speculation on the Stock Ex- 
whe change, and is now widely and securely 


heatas high grade coal, are cheaply obtained. 
Because of its ability to perfectly consume 
cheapest grades of coal, the Underfeed 


ings of the Presbyterian Mission College at 
Teng Chou Fu, North China. Knowing the 


come great cities —such as Omaha, distributed among investors. matchless economy of Underfeed main- soon pays for itself. No matter where you live, 
Denver, Salt Lake City, Butte and But the use of Stock Exchange specu- tenance, after a trialof two yearsin a Mission you can cut your coal bills one-half to two- 
Oklahoma City are to-day. lation is for profit—the profit of a few at School in Korea, Dr. Seymour delegated thirds by installing 
; Ade the expense of many. 

These seventeen young cities have | It may be argued convincingly that a 
a birthright in immense agricultural normal, reasonable, and wholesome specu- pect vi lamson mn er ee 

y reat lumber and minin lation in Stock Exchange securities is, on 
 llgpertionag and as udieasl the whole, useful to the public at large, HEAT Fu WARM -Boil -HOT WATER 
division points and county seats. wae wan Stay Rueengs speneeren SYSTEMS URNACES- OILERS 


converged abnormally upon three stocks, 









Investors who secure desirable build- and remains in those stocks year after Adanted for pitoor—nres or quell, residences, proses. apartments, churches, schools or halls—the Un- 
: : . eaaen” 4 we oper vs ¢ ~ sheiien. § erfeed will add to the renting or selling value of any building. 
Ing lots “ these towns Lids be ill reap ye co iu : % Pros ™ Pag = : a ar 7 H. T. Hammond, Mingo Junction, O. writes: ‘‘The wind hits my house all around. My slack bill to heat six reoms 
large profits as populations increase. means that the Stock Exchange has Not | two good sized halls and bath last winter was $14.60. Had no black smoke or dirt. Anyone can save fuel, time, labor 
s insisted upon performing its functions | and money by baying the Underfeed.’’ 
We offer ‘<allotments’’ of five /ots, sroperly. It means. in one effect. that In the Underfeed coal is fed from below. All fire is ontop. Smoke and 
Be, lea ‘ ¢ vee : gases, wasted in other heaters must in the Underfeed, pass through the fire, 
one in each of five of these selected whereas a io ue se a and Bae are consumed and make more heat. Cheapest 
“th r unnecessarily avore V culation, at er siac aan uckw eatsizeso ardandsoft q 

young cities. In buying one lot ee a 100 we i] ‘hat Sinai Hacohams ; Device coal a mhich wouldsmather ire in oe drcaganaeet Furnace Underfeed Derice 
: 6. . Le ae as ois ‘ xchange se- ield in the Underfeed as much clean, even 
in each of five towns FOG arotes FF curities are actually less convertible than heat as highest priced coal. The few ashes 
five the already small risk of loss— they were ten years ago. It means, finally, Sisary tavenses sas bet — 
multiply by five your opportunity that control of speculation has become Let us send you Underfeed Furnace Booklet 


dangerously centralized in the hands of a 
few men. Speculation, as it is at present Heating plans of our Engineering Corps are 


organized and conducted on the New York Sree. rite today—using Coupon—giving name 
he, aeagge ; ; “Magi icia of local dealer with whom you prefer to deal. 
Stock Exchange, will break down, for two 


reasons, namely: First, that it is econom- | peck.WILLIAMSON CO., 328 W. Fifth Street, CINCINNATI, O 


ically absurd, and, second, that the public 


eventually will abandon a game in which Furnace Dealers, Plambers and Hardware dealers—write TODAY for our 1912 sales proposition. 









- and fac-simile testimonials or our Special Cat- 
for pro ht. alog of Steam and Water Boilers--both FREE. 


Attractive prices; terms convenient to men of 
moderate means; no interest; we pay all taxes. 





Full particulars on request. 








Competent Salesmen May Arrange 
to Represent Us In Their Districts 











: it always loses. It is gambling, in which Send Goupon Yoday Fill in, cut out ar:d mail TODAY, 
Northwest Townsite Company | a few have an unfair advantage. Other , i 2 how to THE WILLIAMSON CO., W. Fifth Str t, Ci 2 auth Ohia 
F . fa , ; : PECK- 328 1 ee Incinnaty, 
308 Chestnut Street Philadelphia, Pa. | forms of gambling, including race-track VE I would like to know more about how tocut down the cost of my Coal 
gambling, have disap pe ared for the same Ww 4 Bills from 50% to 664%, Send me—FREE 





reason. The public ‘always lost. | Ijz to az UNDERFEED | eae oon tepe 


(ndicate by X Booklet yuu desire) 


Cox- Last ot the Bosses of_your DUR sc cicsicsietnninsenteacimmecinee ahneeenid BUG ccoccvreconmessveienen 


nS Postoffice.. “~ FUNG cessticiesmmnaiaia 
Concluded from page 12 Cal Bill eccevcces Same Cealet with whom you preler @ éaah, 
Graft began to appear in the Tenderloin. 


One typical instance came out later in 
Has ALL The Features That Show Real Advancement Over 1911 



































here. A State excise inspector found that 
Minnie Brown, keeper of a resort, was 
selling liquor. without a license. When 
| haled before the authorities, she made affi- 
| davit that she had paid Jacob Baschang, 
deputy county auditor, to keep her name 
| off the list of saloon keepers. Before the 
prosecuting attorney could get her testi- 


SurBRUC’S |} mony to the grand jury, certain gentle 


men visited her and “beat her block off,” 


ARCADIA . as thev say in the Eighth Ward. She ap 


peared in the jury room with two black 


eves, a swollen face, and change eart. 
MIXTURE She polite er nn & yieerge Faas ai 


and refused 





time; but in logie it should be set down 


Keep the 1912 YALE points in mind; they mark the great prog- 
ress that has been made in comparison with 1911 motorcycles. 


You Must Demand A Yale To Get Them All 


234 in. Studded Tires; Eclipse Free Engine Clutch, with posi 
tive lever control; new full high Forks and Triple Anchored 
Handlebars; longest stroke motor yet made; dual oiling sys- 
tems; perfected Double Grip Control and Wide Mud Guards. 
Yale Motorcycles Hold The World’s Records For Endurance 






























































‘age eae are : Write today for full information about these real 1912 motorcycles; Model 24, 4 H. P.; 
In each pound there are three to four to testily further lhe prosecuting attol Model 24M, 4H. P.; with Bosch Magneto; Model 25, 5 H. P. Twin; Model 27, 7 H. P. Twin. 
hundred pipefuls—it costs $2.00 per pound ney haled her before Judge Bromwell, who THE CONSOLIDATED MFG. CO., 1701 Fernwood Avenue, TOLEDO, onto) 
—three-quarters of a cent a pipe. decided that she need not testify, lest she 
If you smoke five pipes a day it’s less incriminate herself. That closed the epi- 
than four cents—five hours of pleasure sode: but it was a peep behind the + 
for four cents —certainly ARCADIA is curtains. 1 
) Oo ft ’ ll © ST oke 
cheap enoug dal * sae Other Cities Clean House 
Send 1 10 Cents pit teeek Get ia the oa way, contented with it. VERY Bond offered for sale by this house has been 
THE SURBRUG CO.. 204 M Broadway, New York \\> gees sentiment til aes my te purchased outright because, on exacting investiga- 
done le machine nose were le davs : ° . : . M4 
an | of Wartate on special privilese and ad tion, it proved a solid, safe, income-producing investment. 
chine control in the other cities of the > - 
Middle West. The winds of freedom were The income of the house of E. H. Rollins & Sons, founded 1876, 
blowing Cleveland was cleaning house, | is derived from two sources—the interest on first quality investment 
and Louisville and Toledo and Detroit. In bonds, in which they have invested their capital, and the moderate 
“J one fashion or another, they had emashed | profit acquired from selling these same bonds 
the machines: in one way or another. they Behind this simple statement is the story of an expert organizatio1 
had inaugurated the era of public busi trained to the minute in the appraisement of bond issue 
a fh Comes Complete in Patent Interlocking ness on scientific business lines But Cin When an inviting bond issue is proposed, the spec ialists of this 
1 Ornamental Metal Units, Ready to SetUp cinnati alone stirred not The interested house subject it to the most minute examination If it withstand 
" Pruden System: nst parties merely ignored the signs of thie their exacting analysis, the issue is purchased outright by 
Pee a times. The man in the street remarked E. H. Rollins & Sons and by them offered to their clients fo 
amew You put uy few s with # | that the machines in Cleveland and Toledo investment. 
| > le r. I Pau nett lure ty must have been pretty bad but it was dif | If vou have savings, dividends, accumulated interest or trust fur 
= Seen ten #8, ottages, stores, hen ferent in ( incinnati. Whatever you might for investment, we suggest that you go to your own banker and 
burn. “ Bet frite for —— See the Pruden J | SAY OF him, Cox vo all right He kept nquire as to our responsibility and then write us personally 
iling METAL SHELTER CO. 5- 41 W Water St “St St Pash Minn. § ee sicipaaa ally a se Pee: The Rollins Magazine, published quarterly, deals inte 
1 Ve S anvone one, such disinterested 1. «l ! 
aa reformers | Elliott Pendleton with His ee ee en ee wor gp sedry a “ee + ri 
Wa little Citizen’s Bulletin.’ and Jolin W., | BtOwen, Talirom Bhiee gr eumalet sy ee Se 
nnot Peck with his hopeless. unrewarded ca utilitie It teaches the whys of wise investment I Ja 
( i i | inrewa am f 
tte | } number will be sent to you free upon receipt of y« fc 
tively &no will shine like }-in-One”’ removes stains, soi | perenne kept 7 spark alive Phe man | our circular No. 521 
proof scars, scratches: } neil riginal lustre; generous fre in the street remarked with irritation that 
— | Sample. V 12 ANH Broadway, NewY« | thev were hurting the town by their ham- | 
juat Convert Your Bicycle into a | met wort rhe dav of stock-taking, whiel E. H. ROLLINS & SONS 
fe sarod | would prove how eternally right were es | Investment Bonds 
I Ye Cycle es at atic ane et dleton and Peck, how on ndly wrong e | Boston New York Chicago Denver San Francisco 
: rs and Castings.Stemp forcate man in the street, was still a decade awa 
)HIO Steffey Mfg. Co., 2940 Girard Ave., Phila, Pa lo be conclude | 7 
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Postpaid 
suitable for any home. No 


advertising on the front. Sent 


postpaid on receipt of 10 cents (stamps or 
coin). Write now as the supply is limited. 


~—— 
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Three very attractive 
pictures of the Hinds Cream 
Girl are shown on our 1912 Art 
Panel, artistically reproduced in 
A exquisite taste and daintiness of 
ee cl aoe Os coloring. A refined decoration 


Every Man 
Who Shaves 


Ought To Use 
Hinds “si2223° Cream 


Almond 


Try it before lathering and after shaving— 
you'll be delighted to find how thoroughly it 
softens the beard and prevents irritation. It is 
antiseptic and quickly heals cuts and soreness 
due to close shaving. 

Used regularly, Hinds Cream keeps the skin 
soft and free from dryness and makes the daily 
shave a real pleasure. 

Jn cold weather there’s nothing 
like Hinds Cream to prevent wind- 
burn, chapping and roughness. 


Atall dealers, price 50 cents 
or sent postpaid by us 
if you cannot get it. 
Liberal Sample Free on Re- 


quest if you have not tried it. 
No Duplicating or Repeating. 


A. S. HINDS, 12 West St., Portland, Maine 
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Size 11 x 46 inches 
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ARE YOU ATNA-IZED ? 


ob | HORSES ay 





$2,613,145.98 








Railroad, Street car and Steamboat 31,634 
0 Falls on pavement, stairs, etc 20,624 1,475,359.86 
ver Horse and carriage 8.705 751,565.66 
Automobile : é . 2,362 519,949.76 
100 000 Fire Arms 628 392,7 3 

, Bathing or drowning 737 288,932 

° Burns or scald 3,257 273,456.69 
Accident Bicycle. 2,835 192,489.50 
Septic 2.021 177,811.91 
Cl S \tl 3,201 154,482.82 
aims F 2.957 149,407.97 
. Cut 5,030 139,035.36 
Paid Fingers crushed 1,503 120,144.73 
Eye injuries 2,281 108,541.76 
Elevator 320 89,420.29 
by the Machinery. 1,653 70,903.84 
\ssaults. 134 52,998.86 
KE Toes crushed 1,577 50,418.01 
tna Stepping on nails or glass 668 45,647.52 
‘ House accidents (contact rniture 183 45,285.66 
Life Hands lacerated on hoo et 1,465 41,162.50 
Bites by dogs or insect 783 31,973.20 
lripped over mat 237 19,514.54 
Insurance splinters in har 08 «18,284 70 
Motor boat ; 147 10,505.47 
C Fingers caught in elect fan 147 6,892.06 
ompany liscellaneous accident R03 176.365.40 
Total 108,000 $8,316,447.67 





ACCIDENT AND LIABILITY DEPARTMENT HARTFORD, CONN 
Send me information about Name 
Accident Insurance 
Address 


ETNA LIFE INSURANCE CO. 


Age Occupation 
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| times during the 


The Defeat of Justice by the Law’s Delay 


Concluded from page 2) 


abuse, it still remains that thousands of 
cases are reversed every year upon the 
most trivial and imbecile technicalities. 


And for every point that is frowned upon 
as obviously raised for no other reason 
than for the delay and defeat of justice, 
another seems to raise its head. To take 
but a single example: the New York Court 
of Appeals has set an admirable example 
within recent years in declining to upset 
verdicts and decisions which manifestly 
have nothing to do with the merits of the 
And yet this same court has re- 
cently (People vs. Faber) held that fail- 
ure to ask the defendant on being sentenced 
if he has any reason to offer why sentence 


Case. 


should not be pronounced is a_ serious 
error and constitutes a mistrial! 
Consider now that this is in 999 cases 


out 
that 
10,000 does 
thing which 


of 1,000 the merest formality, and 
probably in not one instance in 
the defendant offer any- 
in any wise changes the 
verdict; and then that this venial slip 
may upset the verdict in a case that 
may have cost the community thousands 
and even hundreds of thousands of 
dollars. 

In 1896 
York Appellate 
thirty per cent; in the last year 3,141 
appeals and more than 1,000 reversals. 
Here, as everywhere, the larger part of 
these reversals turned upon pure techni- 
calities which did not concern the merits 
of the controversy in any way. 


to 1902 in the New 


averaged above 


reversals 
Court 


1. Enforced Time Saving in Challenging 
Jurors—We have recently had a fresh ex- 
ample of this unendurable abuse in the trial 
just terminated so abruptly in Los Angeles. 
Here nearly eight weeks were consumed in 
securing the eight jurors. And yet the chief 
counsel for the defense has admitted, in his 
own defense, that he knew from last March 
that his clients were guilty and that he 
knew before the trial began that the evi- 
dence for the prosecution constituted an 


500 


impregnable wall—that the case was ab. 
solutely hopeless. 
And the people of Los Angeles County 
foot the bill. ; 
Now confront these facts with the state- 
ment of Justice Brown, late of the Sy- 
preme Court, that in all his long vearg 
of service on the bench (before his promo- 
tion) the impaneling of a jury had never 
required or exceeded three hours in any 
What one judge can do, all can do. 
5. The Restraint of Abuses of Courtesy 
Recently, in the Supreme Court of New 
York, in a list of forty cases, not one was 
ready for trial. In a severe criticism of the 
lawyers, Justice Goff pointed out that at 
the time there were five parts of this same 
court in New York City practically idle, with 
hundreds of upon the dockets, for 
the same reason. Each of these five judges 
Was costing the people of New York $17.- 
vearly in salary. The 
largely “accident cases,” and failures to 
appear, on the or the other, 
were for one only, the profit of 
delay. It is almost unbelievable that 
judges who refuse to become parties to this 
abuse could not effect a drastic reform. 
In plain words, the evidence seems clear 
that the scandal of the law’s delays in 
America is due largely, if not wholly, to the 
blind adherence of the judges to outworn 
rules and customs which are utterly in 
capable of coping with modern conditions. 
From a careful review of a large num- 
ber of criticisms by able judges and _ re- 
ports of the bar associations committees, 
| believe that the judges. and the judges 


case, 


cases 


cases Were 


one side 


reason 


alone, and unaided, could do away with 
three-fifths, if not four-fifths, of these de- 
lays. Now, whenever the community at 


large awakes to the fact that the law’s 
delays are due to the failure of judges 
expeditiously to administer justice, re- 
form will come promptly, and this with- 
out constitutional 
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out. And then I said something perfectly 
flat; I don’t remember what it was. And 
then I broke out about how tired I felt at 
the end of the day. He asked me what 
it was that made me so tired, and I told 
him about my work. He didn’t seem to 
be surprised to hear about it. He listened 
with the greatest interest, and he said he 
admired girls who could earn their own 
living. He said he thought they deserved 
deal more credit than the girls 
that spent their time in idleness at home 
and didn’t know how to do anything that 


was worth doing except to go to dances 
and all that. You can imagine how happy 
it made me feel to hear him talk in this 
way, and how ashamed I was of myself 
for suspecting that he could be small 


minded. 

About ten o’clock he got up and said he 
would have to go. He expected to get up 
at six in the morning and take an early 
train out to the place where that park 
was. Just as he was standing at the door 
me if I 
with him on Saturday 
just love to go 


would go to the theatre 
night. I said Id 
We shook hands, and he 
said he’d call for me at half-past seven 
When he went out I so happy | 
wanted to run upstairs just like I did the 
night before. But I thought mother would 
think it funny. So I the 
dining room where I thought she might be 
reading by the lamp, as she generally did 
about this But to great relief 
mother had gone upstairs to bed 

That 


he asked 


was 


was went into 


time my 


was the beginning. Perhaps some 


girls will think it’s horrid of me to Say 
that from the night Ed ealled on me I 
knew it was going to be serious. But | 
did know and I guess there isn't any 
doubt that Ed knew, too At the theatre 
that night he told me such a lot of things 
about himself, and it was perfectly plain 
thev all pointed one way He wanted me to 
see that in a little while he expected to be 
in a position to get married He expected 
a lot from being engaged by Mr. Andrews 
That was the name of the buildet 


ised to come to the 


\ rER that night he 
d house every Sunday and two o1 


weel At |e 


three 


ist one night 


n the week he would take me to the thea 

| tie And alwavs after the theatre lh 
would ask me to go out to suppel with 
} him But I hated to think of him spend 
| y all that money on me Besides, T knew 
{ oughtn’t to sit up late at night, and | 
| knew he oughtn’t It’s funny when a girl 
takes an interest in a voung man she hates 
to ive him do things for her that are 
| travagant and toolish It pleases her 


any amendments or 
change of laws. 
better to try to be a good influence. After 
a while | began to worry about the cost 
of all those theatre tickets. He used to 
take me to the most expensive seats, 
Sometimes it would cost five or six dol- 


lars just for one evening, almost half my 
salary. And yet [ hated to speak about 
anything like that. I was afraid it would 
seem—well, any girl will understand. 


| URING the first few weeks Ed didn’t 


say one word of love to me. And yet 


I knew he was in love with me. And I was 
so much in love with him that I don’t 
think he was out of my thoughts for one 
instant. As I look back I wonder why it 
was that mother didn’t say anything to 
me. I knew she was watehine and wait- 


ing, and somehow I couldn’t say anything. 
One reason was that I was afraid if I did 
say anyfhing I’d ery. And I hated being 
silly before mother. But if Ed didn't say 


anything about love to me in words, he 
said it in other ways that were just as 
plain as words He said it sometimes 
wien we were walking along the street 


side by side and weren’t saying one thing. 
And he said it when the back of my hand 
would touch the of and 
sometimes for a time hold 


hand, 
would 


back his 


long he 


my hand tight. Besides, whenever we met 
and parted, that is. if we were alone, he 
would kiss me very affectionately) Per- 
haps it was wrong of me to let him. But 
I didn’t think it was wrong at the time 
And I didn’t think there was anything 
strange at the time in his not speaking 
to me about love [ was just happy and 
| wanted to go on being happy | was 
afraid of any change And vet I ooked 
forward to the time when Ed would ask 
me to marry him and IT would give up m) 
work in the office, and take care of his 
heme for him and wait for him to come 
back at the end of the day [ was glad 
not to work any more although I was 
perfectly delighted with the thought of 
working for him at home and helping him 
to get on in the world 

I guess we had been going togethe! for 
about three months before Ed asked me 
to marry him First he told me t he 
loved me more than any girl he ever knew, 
and said lhe ould always love me then 
he asked me if I loved him I to im 
that I did, and he said we must get al 
ried as soon as he could atford We 
went out to mother ind we to mother 
ve were engaged that Ed to el 
And I remember how queer it seen to 
ave mother! sha ul th ! nd 
then come md KISS me It was 

ing ina Someho | couldn ve 
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the dream of my life had come true, and I 
was so much more fortunate than lots of 
girls I knew who were just as good as | 
was and better. [ made up my mind that 
J would always try to be good. 


REMEMBER that when | went upstairs 
| that night I prayed for a long, long 
time. | felt as if [ had never prayed be- 
fore. | knew 
happy as [ was without 
God. 1 have asked other 
as | did. Some of them 
others of them said “No,” 
just laughed. 

After our engagement 
eall for me at the office 
to lunch or home. ‘The 
worked with me 


could be so 
owing it all to 
girls if they felt 
said “Yes” and 
and one or two 


that no one 


Ed often used to 
and take me out 
three girls who 
used to exchange glances 
whenever he came in. ‘They would eye 
him from top to toe. And sometimes | 
would hear them talking among themselves 
about him. In ways they treated 
me a great deal better and in other 
they weren't so nice at all. The change 
in their treatment used to make me feel 
sorry at times, and it used to make me 
smile, too. Ed never had much to say to 
the other girls, though I could see that 
the men in the office looked at Ed with a 
good deal of interest. Some of them spoke 
to him and said they heard he 
well in his business 


some 


Ways 


was doing 


and -he was a fine fel 


low. If those men only knew how happy 
they mé ade me! I just loved them for 
speaking so nice about Ed. 

One day when we had been engaged 


about three months, as | 
of a restaurant where had been 
lunch, | saw Ed. He was walking 
rather handsome girl on the side 
of the street. They were talking and laugh- 
ing together. I wondered who the girl 
could be. The next day when Ed ealled 
I told him I had seen him and asked him 
who the girl was. He turned awfully red. 
He said she \ndrews, the daugh- 
ter of the man who was building all those 
houses. For reason my throat  be- 
came perfectly dry. I said to Ed: “I think 
she is a stunning girl.” Ed “Yes, 
pretty good-looking She’s 


was hurrying out 


having 
with a 
opposite 


was Miss 
some 


said: 


she’s a girl, 


crazy about horses.” That was all he said. 
wm .E we were talking about other 
things | kept thinking about Miss 


Andrews. If she was crazy about horses, she 
probably had horses of her own because 
her father had money. I wanted to ask 
Eda lot of questions about her. But every 
time I started that dry feeling would 
come into my throat again. Besides, | 
was ashamed to ask those And 
I was ashamed of the made 
me want to ask them. 

For several days after this talk I didn’t 
see Ed. On Saturday I got a letter from 
him. It said he’d have to go out to the 
park on Sunday with that Mr. Andrews to 
of the lots. I thought it was 
funny that he should have to do that Sun 
day, especially as he must see Mr. Andrews 


questions. 
feelings that 


fo Over Some 


nearly every day in the week. And I tried 
not to let mother see that I cared. The 
next night Ed came, and I thought he 
seemed a little queer. But I wondered if 
the reason mightn’t be that I felt queer 
myself. He didn’t stay as long as usual, 
and when he was going away there was 


something different about the way he 
[ couldn’t explain just what 
the difference was, and | tried to 
make myself believe | imagined there 
a difference 


I very next day I heard something. 
It was just a hateful little remark 
made by one of the girls in the office to 
another girl. | pretended that I didn’t 
hear it. But as I sat up on my high chair 


I had a prickly 


kissed me. 
even 
was 


feeling all over my body, 


and I became so weak that I had to lean 
forward on the desk. I hate to say just 
What the remark was. It was about Ed 
and Miss Andrews. When I went out to 


luncheon that dav. I tried to look straight 
ahead, for fear that I should see him and 


Her together. I can see now how foolish 
that was 

Since I heard that remark T have 
scarcely had one happy moment. Oh, no, 
I am mistake? There were several even 
Ings when Ed came and made me forget 
all about my—well, I suppose I must eall 
v by its real name my jealousy But 
alter he went iv. the old feeling would 
come back. Lots of things that he said 
and did won em to me insincere I 
noticed that lh didn’t stay so late as he 
used to. And o1 week he didn’t take me 
to the theatre He didn’t mention the 
nhame of that onee, and if I had spoken 
t be fore m | | eve | hould have died 

Things nt ? , this wav for six 
Weeks Mot something was hap 
pening. B dn’t sav one word. 1! 
could se ) that she was suffering 

1¢ 


with me. I noticed that 
the color going out of my 
cheeks. And yet no one would have known 
anything had happened. Ed would come 
almost as often and he would stay 
as long. But gradually we were getting 
farther and farther away. I loved him as 
much as | ever did. Perhaps I loved him 
even more because he was growing farther 
because I had the feeling that 
he didn’t belong to me any more. And the 
more | loved him the more | despised and 
pitied myself. I thought | could see my- 
self with his eyes, a poor, miserable thing, 


grew thin and I 
seemed to be 


almost 


away and 


just holding on to him because [| didn’t 
have the courage to let him go. 


( NE afternoon as I was going home 
from work | saw a handsome automo- 


bile coming along. There were two people 


in it, a man and a woman. At first I 
didn’t recognize the man. Then I saw it 
was Ed. He was talking and laughing and 


having a good time. It made me so sick 


to see him that I hardly dared to look at 
the lady with him. But [did look. It was 
that Miss Andrews. I don’t know whether 


kd saw me or not. | looked 
walked home just as 
couldm’t eat any 


hard be 


away and I 
fast as I could. | 
supper, though IL tried 


‘cause | knew mother would be wor- 


ried if | didn’t. That night Ed called. I 
waited for him to speak about being in 
the automobile, but he didn’t say anything. 


So I didn’t. I just couldn’t. 

\s | write down these words I realize 
that they don’t express just what I felt 
at the time. J really wasn’t as weak as 


[ seem now. I wasn’t sure. I tried to tell 
myself that all men were like that, and 
love couldn’t be just the same all the time. 
I made hundreds of excuses for Ed. I tried 
to blame myself for expecting him to think 
of nothing but me when he had so many 
other important things to think about. 1 
felt so miserable | afraid the girls in 
the office would notice. It terrible 
to get up in the morning to drag myself 
down town and sit at that desk all day 
long. | listless at noon | had to 
force myself to go out to get something to 
eat. And all this time [I was expecting 
something to happen. It was almost a 
relief when it did. One night when I got 
home I found a letter from Ed on the 
table. I took it and carried it up to my 
room. I locked the door, and I sat 
bed and read it. It told me in the kind- 
est way that he and | had made a mistake 
and we'd better realize it before it was too 
late. Then he asked me to break the en- 


Was 
Was 


Was sO 


on the 


gagement. He said that he would tell his 
friends that I was the one who had broken 
it. That was all. There was nothing 


about Miss Andrews or 
I knew just as plain as if he 
And I knew that nothing 
I knew that just as God had given me hap- 
piness He had sent this trial to me and I 
must bear it and go on living. I shouldn’t 
eared if I could died then and 

That was just what I wanted to do. 
I was just cold and stony. But I sat right 
down and I wrote Ed a note, and T said 
[ agreed with everything he said in his 
note, and we needn't be engaged any more. 


anything else. But 
had told me. 


could be done. 


have have 


there 


it had come in, and 
[ put on my coat and hat 
went out to the drug store 
asked one of the 


| TOOK off my engagement ring and I 
put it in the box 


again, and I 
near by and I 
clerks to send the letter 
and the box by a messenger. I don’t see 
now how I did all that. But I did it, and, 
somehow, it was a great relief to me to do 
it. Perhaps it was a relief because it gave 
me something Anyway, I felt 


to do. very 





much worse as I walked home. I seemed 
to weigh ever so much more I hadn't 
said a word to mother about going out. | 
It was selfish of me. She met me in the 
hall as I went in and she waited for me 
to come up to her. I guess she saw from 
my face what had happened. Anyway, she 
put her arms around me And I just let 


my head drop on her shoulder as [ burst 
out erying 

I didn’t eat any dinner that night and 
mother put me to bed, and late in the 
brought me up a little 


evening she chieken 


broth. Poor mother: she went out and 
bought a chicken herself so that I might 
have that broth She told me she 


vo to work the 
anything. But 
worn out as | 


intend to let me 
and I didn’t say 
morning 


next day, 
when the 
came, was, | got 
up and T put on my clothes just = 
When IT went down 


ready for me She 


same 
akfast 


would do 


mother had bre 
knew what I 
thought it during the 
night and just as I did that the 
thing for me to do was to fight mv battle 
the beginning and not give up 
minute 


Perhaps she over 


realize d 


out from 
tor one 
Chat morning I told one of the girls, the 


ohe who had been nicest to me about my 
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Words like “* 
quality’ 
wrongly, to describe ANY candy. 
real significance of the 
however, 
in the candy itself. 


“highest 
rightly or 
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is not in the dictionary, but 
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and 
used, 


best*’ 
can be 


term 


ing to SAY that <4 are best, but it 
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through personal experience. 
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Adirondack Foot-Warmers 


Are Indispensable for 
Motoring, Driving and 
Sitting Outdoors 


They insure coziness, warmth, com 
Sei Make living in the open in 
the Winter a keen enjoyment 
They’ re universally in demand. 
Worn by men and women over 
Y regular shoes or over hose. 
Made of selected sheepskin with 
heavy, warm wool inside; ten 
inches high. State shoe size 
and whether to be worn over 
shoes or hose. Money back if 
not satisfactory 


Write for large Illustrated Catalog of Outdoor Outfittings 


W. C. LEONARD & CO., 113 Main St., Saranac Lake, N. Y. 
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COLLIER’S CLASSIFIED COLUMNS 


Those who read the advertisements on this page may rest assured that the claims made have been 
thoroughly investigated and found to be in every way reliable. 


The man who wants to better his present position and increase his earning capacity should look into 


the numerous opportunities on this page. 


start advertising in a small way, may profitably begin in these columns. 


Four lines is the minimum space accepted; twelve the maximum. 


The man with an idea or commodity to sell, who wishes to 
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PATENTS, PATENT ATTORNEYS 


PATENTS. HOW TO GET EVERY DOLLAR 
your invention is worth Send Se for our new 128-page 
book, of greater interest and value to inventors and patent 
owners | —— any other book in print. R.S. & A. B. Lacey, 
Dept. 51, Washington, D.C 

MASON, FENWICK & LAWRENCE, RE- 
sponsible Patent Lawyers, 606 F St., Washington, D. C 
Send for 50th Anniversary booklet—free. 
inventors and manufacturers. 


Valuable pd 
Highest References 


OF INTEREST TO INVENTORS 


“INVENTION PROTECTION” BY A SUCCESS- 
ful inventor tells why some inventors fail and others suc- 


ceed. Sent postpaid upon receipt of 25c. Write today. 
S. L. Prescott, 111 5th Ave., N. Y. City. 


[NVESTMENTS 


SIX PER CENT FIRST MORTGAGE BONDS 
$500 and $1000 denominations; due in 4 years; semi-annual 
interest; well secured on good farming lands; write for 
particulars to First National Bank, Casselton, N. D. 


OUR BOOKLET “M” 
ciples of First Farm 
small ——- 6% net. 
ings. E. J. Lander & Co. 


EXPLAINS THE PRIN- 
Mortgage Investments. Large or 
Send for booklet and list of offer- 

, Grand Forks, N. D. Est. 1883. 


FARM LOANS 
EIGHT PER CENT MONEY WANTED ON 


Three to Five-year loans; principal and interest guaran- 
teed. Only Fifty per cent of the actual value of the prop- 
erty covered by these mortgages on first-class city real 
estate. Interest annually or semiannually. No extra 
charge for collecting interest or principal when due. In- 





terest ‘vill be sent to any bank or post office in the United 
States. Write J. D. Ward, Collinsville, Okla. 


DIE MAKING and METAL STAMPING 


WE ARE EQUIPPED TO MAKE DIES AND 
metal stampings of all kinds. If you have a new patent 
and want the dies and goods made we can make them. No 
job too small or large for us to handle. Send sample. 
Edgre n Mfg. Co., Mt. Pleasant, lowa. 


HIGH-GRADE SALESMEN 


A RELIABLE POST CARD JOBBER WITH 
an immense assortment of up-to-date cards, wishes to add 
a few salesmen visiting Stationers, Druggists and General 
Stores, who will work from their home, covering the ter- 
ritory frequently. Liberal commissions paid weekly on all 
accepted orders. Samples are worth from $15.00 to $25.00, 
a deposit of $5.00 is required, which will be refunded when 
samples are returned. W. G. F., Box 193, New York City. 


LEND US YOUR EARS. WE WANT YOU 
to establish agencies with the regular trade for our Roller 
Swing. Liberal commissions. Address for full particulars, 
Hutchins Roller Swing Co., Alton, IIL. 


SALESMEN SELL OUR GASOLINE AND 
Electric Lights and Appliances in country and small towns 
All Prices. Quick Sales. Big Profits. Write. National 
Stamping & Electric Works, 418 So. Clinton St., Chicago 


TRAVELING SALESMEN EARN BIG MONEY 
and are in great demand. If you want to become a Trave 
ing Salesman and earn while you learn, write at once for 


particulars of our System. Bradstreet System, Dept. 11, 
Rochester, N 
SIDE LINE COMMISSION BASIS. ADVER 


tising carpenter 
Lumber Dealers. 
school bags, etc. 


aprons—sell readily to Hardware and 
Also school and advertising pennants, 
Carnie-Goudie Mfg. Co., Kansas City, Mo. 


SALESMEN—WE WANT 
and we'll pay you well for it. 
for advertising specialties. sy sales, satisfied customers, 
big commissions. We have a serious offer for earnest, 
hustling salesmen. No side line men; no canvassers. 
H. B. Hardenburg & Co., 67 Centre St., New York. 


WANTED ENERGETIC MEN TO SELL OUR 
aus lighting systems; suitable for any place or pur 
experience not necessary. Free catalogue. Doud 
Lighting Company, 177 No. Sangamon Street, Chicago, Ill 


ALL YOUR TIME 


Genuine, steady demand 





pose; 


A SALES MANAGER TO ORGANIZE SELLING 
force: new specialty, needed in every home, office, store 
and factory Any intelligent hustling man can make big 
profit and establish high-class permanent business 





$1000 


capital required; reference exchanged. Associated Indus 

tries Co., 1328 Broadway, New York 
WANTED—LIVE MAN TO TAKE ORDERS 

for our Handy Dandy made-to-measure men's tailored 





suits from $10.00 to $25.00 We furnish complete outfit 
free of charge Experience not essential, we want a 
hustler. Splendid opportunity to make big money The 
Handy Dandy Line, 415 So. Sangamon St., Chicag 

WE WANT 25 SALESMEN. MU ST BE 
steady, good appe ance, good habits, at » 








bond and best r 
and expenses plus con Add 
So. Bend, Ind. 


es. Salary een montl 
ress National Time Switch ¢ 


tNTATIVE WANTED FOR MORROW 
n Cleaner in each city Price $35— guaran 
State fully your experience and standing 





teed five years. 









Liberal discount and contract to right pars es. The Morrow 
( 94 Adams Express Bldg., Chicag 

SAL ESME N BEST ACCIDENT, HEALTH 
policy Oo $1000 death; $5 weekly; 8100 emergency 
( 2.00 yearly. Seal wallet free Liberal commissi 


i Registry , 265 N. 7th St., St. Louis, M 


GAMES and ENTERTAINMENTS 





mong vAGnevines SKET( ep MONO- 
D Minstrel Material, Jokes 
8 Make Up Goods Large 
son & ¢ Dept. 44, Chicago 
TOYS and NOVELTIES 
IMPORTED JAPANESE DIVERTOYS 
Quaint, grotesq tle men that automatically dive t ‘ 


AGENTS WANTED 


MANAGER WANTED IN EVERY CITY AND 
county to handle best paying business known; legitimate, 
new, permanent demand; no insurance or book canvass- 
ing. Address Phoenix Co., 45 West 34th St.. New York. 


AGENTS—IT COSTS ME ABOUT $2 TO SE- 
cure your name and ship sample machine, but it’s a 
dead sure way of convincing you I've got the best 


household invention on earth, Branch office being 
established in every town. Elmer E. Stevens, 1272 


Adams went 000 Building, Chicago, Ill. 
GATHERING INFORMATION OF UNUSUAL 
events in your locality pays good money. All or spare 
time. Either sex. Nothing to sell. Experience unneces- 
sary. National Information Bureau, Sta. A, Columbus, O. 


WRITE US TODAY ABOUT OUR “26" BE 
sellers in New [dea Sanitary Brushes. Our proposition ap 
peals to hustling agents everywhere. Work steady and 
commission large. Illustrated booklet sent on request. 
D. L. Silver & Co., Dept. C, Clayton, N. J. 





FREE SAMPLE GOES WITH FIRST LETTER. 
Something new. ivery firm wants it. Orders $1.00 
$100. Big demand everywhere. Nice pleasant business 
Write at once. Metallic Sign Co., 432 N. Clark, Chicago 


SELLS LIKE HOT CAKES, BIG PROFITS. 
new laundry starch, perfumes clothes with violet perfume 
Nothing like it. Easy handled. 4c brings sample and par 
ticulars. M. B. R. Mfg. Co., 13 Water St., New York. 














AGENTS: NEW INTRODUCTORY RAZOR 
offer. 33.00 Automatic Stropper free with every sale. Big 


profits. Write at once for full particulars. 
Steel Razor Co., 1717 Third St., Dayton, Ohio. 


AGENTS FOR MEN’S TAILORING. BEAUTI- 
ful styles, low prices, easy business, big profits. We pre 
pay express and guarantee perfect fit. Write for free 
sample outfit and inside price on suit for yourself. Great 


Tungsten 


opportunity. Banner Tailoring Co., Dept. 366, Chicago. 
GOOD HUSTLERS CAN MAKE FOR THEM- 


selves elegant future, selling * 
facturers. New proposition. 
ulars. Regal Raincoat Co., 


Raincoats.’’ We are manu- 
Write for interesting partic. 
Dept. 65, 1367 B’way, N.Y.City. 
AGENTS WANTED IN EVERY COUNTY TO 
sell the Transparent Handle Pocket Knife. Good com- 
mission paid. Immense profits earned. Write for terms 
Novelty Cutlery Company. No. 240 Bar St., Canton, O 


AGENTS—HERE'S A MONEY MAKER; THE 
f-in-1 Self Wringing Mop sells everywhere Home, oftice, 


factory. Brush, scraper, mop, 
more hand and knee scrubbing, 
round cleaner for floors, 
handsome sample 
quick for territory 
Mop Co. 


wringer, all in one; no 
bending or backache; all 
woodwork, walls and ceiling; 
case; agents earn big money; write 
and terms. Clark & Dupre Wringer 
, 91 Foster St., Worcester, Mass. 


MEN AND WOMEN WANTED TO CONTROL 
exclusive agencies, rapid-selling, low priced specialty. 
Universal demand, plenty repeat orders; good profit to 
hustlers. Write for free sample and terms to-day. 
The G. V. Sales Co., 144 Nassau St., New York City. 


GENERAL AND LOCAL AGENTS, HERE IS 
your opportunity. Energetic men can make big profits 
The Improved Canchester Kerosene Mantle Lamp revolu 
tionizes old methods. Far superior to electricity, gas, 
acetylene or gasoline at ,, the cost. Burner Fits All 
Lamps. Safe; clean; odorless. Burns With or Wit! 
out Mantle. Tested and pronounced by State of Penn 
sylvania ‘“‘Most efficient light found.’ Greatest seller 
known. We Want a Few More Live Men in Open 
Territory. Canchester Light Co., Dept. C W, 204 
State Street, Chicago. 


EARN MORE MONEY EASY. SELLGUARAN- 
teed Photo Pocket Cutlery. Scientifically tempered. Take big 
orders from lodges, manufacturers, individuals. Big profits 
Write quick. Canton Cutlery Co., Dept. C-21, Canton, O. 


LOOKING FORSOMETHING BIG? WE HAVE 
a great quick-selling, large commission, premium proposi- 
tion. Cash sales. No deliveries. Permanent work. Big re- 
turns. Just the thing a live canvasser likes to handle. Write 
for particulars to Current Literature, 136 W. 29th St., N. Y. 

AGENTS! PORTRAITS, 35c; FRAMES, 15c; 
Sheet Pictures, lc; Stereoscopes, 25c; Views, lc. 30 days’ 
credit. Samplesand catalog free. Consolidated Portrait 
Co., Dept. 2361, 1027 W. Adams St., Chicago 

ADVERTISING STICKERS! ALL KINDS! 
Prices! Inexpensive 
business help. 





ALL 
and rey tengeeht hoa irae zs. Aunive ru 
Send today for price list. plen ne field fe 








agents. St. Louis Sticker Co., Dept + St. Lou is, 
MY—HOW THEY FALL mt a ON + “LUCKY 
leven” toilet combinat yn ($3.20 va ell for $1.00; 
great crew managers’ propositio only one pippin 
in our “*27 varieties."" We knetan ture; you save middle 
man’s profit; our new colored circular is like seeing ¢ 
real goods; free to workers; get aboard; act today Davis 


Soap Works, 210 Davis Bidg., 1429 Carroll Ave., 


Chicag« 









oholic flav. rs, perfumes, etc.; save 

ent business. Big profits. Free 

kin & Co., 73 Pi:kin Block, Newark. N. Y 

SIGNISTS. 1000% PROFIT. BEAU- 

ti »w letters ery low prices basy proposition 
Business-getting guarantee-cards, glass 


sample, Free 
2489 Milwaukee Ave., Chicag« 


SC RIBNE R'S MAGAZINE SUBSCRIPTION 


Embossed ( 





solic rs easily earn liberal commissions also can pick uy 
extra ‘prize money by persis t rk particulars 
regarding commissions, i € ising matter 
sample pies, address n New York 





STAMPS, COINS, and CURIOS 


FACTS ABOUT COINS.” A BOOKLET TELL- 
ng about RARE coins and their ie Free for 2c stamp 
Large finely illustrated book 2 ( th bound, We 
Alexander &C Est. 187 t} Devonshire St., Poston,Mass 


MUSIC LESSONS 


STUDY MUSIC _U NDER AMERICA'S GREAT- 














est teachers, witho the inconvenience f 
eavil hon O * Cortese mndence us Lessor ire en 
lorsed by the World z st authorities: Paderewsk 
Leschetizky, S t k » % sim: ant, Damrosct 
Frank W. Gun us P eS great SI 
wood; Harmony ( Rosenbecker ( I t Prother 
Public S M 1 E. ¢ k th 

} grapt H I 8 Or 
Beg rs ( s for 

pa } is y I 


“MODERN” SELF-HEATING INTERCHANGE- 
able irons and stands now indemand. |00% profit. Sampl- 
outfits furnished, Reserve territory by writing for Cat.“*C.” 
Modern Specialties Mig. Co., Goshen, Ind. (Patentees). 


AGENTS, BIG PROFITS. BRANDT’S PAT- 
ented Automatic Razor Stropper, automatically puts a 


perfect edge on any Razor, old style or safety. 
$2. Big seller. Every man wants one. 
terms, prices and territory.  B. 
West Broadway, New York City. 


AGENTS— BIG MONEY CAN BE 
made selling our Non-Alcoholic Fl: —— 
Preparations. Quick Sellers. Good Repeaters. Experi 
ence unnecessary. Fine sample Case furnished to workers. 
Be first in your territory. Write quick—Now. American 
Products Co., 6077 Sycamore St., Cincinnati, O. 


OUR NEW FACTORY JUST 
Big line of new, down-to-date specialties. 
Big profits. General agents wanted. 
rights. Edgren Mfg. Co., Mt. Pleasant, lowa. 


BUTTER BILLS CUT NEARLY HALF, WON- 
derful Machine makes two pounds from one pound of but- 
ter and one pint of milk in two minutes. 
agent's opportunity. 13344% Profit. 
3) N. Dearborn St., Chicago. 


LINEN HEEL AND TOE GUARANTEED 
Hosiery direct from mill to wearer. All styles and qualities. 
Splendid opportunity for live agents. Customers waiting. 
Re-orders insure permanent increasing income. Exclusive 
rights. Credit. J. Parker Mills, 720 Chestnut St., Phila.,Pa 

GENT'S OUTFIT FREE. QUICK PROFITS, 
Be: “y Handkerchiefs, Dress Goods and Fancy Goods on the 
market. Large Manufacturer. Particulars for stamp. 
Maricopa Mfg. Co., 98 Water St., Brooklyn, N. Y. 


TAILORING SALESMEN WANTED TO TAKE 
orders for our Guaranteed Made to Order Clothes. Suits 
$10 up. No capital required. Write today for Territory 
and Complete equipment. Address Warrington W. & W 
Mills, 1:2 West Auams St.. Department 422, Chicago. III 

ALCA $6.00 VACUUM CLEANER IS WHAT 
every housekeeper wants. Seeing it means buying it. Our 
letter to you will prove it. Write quick. Alcea Vacuum 
Cleaner Co., 366 West 50th St. (Dep. C), New York. 

WANTED: 


Retails at 
Write quickly for 
Brandt Cutlery Co., 84 


EASILY 


Perfumes, Toilet 


OPENED. 
ted hot sellers. 
Exclusive selling 


Progressive 
American Supply Co., 





LIVE AGENTS TO SELL OUR 
Eureka Steel Ranges from w: : cons for Cash, Notes or on 
time-payments. Write for Catalogue. Eureka Steel 


Range Co., O'Fallon, Ill 


MANUFACTURER, ESTABLISHED 10 YEARS, 
wants Sales Manager to organize state selling force. Pat 
ented article universally used. Not sold in stores, agents 
only. Handsome income assured. $500) capital required. 
Sheer-Cut Shear Co., 930 Women's Te mple, Chicago. 


ARITHSTY LE, HANDIEST, FASTEST, CHEAP- 
est, Practical Computing Machine, Carries Automatically, 
Resets instantaneously. Calculates Everything, Needed 
Everywhere, Interests Everybody. Shortest Methods. 
Checking Systems. Brain-resting, Time Saving, Work 
proving. Exceptional Agents’ opportunity. Exclusive 
lrerritory. Request particulars, Arithstyle Company 
28th Street Arcade, New York. 


AGENTS HAVE STEADY INCOME SELLING 
novelty changeable signs, gold and silver letters; in de- 
mand by all merchants; our burglar alarms are good 
Climax Novelty Co.. 400 Gay Bldg., St. Louis. 


PHOTO PILLOW TOPS, PORTRAITS, FRAMES, 
Sheet Pictures and Photo Plates at very lowest prices. 
Rejects credited. Prompt shipments. Samples and cat. 
free. 30 days’ credit. Jas. C. Bailey Co., Desk 87, Chicago. 


GLIDING CASTERS, JUST OUT, GREAT 
money maker! Save carpets, floors, etc., in homes, hotels, 
and offices. Cost 2c set. Sell 12 to 100 sets at 5c or 10c set, 
first visit. So delighted they send you to neis ghbors. Send 
ic for samples. Evergrip Casters, 28 Warren St., { 


AGENTS WANTED TO SELLCIGAR MOISTEN- 
ers to stores. Newinvention. Different from all others. Noex 
perience required. Big profits. For full information, terms, 
etc., address Drake Mfg. Co., 141 Reed St., Milwaukee, Wis. 


BE INDEPENDENT! START A MAIL ORDER 
business in your own home. We tell you how, and fur- 
nish everything needed wholesale. An honorable and 
profitable business for man or woman. Particulars free 
Big value. Murphy Mfg. Co., So. Norwalk, Conn. 


MEN TO CALL ON WOMEN AND DEMON.- 
strate money-saving, work-saving, patented household ar- 
ticle; sells for $2.50; half profit; not sold in stores; exclu- 
sive agency; new men sell 7 to 20 a day; samples loaned. 
S. G. Chase, Manager, Milwaukee, Wis. 


AGENTS MAKE BIG MONEY SELLI 
gold and silver letters f« 





sellers. 





NG OUR 


or Stores and Office w indows, easily 





applied Big demand everywhere. Postal brings free 
sample. Metallic Sign Letter Co., 432 N. Clark St., Chicago 

THE CAPITOL BRUSH COMPANY WANTS 
good live men to actastheiragents. Finest line of brushes 
in rar ts t inducements. Write for particulars 
Capitol rush Co ompany, 37 Hoadley Place, Hartford, Conn 

STOP! LOOK! LISTEN! THIS ARTICLE 
may make your fortune Jest 25c seller on market. 10) 


profit. Se ~ yah wr particulars and sample 
pany, 305 North Michigan Avenue 


AGENTS: TO SELL THE NEWEST ELEC 
appliance on the market; sold everywhere there 
tricity, in the home and office; liberal profit 
ing sample, weighs pound, no 
of electricity required; it 
it instead of two and get the same 
purchaser an 
Handy 


nnati, Ohi 


The Silvex Com 
Chicago 


TRIC 
is elec 

sales-driv 
experience or knowl 
shows how to use one 





results; 
saves the 
write for partic 
Eighth 


investment 
ilars rhe Light C¢ 


Avenue, Cine 


PICTURE PLAY WRIGHTS’ SCHOOLS 


MOTION PICTURE PLAYS WANTED. YOU 
an write them. We teach you by mail No exper 
ence needed Big demand and good pay. Details free 

Ass’d M. P. Schools, 675 Sheridan Road, Chicago 


COLLECTIONS 


BAD DEBTS TURNED INTO CASH, BY A 
sure, simple, system or business men, physicians, lawyers 
tors, et« Instructive booklet Skilful Collecting,’ 
Na Collectors Ass'n, Bond St., Newark, Ohio 
RED STREAKS OF HONESTY EXIST iN 
ry body and thereby I e ver $200,000 yearly fre 
t debts al er the world Write for my Red St ik 
k, fr Francis ( Luke Con ldg 
Salt Lake ¢ Utah, U.S.A S Pe { 








REAL ESTATE 


ARIZONA 
SALT RIVER VALLEY UNDER ROOSEVE LT 


Dam, is the place to raise early fruit, melons, oranges 





failures. $100 acre up. Booklet and 6 months ‘Earth’ 
free C. L. Seagraves, General Colonization Agt., A. T. 
& S. F. Ry., 1170 Railway Exchange, Chicago 


CALIFORNIA 
FREE LITERATURE WILL BE SENT 
one interested inethe wonderful 
richest valley in the world 
Thousands of acres available 
for a man wanting a home 


TOANY 

Sacramento Valley, the 
Unlimited opportunities 
at right prices. ‘The place 
in the finest climate on earth 
No lands for sale: organized to give reliable information 
Sac:amento Valley Development Association, 800 2nd 
Street, Sacramento, California 


FLORIDA 
JACKSONVIL—- THE NEW YORK OF 
South. Now under new city charter 
Deep water seaport. 


THE 
All nationalities, 
Beware of inland feud towns. New 


Tell-the-Truth Booklet free Write Half Million Club, 

WHY DON'T YOU INSPECT OUR 10 AND 
20 acre tracts? Fertile soil. Fine location. Free town lot 
Free school transportation. Free mail delivery. Address 


Palm Beach County Land Co., 


FROM PEANUT FIELDS OF VA, TO ORANGE 
Groves of Fla Thru 6 richest Sou, States on 8S, A. L. Ry 
Big profits growing fruits and vegetables. In Manatee 
County, Fla., raise 2 to 3 crops yearly, net $500 to $1000 
an acre. Lands cheap. Booklet free. J. A. Pride, Gen 
Ind. Agt., Seaboard Air Line Ry Norfolk, Va. 


Dept. C, Stuart, Fla. 


, Suite 501, 





LOUISIANA 
FINE FARMING OPPORTU ia te’ IN LOUISI 
ana. 60 miles from New Orleans on I. C R. Temper 
ate climate, good markets, splendid stoc . country with 
natural forage. 0 per acre. Terms reasonable Ad 
dress, C. H. MeNie, Kentwood, La 
VIRGINIA 


FARM IN SUNNY VIRGINIA, 
climate, abundant ri ainfs ull, fertile ten acre truck, poultry 
and fruit farm $275. Farms low as $15 per acre. For 134 
page free booklet address K. T. Crawley, Ind. Agt. C. & O 
Ry., Richmond, Va., Box AL. 


VIRGINIA APPLE ORCHARDS PAY BIG 
profits. $350.00 on long time and easy payments buysa 
ten-acre apple orchard tract in the beautiful Shenandoah 
Valley of Virginia—other lands $15 per acre and wp. 
Write for be autiful booklets and e xe ursion rates. F. H. 
LaBaume, Agr’l Agt., N.& W. Ry., Box 3091. Roanoke, Va 


CHAMBER OF COMMERCE 
CALIFORNIA 
CALIFORNIA'S SANTA CLARA VALLEY, 


known as the “poor man’s paradise,’ surrounds Sunnyvale, 
the manufacturing suburb of San Francisco. Ideal climate. 
Best soil for fruit, truck gardening, chicken ranching and 
diversified farming. Ample water. Write to-day for new 
fifty page illustrated book, mailed free. Address Sunnyvale 
Chamber of Commerce, 35 Crossman Bldg., Sunnyvale, Cal. 


DELIGHTFUL 


SEEDS and PLANTS 
ST. REGIS EVERBEARING 


RASPBERRY 
gives large, luscious, 


red berries first. last and all the time 


from June until frost. Canes extremely hardy, su 
ceeds everywhere and yields enormously. The whole 
story and colored plate of fruit mailed free. Also 
descriptive catalog of all the good old and choice new 


berries. J. T. Lovett, Box 177, Little Silver, N. J 


JNCUBATORS and POULTRY 


BIG MONEY IN CHICKEN 
use Sure Hatch Incubators. 
Government specifications, 
prepaid; 5 year guarantee. 
Hatch Incubator Co., Box 120, 


NS FOR ALL W HO 
Only machine built to l 

60 Days’ Free Trial, freight 
Vrite for free book Sure 
Fremont, Neb 


OF INTEREST TO MEN 
BOOK-KEEPERS: CONTROLLING ACCOUNTS 


eliminates Trial Balance troubles. System, fully illustrated 
and with complete instructions, by mail for $1.00, or par 
ticulars free. C. W. Deming, Expert Accountant, 15¢ 
Fifth Ave., Suite 3, New York 


TYPEWRITERS, OFFICE SUPPLIES 


ONE HUNDRED EACH NO. 5 AND NO, 7 
Blickensderfer typewriters, rebuilt and guaranteed. No 
)'s $12.50, No. 7’s—$16.50. Send $2.00 with order; machines 
will be sent C. O. D. with privilege of examination r. J 
Maher, Dept. A, 240 Broadway, New York City 
LARGEST STOCK OF TYPEWRITERS _ IN 
America. All make s Underwoods, L. C. Smiths, Ren 
ingtons, etc. 4 to 
anywhere—applying rent on price First 
rent one and judge on these 
for catalog 121, Typewriter 
341-36 W. Lake St Chicage 





mirs. prices many less rentet 





most liberal terms 


Emporiun Estab 


(CORRESPONDENCE SCHOOLS 


MAKE MONEY 
wr for Newspapers leasant work 
Send for free *klet, tells how I 
San Francisco, California 


w RITING gy 


pay. 


SHORT 





TRADE SCHOOLS 


ELECTRICITY, PLI BBING “ohh KL AY ise: 





Painting, Decorating & Mechanic | Draf ting, taug 
Bhs ge mids rkmen Actual work takes pla 

lools, materials Free Splen ol 
largest “pg Lgl aka ade schoo ( ( 
National Trade he +E. ll S " I 


DUPLICATING DEVICES 





YOU CAN MAKE 50 DUPLICATE COPIES 
from every letter you write with per r typewrit y g 
ir **Modern” Duplicator $3.60 Con I € 
W. E. Durkin, Reeves & ¢ Fifth A Pitts! ; 
AUTOS and SUNDRIES 

ENGINE TROU eee TEXT BOOK, GIVES 
I in language reme re ery ¢ nt nK 
y r ir running aves " pag ! 
(re itr a se 1 r { I N J 
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Jilted! 


Concluded from page 31) 


engagement, that the engagement was 
prokeh. She grew as white as a sheet. 
All she said was: “Oh, honey, ’'m awful 
sorry.” I think if she had said one more 
word I should ‘have screamed. | know she 
told the others, but not one of them spoke 
to me about it. They were kinder to me 


than they had been for a long time. 


AM proud now that IT didn’t miss one 

day of work. And I’m glad that I had 
the work to help me. Um ashamed of the 
way I used to feel about my work. I pity 
girls who go through what I have had to 
vo through with and haven’t had any work 
to help them. It must be awful hard for 
girls who stay at home. At the office the 
people round me were so busy that they 
didn’t have much time to think about me. 
And I was glad not to be noticed. I just 
wanted to be alone. The only person that 
could help me was mother. She didn’t 
say very much; but she made me feel she 
understood. And for her sake IT tried not 
to seem to care so much myself. T read 
the other day that some great man said 
if you only tried to be cheerful you would 


really be cheerful. T know he’s right. 


have succeeded in being cheerful—that is, 
nearly cheerful, all the time. It’s only 
when I’m alone, at night, or when I’m sit- 
ting by myself, that I don’t always keep up. 


It’s nearly a 


pened. Ed was married to Miss 
three months ago. 
his engagement | was glad that 
strength to wish that he’d be happy. 
first I thought of iti i 


decided that it 
write. And now 


most without feeling 

wouldn’t be true to say 
him. I do love him, 
kind of love from the love 
If I met him on the street I know it would 
give me a terrible shock to see him. 


yet there is no 


them being married. 
peace and comfort 
me lately. And 


that something 


my life as a result 


through. 
| feel as if I 


and as if IT understood, 
that I never understood 
queer to say it, but 
if | had to choose between 
what IT went through or 
it. I’d choose to 
I am better because I went through it, : 
I think I ean be 


especially girls 


the same thing or 





Taking 


(Continued 


cops or no cops. Ferguson’s fixed that, 
too. Couple of wagons. I tell you I’m 


afraid of it.” 


“You keep out of it, Bert Roscoe,” com- 
manded his wife, excitedly. ‘“You’ve no 
business mixing in if there’s trouble. 
You've done your duty by the union and 
there’s no call for you to go further. 
You've got your family to think of. Ain't 


that so, father?” 


“A man has got to do his duty by his 
fam’ly, certainly,” agreed Captain Evans. 
“A man’s always got to do his duty, no 


matter what.” 


“There!” said Daze, and, as nothing 
more was said just then, she embraced 
and comforted the two small Roseoes, who 
had been whimpering apprehensively, and 
seemed to regard her husband’s “mixing 


in” as a question satisfactorily settled. 


A little later the children were hopping 
about, energetically skidding a fragment 
of pottery over chalk lines on the side- 
walk and Bert watched them with paternal 
pride from a seat on the steps, his father- 
in-law beside him. Suddenly Captain 


Evans spoke, in a low voice. 


“What was you afraid of in special, 


Bert?” he asked. 


“Dynamite, by gosh!” replied Roscoe. 


“The boys is clean out of hand.” 


of men had been gathered in the re- 
ess at the street end of the bridge since 
dawn, waiting and watching, talking to- 
gether now and then in low tones, but 
looking alwavs eastward. “She’s late, 
ain’t she, Cap'n?” asked one of the men 
anxiously, and for the third or fourth 


|' Was a gray morning. A little group 
Ut 


time, 


The old man chuekled. “Baseom’s cei 


tainly behind his schedule.” he replied. 
“L guess we'll have to let him go, Bert. 
\s L came apast the station they had the 
red pennant a-flying above the storm sig 
nal, and | wouldn’t be surprised if they'd 
hoisted the double-header for a jimmycane 
by this. the wav things are looking: but 


that’s no excuse.” 
“Seems | 


said Bert Roscoe to the old man 


‘There’s times when a man’s got to 
have the nerve to take a chance,” quoted 
Captain David Evans, and then: “‘Hark!” 

It was a steamer hooting for the bridg 


unmistakably 


“Let’s move over to the middle.” said 
Captain Evans, leading the way 

“What makes vou think he’ll come clos 
enoug i” sked Roscoe is they hurried 
along, follows lL bv the fou 

Che old man pointed to a grain steamet 
varped in above the bridge “He'll steer 
wide of t t.” he explained ‘He'll wab 
ble in 1 TY, | now Bascom Ve 
1 Wa ter, Bascom is.” 

( } wd nen the tower. an 
stood { ms on the rail They 
ea t epeated and a distant 
bell to nine they saw a street 

r rockir oss t bridge below at 
mer in to tur nl 
the 1 thi made out thre 
bo ot ) ng teame 

| | Captain Evans 

Ava { ind the bell le ! 
them 1 the s started it 

c 


like a big chance we're taking,” 


a Chance 
from page 15) 


a simultaneous movement. : 
the old man had predicted, not altogether 
steadily, the steamer 
and closer it came, s 
its decks crowded with men 
and tried to shelter 
beating rain. The bridge was turning. 

“Now!” said Captain Evans sharply. 
swung himself over the rail and dropped, 
to a plank on the 


sure-footed as a 


substructure. The 
more slowly, and 
sprawled as they 


last had landed, 


groaned. 


Just then the 
curled mustache 
Kagle’s pilot house started at the sight of 
the grain steamer 
around The Bald Eagle 
port and then. as her 
his nervous impulse, 


the bridge pier. 


“Here we go!” 


alighted on the 


i next instant 


him, and after 


the party. 


A burly fellow in uniform strode up to 
the boarders. his arms bent 
and his fists clenched. 


he began. 


Roseoe shoved 


on his chest. 
cautioned. 


“Brother” recovered himself and made a 
hay maker’s swing f 
jaw. Roscoe ducked and evaded the blow. 
at the same time ippi 
who fell heavily to the 

“You see to him 
said Roseoe to one 


you, Jim, find 


room and see that 
goes down. Cap'n 

But Captain Evans had disappeared and 
at that moment 
house, where the 
mustache was whistling 
blissful ignorance of what had happened. 

“Bascom,” said 


with a voice of 


quick. Don’t stop to argue, 


up a piece and 


Lord will let vou. 


fee man turned 


here, vou 


malevolence in his reeognition. 


mean, breaking 


le lifted his voice 


‘Don’t holler 
aptain Evans 
a mob waiting 


mad turned pale, 
lle broke off and 
onsidered and sig 
ie called to Brett 
“: 3 iouglht you 


Iman = savagely 
grasped Captair 





8 3 Union Soldiers Stole This | 
Engine; Hanged as Spies 


A THRILLING little-known story of the Civil War is recalled by this 





not going through 


themselves against the 


the Bald Eagle was nosing 
into the passage, i 
stretch between her 





steersman corrected 


shouted Captain Evans, 
in a voice like a trumpet. 







ee cect ese oaregeron Sects 


photograph. Twenty soldiers of the Union Army went into the heart 

of the Confederate country, stole this engine from — the very noses 
of the enemy’s troops and set out to wreck a railroad. A deed of mad and 
mighty courage! They failed, and eight gave their lives for the failure. 
To-day this photograph remains an eloquent witness to their heroism and 
sacrifice. 


That, in brief, is the story of one photograph—there are 3800 of these undying messengers 


from the great conflict. They were taken by Mathew Brady, artist photographer and hero,— 
= his followers, who risked their lives to get these m: arvelous negatives during the Civil 
Nar. Lost for many years—they are now recovered and - within your reach in the 


Photographic History . Civil War 


Complete Sets Now Ready 


About hundreds of the 3800 photographs graphs and stories. Now the 


real romance 
there is some such story. Almost forgotten, of the war—the pathos—the courage—the 
they unfold before us as we look over these tears and bitterness—the joy and triumph— 
strange photographs—their edges war-worn all are shown here. The story of each pho- 
and ragged—but the pictures themselves tograph is told under it in full and generous 
clear and sharp and vivid~—stories remem- caption— while on the opposite pages there 
bered only by some veteran, but that every runs a complete, consecutive, fascinating, 
American should know. For nearly fifty freshly written word-story of the whole 
years they have lain buried—both photo- war. It is simply seetmg the Civil War. 
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Book Club 


So impressed were we with this set 
of books and its value to the nation 
that we have formed a new Book 
Club especially for it. It is now some 
years since we have met a work 
which seemed to merit the forming 
of such a club. So once more, 
just as in the past—the Wana- 
maker Co-operative Club will 
save thousands of dollars to 


eareful book buyers. Through V4 
the Wanamaker Club you can 
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secure a set at the low Club price i 
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From an old print in La Telegrafie Historique. 


Napoleon’s Visual Telegraph 


The First Long Distance System 


Indians sent messages by means 
of signal fires, but Napoleon estab- 
lished the first permanent system 
for rapid communication. 


In place of the slow and un- 
reliable service of couriers, he 
built lines of towers extending 
to the French frontiers and sent 
messages from tower to tower by 
means of the visual telegraph. 


This device was invented in 
1793 by Claude Chappe. It was 
a semaphore. The letters and 
words were indicated by the 
position of the wooden arms; and 
the messages were received and 
relayed at the next tower, perhaps 
a dozen miles away. 


Compared to the Bell Telephone 
system of to-day the visual tele- 


graph system of Napoleon’s time 
seems a crude makeshift. It could 
not be used at night nor in thick 
weather. It was expensive in con- 
struction and operation, consider- 
ing that it was maintained solely 
for military purposes. 


Yet it was a great step ahead, 
because it made possible the trans- 
mission of messages to distant 
points without the use of the | 
human messenger. 


It blazed the way for the Uni- 
versal Telephone service of the | 
Bell system which provides per- | 
sonal intercommunication for 
90,000,000 people and is _indis- 
pensable for the industrial, com- 
mercial and social progress of 
the Nation. 


AMERICAN TELEPHONE AND TELEGRAPH COMPANY 
AND ASSOCIATED COMPANIES 
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Taking a Chance 


(Concluded from page 33) 


lar, tore him from the wheel with 
and then, with inconceivable vigor and 
quickness, bundled him from the pilot 
house and slammed and latched the door. 
It was too late, however, to make the de- 
sired maneuver, and the new pilot headed 
for the bridge, which was turning. Then 
hurried footsteps sounded outside and a 
weight thudded heavily against the door, 
but Captain Evans continued to look 
calmly ahead and merely eased off half a 
point for the center of the opening. 
Smash! The door fell in and three men 
went with it. Captain Evans turned like 
a flash, and catching up the stool beside 
him brought it down on the head of one 


a jerk, 


of the intruders. It was a light stool, 
which was fortunate for Second Mate 
Brett; but it served. 


“ll handle this one,” grunted Roscoe. 


| who had Bascom’s head beneath his mus- 


cular arm. 
“All right,” 


returned the captain. “Keep 
“em out. 


Here’s where the pinch comes.” 


HE jumped for the wheel just as the 
steamer grazed the bridge pier, and 
sidled through further damage 
On his port he could 
dock appointed for the landing, 
except for one open space hardly 
kept by a straggling line of policemen. He 
made out the bulky figure of Ferguson, the 
foundry master, among a group in the cen- 
ter, and Ferguson was beckoning. A man 
with a patch over one eye was prominent 
foreground. 

“PH fool you,” muttered Captain Evans. 

There was a tumult of strife outside the 
broken door, and, in the middle of it, came 
the report of a pistol. The next instant 
the bullet crashed through a window, 
ing the glass in a shower about the cap- 
tain’s ears. But again came 
cheerful call: “I’m all right. Go 
and the old man kept his steady 
to the wheel spokes. 

Slowly the 


with no 


crowded, 


send- 


Roscoe’s 
ahead,” 
hands 


vessel circled in. There 
i diversion of a few moments when a per- 
sistent deck hand tried to effect an en- 
trance through the shattered window, but 
the bloody face of Carey suddenly appeared 
and the deck hand was dragged back. 


was 


ee captain sounded one bell, and the 

slow pulsation of the engines stopped. 
A moment’s caleulation 
swung upstream, 
his summons to 


as the boat’s stern 
and the captain clanged 
back. As the distance 
from the dock increased, Ferguson shouted, 
but his voice was lost in the rush of the 
wind. The Bald Eagle, turned around, 
moving forward, with the dock almost 
abeam, and hooting madly for the bridge. 
Again she stopped, and the bridge opened. 

“Full ahead,” signaled the old 
man, and as the boat surged downstream 
for the vell from the dock, 
and the bursting through the re- 
police, strug 
vling, fighting mass. Out of the corner of 
his heedful eve the captain saw Ferguson 
running at top speed—for a telephone, the 
captain surmised—and then the man with 
the patch over his eve shouldered through 
the mélée to the and hurled a 
small black object at the steamer, raising 
his arms in a gesture of rage and despair 
as it fell short. 


was 


speed 


lake a arose 
crowd, 


became one 


dock edge 


Through the bridge, the captain slowed 
down and whistled peremptorily for the 
next. As he passed it. a stout, red-faced 


man ran out of an office 
hands before his mouth. 

“Where in kingdom are 
bellowed. 


you 


and cupped his 
you running 
to?” he to the 


landing, 


“Come back here 
He stopped in blank amazement as Cap 


tain Evans thrust his head from the broken 


window and grinned at him. Then he 
bolted into his office like a rabbit into its 
burrow. 

“He's going to telephone, too.” muttered 
the old man, “but Dearborn’s opening.” 

“Who ean he telephone to’” It was 
Roscoe, bruised and battered and in rent 
garments, who asked the question. 

“All hunky-dory. Bert?” asked the cap 
tain, with his eves straight ahead 

“Got Bascom and his mates locked in 
i ouple ot staterooms Theyre glad to 
sta too The others’ll be vood. Carey 
found a couple of friends among the scabs 
or we'd have been whipped Who can he 
telephone to” 

Gravy & Markham.” answered Captain 
Evans. brushing the rain from his eves 
Have ‘om lose tire Rus Street bridge 
) 1 But thev’ve got to vet a man 

! mia t bridge tender unde) 
FEXUKEY cleared Dearborn and then State 
| Wha tlhe “was now blowing con 
nie Pha two men strained then 

the lashing curtains of rai 

{ ‘ nin | Jiminy!” velled Ros 


coe, slapping the captain violently on the 
back 

“We're not through vet,” said the old 
man, and even as he spoke the wind bore 
to them the rumbling of the bridge trol- 
leys on their circular track and the clear 
course began to narrow in as the bridge 
moved back to close. 

The old man’s blue 
purpose, and his face, forward thrust 
against the gale, seemed carved from gran- 
ite as he signaled for full speed. 


eves gleamed with 


“We can’t do it,” gasped Roscoe, as the 
Bald Eagle leaped forward for the fast de- 


creasing opening. 

“We're doing it,” said Captain Evans. 

There was a snapping and cracking, a 
shock that made the quiver from 
stem to stern, and then a mighty crash 
as the bridge, swinging in, barely missed 
the funnel and caught the aftermast, 
breaking it off to a stump and trailing it 
over the stern in a forlorn tangle of rig- 


vessel 


ging. Almost at the same time the bow 
had struck a piling and the forward bul- 


wark was carfied away. 
off and, with scarcely 
forged on through the 

‘Get some men and clear away that 
wreckage,” said Captain Evans over his 
shoulder. “We won’t stop.” 


But she sheered 
diminished speed, 
now heaving water, 


i ie days later Captain David Evans 
sat téte-d-téte with Mr. Lafavette 
Wickham in the shipowner’s oflice on the 
river front. This time the red-faced man’s 
expression was not only friendly; it had 
in it something of admiration, something 
of wonder. His greeting was almost jovial. 

“Well, vou hoary-headed, bloody-handed 
old pirate, you certainly raised cain with 
us, didn’t you?” he said. 

“TI didn’t aim to raise cain with you, 
Lafe,” replied the captain mildly. “I eal- 
culated to bring the Bald Eagle back the 
way | found her. But you ordered that 
bridge closed.” 

‘Found her’ 


is good,” observed Wick- 


ham. 

“And it was almighty clever of you to 
bail me out, Lafe,” continued the cap- 
tain. “I want to thank you for that.” 


“It’s what I sent word for you to call 
for,” remarked the shipowner. “Well, Fer- 
guson was a chump to make charges that 


he knew wouldn’t stick, but he was so 
scared over that dynamite business he 
wasn’t quite certain which end he was 


standing on. 
the men, eh?” 


i captain nodded. ‘“They’re all 
back and hard at it,” he replied. 


So he’s compromised with 


“Bert proved that the union didn’t have 
nothing to do with that dirt, and Dunecan- 
son and his gang got away. He was 


scared, as you say.” 
“So you naturally 


with 


hop in and capture 


a boat 


sixty odd men aboard and 
sail out in a gale that’s sending seas 


twenty foot high over the outer breakwater 
and smashing everything in the 
Then you maroon the 
island.” 
“Why, no, 
the captain 
them dunes 
they was 


harbor. 
crowd on a desolate 
Lafe. it wasn’t no 
corrected. “It was just in 
west of Michigan City and 
Within hours’ hike of the 
railroad—-if they’d only known it. sert 
tells me that they was shipped back to 
Milwaukee to the agency last night. No. 
no, it wasn’t no island. That’s a mistake.” 


island, 


two 


“Tm-m!” grunted Wiekham “Tl be 
Bert made his dicker before he told where 
they were. That’s all right between Bert 
and Ferguson: but where do L come in? 


\ sweet little bill for 


repairs vou've let 
me in for. I suppose you figured you 
were saving my boat from being blown 
sky high while you were helping the 
strike. Didn’t stop to think that I was 
insured, did you?” 

“Read your papers again, Lafe.” said 
the captain coolly. ‘Riot, civil commo- 
tion, capture, or any attempt thereat,’ is 
exceptions, and ‘piracy’ don’t hold on the 
( hicago River.” 

I was wondering if you knew that.” 
mused the red-faced man. “Well, I’ve 


given Bascom the run between Muskes gon 
and White Lake. | guess he’s e qual to 
that Hle’s agreed to withdraw his assault 
charges, too. IL hope this will be a lesson 
to vou Cap'n Of all the hare-brained., 
foolhardy, daredevil And Hotehkiss told 
me vou had lost Lt grip Do you st 1] 
ant the Bald Fe ‘il 
Captain “sin nil his mouth tw 
with distinet effort before lhe could spe ik 
Can | have her?” he gasped 
Have her!” ejaculated Wickham. “You 
take her if I didn’t give i" wouldnt 
vou But laid his hand kindly o1 
the old man’s oulder, grinning as 
30 tol lwavel’s suke, no vou ve vot 


careful and don’t take too mat 


ae 


to g 
read: 
char! 
of a 
valu 
bool 
you 
S: 
the 
off 
i 
| 
sixt 
we 
exp 
sib] 
scr 


Cla 


ma 
tail 
Fo 
adi 
dei 


Suc 


on the 


the old 
id bore 
re trol- 
ie clear 

bridge 


d with 
thrust 
n gran- 


as the 
fast de- 


vans. 
king, a 
Yr from 
y crash 
missed 
ermast, 
iling it 
of rig- 
he bow 
ird bul- 
sheered 
speed, 
r Wate! 
iv that 
ver his 


Kvans 
ifavette 
on the 
d man’s 
it had 
mething 
t jovial. 
-handed 
in with 


th you, 
“T eal 
ack the 
ed that 


1 Wick- 


you to 
he cap 
hat.” 

to eall 
ell, Fer- 
ves that 
was so 
ness he 
he was 
ed with 


re all 
replied. 
it have 
Dunean- 
He Was 


capture 
ird and 
ng seas 
akwatel 
harbo 
desolate 
island,” 
just in 
ity and 
» of the 
t. sert 
back to 
ht. No. 
Listake.” 
“Til bet 
ld where 
en Bert 
ome mm 
yu’ve let 
red you 

blown 
ing the 
t | was 


said 
comma 
reat 1S 
1 on the 


that, 


ell, I 


luskegon 





you—free 


HIS advertisement opens 

to you the opportunity 
to get for your home library or 
reading table, absolutely free of 
charge and without obligation 
of any sort; one of the most 
valuable little volumes about 
books and their makers that 
you ever opened. 

Simply clip off the coupon at 
the foot of this page—tear it 
off if you can’t find your shears 
—then fill it out and mail it. 

It will bring to you by mail a 
sixty-four page volume which 
we have prepared at no small 
expense in order to make pos 
sible a thoroughly adequate de 
scription cf the famous Harvard 


Classics, 
The Eliot 
Five-Foot Shelf 
of Books 


Our original intention was to 
make it little more than a de- 
tailed explanation of the Five- 
Foot Shelf, published solely for 
advertising purposes. But it 
developed in preparation into 
such a complete and useful work 
in itself that we want every 
lover of books among Collier’s 


readers to posss ssa copy. 


l is a really delightful little 
book—not a mere catalogue 


of titles and authors, but a chat 


the 


ty, informal appreciation of 
finest of English literary pro 
4 


ductions, showing why certain 


‘uthors and certain works were 
chosen and going into a discus 


sion of those authors and thet 


WOrkKS. 


It is a book full of practical 
literary suggestion. Showing as 
it does a consensus of advanced 
opinion as to the finest volumes 
of the world’s literature and his- 
tory—for it represents,the views, 
not only of Dr. Eliot, but of a 
distinguished group of fellow 
educators—it should prove of 
wonderful service in the library 
of any reader. 

In itself it is a literary guide 
and summary of a character that 
no book lover can aftord to 
neglect. 

The booklet 1s technically a 
form of advertising matter — 
and tor this reason we cannot 
sell it. 

We have decided, however, 
that every book lover shoulu 
have an opportunity to possess 
a copy. 

Hence this offer. 

And as everyone who is fond 
of reading cannot help but be in- 
terested in The Harvard Classics 
themselves we are confident that 
we shall be more than repaid for 
our efforts, in dollars and cents, 
by spreading broadcast this 
thoroughly adequate descrip- 
tion and explanation ot 
what the Five-Foot Shelf 


ot Books really is. 


VERY mail brings us in- 
quiries about these book- 
lets, from all over the world. 

Our policy is to answer every 
request at once, in the order 
received—with absolute impar- 
tiality. 

As long as this edition lasts 
we shall be able to mail the 
books punctually, but when it 
gives out there will necessarily 
be a wait of some weeks before 
we can have the next edition 
ready for mailing. 

We would suggest, there- 
fore, that you send in your 
request promptly. 

Tear the coupon off 
now, as you sit here 
reading, and mail it 


to-day. 


his book is for 
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Of those material things having to do with the 
art of good living, there is nghtly expected beauty, 
richness, and refinement.. In a fine motor car, to 
produce pleasurable ease in riding, they must be 
combined with usefulness founded in a smooth- 
running mechanism. 


The Peerless Motor Car Company 
Cleveland, Ohio 


Makers also of Peerless Commercial Cars 
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A reprint of thirty- 
six advertisements in 
Collier’s special auto- 
mobile supplement 
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ROM ATLANTIC TO PACIFIC 


Twelve ranges of mountains were climbed; seven great rivers 

crossed; the practically trackless wastes of Colorado, Wyoming, 

Utah and Nevada, the great American deserts, hundreds of lifeless 

miles, yet these bankers, professional men, men of society, manu 

facturers and merchants, all wealthy Premier owners, did not hesitate to enter 

these wastes with their wives and families. No greater evidence of confidence 

in a motor car has ever been given, and they knew, because their cars had seen 
from three months to three years’ service. The twelve Premiers that started finished 
on the minute on a pre-arranged schedule without mechanical trouble \ wonderful 


demonstration of Premier consistency. But what does it mean to you? It shows the re 
markable easy-riding qualities of Premier. If this had not been perfection, it would have 
been impossible to have motored forty luxury loving people, ten of whom were women, 
s this great American continent oline consumption averaged 12'% miles to the gallon. Four of the 1911 
shed on the original tires he theory of design, the quality of material, and the ! 1 e of work 
‘ ir was established absolutely These owner drivers had among them owned and driven 
rade automobiles, 1e of them the foreign cars The ore, the unanimous opinion that 
there is no car bt 1 have stood the awful drubbing the Premier cars received in this tour from ocean to 
ean is expert timony hese Premiers are now meeting the day to-day requirements of their owners as they have 
lone. The ocean-to-ocean tour had no material effect on these Premier For the ten years in which Premiers have 
nota year has passed that the manufacturers have not given some wonderful demonstration of the reliability and 
it performance of Premiers Every year they have been successful in disposing of their output months before 
-ason. It is these things which make Premier the logical car to buy when high grade cars are considered 
erful than all is the fact that eighty-five per cent. of the entire Premier 
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‘‘ Yep—all the best folks are buyin’ Premiers: 


David Harum would have made a great Premier Salesman. Premier needs a few salesmen 


like David Harum as distributors and dealers. 


Those who make and sell Premiers are a 


prosperous lot. Are you? If you find the representation of your car unprofitable, per- 
haps you will be the “David Harum ” for whom we are looking. Write Premier for their 
proposition,---a broad, fair, liberal one, which can see something besides the factory end. 
There is money to be made inthe automobile business, but you must have acar when after 
the sale the upkeep and maintenance do not take your profit. When you sell Premiers 


they stay sold and the profit has no string to 


THOUGHT was given us recently when a fairly well regarded salesman for one of 
A the comparatively new-comer popular priced cars remarked that if his concern was 
as long and well established in the business as the PREMIER, with its unexcelled 
reputation as a high grade car and with its many good features and strong arguments, 
backed up by such convincing proofs as its Glidden record and Ocean to Ocean tour, 
then he could put over ¢* some business.’’ : 
This salesman was a whipped man before he spoke, for if he was too good to sell his 
goods, he would be good enough to get out and into the right place. Anyway, his 
words offer the thought—REPUTATION—-that, the one thing which must be had 
if we get anywhere at all 
A period of ten years’ successful manufacturing has unquestionably placed the PREMIER 
in the front ranks, as one of America’s very best 
regarded cars, and even our foreign cousins have 
taken much notice since its recent achievement, the 
successful crossing of America by twelve Premiers 
driven by their amateur owners, a result which has 
surely established the basis and a splendid reason 
for a great transcontinental highway. Furthermore, 
this tour has pointed out such possibilities as will 
necessarily give stimulus to the good road movement 
everywhere, which means increased motor car busi- 
ness for every manufacturer and dealer, now, and in 
the future. Much good was done by this tour 
from the Atlantic to the Pacific. 
The PREMIER reputation has been built up slowly, 
steadily, and is now surely established in a manner beyond dispute. Almost every year 
since beginning to manufacture back in 1902, PREMIER cars have done the important 
work, and have carried off some big victory, which has made their friends, owners, dealers, 
and makers proud of their judgment. So well satisfied, that 884 of its buyers again 
purchase PREMIERS when next in the market and go¢ of them drive their own cars, 
while only about 10% of the owners of other competitive cars drive their own machines 
Many of its dealers have kept right along with the PREMIER, year in and year out, 
making both friends and money, and its growth has been so steady and sure that its 
strength is felt today from all sides. 
PRESIDENT SMITH while comparatively a young man, is regarded as one of the 

fathers of the great automobile industry. Three years ago a party of the big men 
of the trade, in a discussion of general affairs, were much surprised to learn that he was 
just ten years younger than even they, wko had known him for years, considered 
him to be, yet President Smith was prominent in the bicycle days and very prominent 
in the manufacturing of pneumatic bicycle and automobile tires, and just as quickly 
jumped into prominence with the birth of the automobile business. 
Then, George Weidely, the designer of the PREMIER, who superintends his own 
hand work and don’t risk his good reputation to the hands of others, is probably the 
best regarded engineer in the trade, equally well by friend and foe, if any of the latter. 
His first PREMIER in 1go1 was the conventional motor car of today, even at that 
early day embodying those best features which some of the best builders have just recently 
adopted. So, far from being an infant prodigy, the PREMIER is one of the pioneers, 
with a foundation that is not built on the sands that may, at some future day, wash away 
The sales policy is to select its dealers carefully and from the men that can, will, and do 
make good. Then to co-operate in everv possible manner with their appointed dealers, 
both through the sales and advertising organizations that all of us may get the very best 
results and such a business as must give mutual profits. 
Some one has said that the automobile business has called out trains and ability hereto- 


fore unknown. It is also verv true that the business 





has developed some wonderful men, and that the 

opportunities for making money are many for men 

with ability, energy,and the American spirit which 
knows nothing, except progress. 

AKE that interesting character, David Harum, 

a splendid subject that we here characterize 

in the form of opp rtunity. That famous old trader 


certainly lived too far ahead of his time, as he should 


have enjoyed the opportunity of a chance at the 





motor car business in its present day 


In his beginning Dave Harum was not “‘such-a-much’’ 








in his own community, but he had that habit of being 





‘Hello Bill! Goin’ to ride that the first up and the h man on the ground w hen 
machine ‘nother year?"’ there was anything doing, so that he soon had **’em’’ 


all looking his wav, and finally, he was pretty nearly 








vh villag Somehow or other, Dave Harum didn’t have much time to sit 
*<cuss’’ at conditions that made an effort seem not worth while, nor did 

it ma ‘*so-and-so’’ was cutting the price on his ‘‘hoss,’’ just to get the 
ousi I pite Dave, or that there were so many ‘‘hosses’’ on the market with 
the ne sO low that it was not much use to do other than wonder what the world 
vhat he would do when evervbody owned a ‘‘hoss.’’ On the 

I va isy making the opportunity and bringing about the situation 
Wi loing around the bank, he left that place of revenue in charge 
had there, and then he harnessed up the gray ‘‘hoss’’ and 

sine as the case might be, down the road to locate a sale or 
Me sort oO It was very seldom that Harum didn’t run into something in 

; e usually came out on the right side ; and the very next day 


Motor Manufacturing 





Ambling down the road for business. 


Company - 


it. Write today for Premier proposition. 





he was just as sure to be again on the road with a sorrel, white or bay ‘‘hoss’’ and as 
usual on the lookout for business. How well he succeeded is established by his success. 


AVE HARUM is nothing more or less than a true type of the American business 
<«getter,’” and the man that fails to follow out these opportunities knocking at 
the door, as they have been from the very beginning, and will be to the end, is only 
standing in his own way and wasting time trying to convince himself that it is a sad 
world and nothing is worth while ¢<a-tall.”” Something is not had for nothing—if it 
is it doesn’t stick and is eventually lost. 
In every town and every day is a man who can afford and is perfectly willing to buy 
if you are prepared to offer the GOOD GOODS, and if you can prove them good. 
As a dealer, can you? IF NOT, WHY NOT? It might as well be done now 
as later. You are not in the business for your 
health, nor simply to occupy your time ; on the 
contrary, success was your first idea and it is your 
eventual outcome. If you are not putting over sales 
right now and building up profits on the right side of 
your books, it is because you don’t understand your 
goods, or lack the effort of the right sort, or because 
you don’t have GOOD GOODS on your shelves. 
As a PREMIER dealer you would soon know all the 
good features of a PREMIER car, with its proof 
after proof of merit and its many interesting stories 
surrounding each feature, which can be brought out 
for the ears of the customers. You can talk the 
car. You can keep your ¢talk-car’’ in apple pie 
condition, and last, but not least, your salesroom can be made inviting to the eye of 
the buyer. All of these go to make up good business and refined salesmanship ; all of 
this is available and possible for you. Failure on your part to bring about these con- 
ditions is a lack of effort which you or | shouldn’t allow to exist. The best com- 
pliment ever heard paid an automobile man was to one of the PREMIER family, 
when an investigating buyer, after purchasing and when saying good-bye stated: 
<< Young man, it is a pleasure to know you, for you know something and are entirely 
different from the customary run of automobile salesmen, who generally run to big and 
foolish statements but know very little concerning what they are trying to talk about.’’ 
HE PREMIER is GOOD GOODS right from the start ; its distributors are of 
the best that the country affords, and its buyers are the kind that count. They 
have investigated and are convinced of its merit, therefore they are satisfied ; this satis- 
faction extends to their friends, and so on. ‘The PREMIER combines those three 
important and fundamental principles that go to make up GOOD GOODS—Good 
Design——Good Materialk—Good Workmanship, and it necessarily follows that it repre- 
sents Reliability, Durability, and Economy, therefore sales, and then you have given 
your friends or customers an investment of good ::dgment, comfort and pleasure, and 
that’s what counts first, last, and for all time. Don’t ever lose sight of the fact that it 
takes GOOD GOODS to keep doing business. But salesmanship is quite necessary 
to bring about the conditions, and salesmanship is not merely so much talk—it com- 
bines knowledge, the knack of knowing how to apply that knowledge, the art of sizing 
up your man within a few minutes’ time, a study of that man, and presenting your 
proposition understandingly as well as interestingly; that is, in such a manner that he 
will want your goods, and nothing else could nor will answer. In other words, the 
salesmanship of today must be diplomacy of the highest order and the generalship 
that wins the battle. 
A Middle West PREMIER dealer at the end of November wrote in saying that prospects 
were never so numerous, and that it would be putting it mildly indeed to say that he 
had lost over $5,000 profits in the last thirty days 





on account of not being able to get more than his 
allotment of PREMIERS. The recognized most 
progressive Pacific Coast dealer writes that the more 
they deal with the PREMIER proposition the better it 
seems, and that they are sure to want their share of cars. 
As a matter of fact, our entire field has never looked 
so promising, and so naturally the PREMIER Com- 
pany feels mighty good over the general outlook, and 
particularly over our latest glorious victory, the Ocean 
to Ocean tour; for it was indeed a very clean one 
in favor of the trade generally, and greatly so for 


PREMIER dealers. 


TT‘ HINK seriously what this remarkable ‘‘Ocean to 














**Now, Deacon, this machine will 
stand without hitchin’ and start 
without twwistin’.”* 


Ocean” tour means to all of us ; and dowe notowe 
much to that wonderful party of red-blooded men and 
women, repr senting some of the country’s very 
best people, who selected what they knew, and which evervone said was America’s best 
touring car, and then enjoyed forty-five days of great pleasure, seeing the most of 
America’s most beautiful scenes, in absolute comfort at all times, gaining in health and 


weight, and then completed the most remarkable and enjoyable motor car trip the 


country has seen amid the welcoming cheers of California’s best people. Happy, as} 
them. Comfort, ask them. Enjoyment, ask them. All made possible by the service 
of the PREMIER. _ So, like these wealthy men of the East, vour opportunities and 
possibilities with the PREMIER are many, and like those David Harums already 
in the PREMIER organization, you can go out and do just as well. 

Cherefore, what is the use debating over what you are going to do and how you are going 


to make money [The PREMIER is your answer. Write now for the PREMIER prop 
osition And if you are not happy in the Automobile business—‘‘ There’s a reason." 


Take on PREMIER. 


Indianapolis, Ind. 
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HIS collection of advertisements represents a 
concentration of sales-creating force which no 
man interested in the selling of motor 
cars and motor car accessories can aftord 


to overlook. 


They will appear in Collier’s Special Automobile 
Supplement, sent out with the regular issue of 


Collier’s for January 6, 1912. 


This Supplement 1s a sixty-page magazine, devoted 
entirely to the automobile, but without a technical 
sentence in it. Its appearance will mean the giving 
of a great impetus to the popularization of auto- 
mobiles and the automobile industry, to the develop- 
ment of a broad, popular interest in everything 


connected with the motor car—from good roads to 


good laws. 


A concentration of advertising in such an issue 
ot one magazine not only makes prestige tor the 
individual cars and types of accessories, but also 


performs one more tunction which from the selling 
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point of view must be placed before every- 
thing else——it creates an active general interest 


in motor cars and motor car éuying. 





This interest is naturally directed most speci- 
fically toward the individual cars and accessories 
which, through their advertising, help to create 
the demand. 


It is almost absurd to make the final point for 
the automobile dealer—tor you. That fact, how- 
ever, isn’t going to keep me from doing it. 


And it 1s this: 


demand for automobiles and accessories 


The 
which will be created by this concentration of 
advertising 1S going to put a good deal of money 


in the pockets of a good many men. 


You can get your legitimate share of these profits 


by doing one simple thing 


—pushing the advertised lines at the time these 


advertisements appear. 


If you have not got the agency for any of these 
advertised cars or types of accessories—get in 
touch with the manufacturers and start carrying 


Colliers 


Ghe 
Natzrozrzal 
Weekly 


them now. 


The perforated sheet 
of post cards is for 
you to use. 

F.C. PATTERSON 


Manager Advertising Department 



























































HE White six-cylinder “60” is now ready for the automobile world. 
Fifty years of manufacturing experience are back of it—twelve years 


of automobile-building has led up to this fitting consummation of our 

SCULY efforts—a superlative six-cylinder gasoline-driven car. It is just as 

unique and extraordinary in all its essential features as our four-cylinder 
“*30’s” and “40’s”—now conceded to be the highest types of motor cars. 


N producing this “60” for the very top of our 

line, we have naturally spared no expense, but 
rather have sought to make this powerful car the 
most perfect sold on any market. Its engineering 
features have been recognized or adopted by prac- 
tically all the European manufacturers, and these 
features to-day influence the design of every new 
model in this country. Only two motor factories in 
the world, we are told, use such materials as are 
characteristic of the entire White line. In liberal- 
ity of equipment, in all the fine points which mark 
the most lavish and permanent construction, this car 
is superb. 

The Six-cylinder car is always the supreme test 


of an automobile factory. Such cars are proverbially 
handsomely finished and offer little choice from 
outward appearance — the vital part of a car is un- 
der the hood, and there che White demonstrates 
its class. It has the compact simplicity of the en 
bloc system of cylinder-casting—the marvel of the 
engineering world. There is an almost total ab- 
sence of wires, pipes, and the paraphernalia that 
usually litter the engine of motor cars. The en- 
gine is the powerful, long-stroke type which is 
undeniably the most economical. The upholstery 
—the body lines—the lighting—every detail, is of 
that type and quality which distinguishes the best 
the world knows how to produce. 


The Output Limited 


EGARDLESS of the tremendous acreage of the 

great White factory—regardless of its enor- 
mots equipment in machinery—regardless of its 
hundreds upon hundreds of workmen—it has only 
a certain capacity per day or per week. Built as 
all White cars are, this capacity cannot be greatly 
increased. The White “30’s” and “40’s” havea 
reputation which has constantly crowded our fac- 
tory with orders during the last year; consequent- 
ly, it is expected—almost a foregone conclusion— 
that these cars will tax our capacity in 1912. There- 


fore, the output of the new “60’s” will be limited, 
necessarily. Produced in response to a definite de- 
mand for a White “Six”—even before customers 
had seen it, we booked order after order from blue- 
prints. In other words, the demand has exceeded 
all our calculations, and we are confronted with the 
possibility of being unable to produce enough of 
these cars. From our standpoint a most satisfactory 
condition—but to the man who wants iust sucha 
*Six”—the superlative car—from the Whn.e factory, 
it may mean disappointment, unless he acts to-day. 


Appointments for demonstrations can be made with White representatives in al! principal 
cities on or after January first. 


The White 


Company 


888 East 79th Street, Cleveland, Ohio 
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~The Motor Car Dealer and 


His Manufacturer 


EALERS in motor cars, as a class, have enjoyed perhaps the most unique and distinctive experience 
of any type of merchant in all business history. They were recruited from all walks of business life 
and to be successful it was unnecessary for them to have the merchandising experience which every 

other merchant must have. That was true up to yesterday. Today, as a result of extensive advertising done 
by all the manufacturers, the average customer knows more about motors and their features than the pioneer 
As a result, instead of its being a question of whether a dealer can make 


dealer did about his own. 
deliveries or not the successful dealer has begun to find that it is a question of merchandise. 


His offering 


must have the popular features that commend it just as any other piece of merchandise. 


HERE are all the advantages of 

quality, styles, dependability, 
price, plus that crowning asset—the 
maker’s financial stability and good 
reputation in building. This shifting 
of the requirements on the automo- 
bile market, we believe, brings the 
White line into prominence as hav- 
ing all the essentials of the highest 
type of proposition for the dealer. 

For more than twelve years the 
quality of the White cars has been 
consistently recognized by the buying 
public. In matters of style the 
White cars have always had_ this 
elusive quality. There have been no 
freaks or fads in their line, for a safe, 
conservative course has been followed 
and each successive model has shown 
the improvements which only could 
cater to an exclusive patronage. It 
is the kind of style that is demanded 
by the great mass of people of good 
taste. Dependability has been a heri- 
tage of White cars which has never 
been obscured through the years of 
automobile building. 

In the first endurance contest in 
which White steamers were entered, 
of the twenty-nine cars to enter, the 
four White steamer entries came 
through with perfect scores, which 
was an unusual performance for a 
single car in those days, considering 
the undeveloped state of the business 
and the bad roads. 


It has been characteristic of the 
White factory that their automobiles 
were always perfected before being 
put upon the market—they have 
always done their own experimenting 
at their own cost and only a finished 
product is offered the public. Such 
products from many a factory would 
be almost prohibitive in price, but 
learning from their fifty years of 
sewing machine manufacturing The 
White Company had caught the les- 
son of producing the best from a 
mechanical standpoint at the lowest 
cost possible, consequently their prices 
have always been low and there has 
been no charge for their manufac- 
turing experience which permits them 
to build so economically. 


We believe that the maker will 
become a bigger and bigger factor in 
the sales of automobiles as the days 
go by and a car will be known by 
its maker’s brand rather than by 
its specifications. Specifications can 
be made to read alike but quality is 
only guaranteed by the name on the 
car itself. A Tiffany jewel has ‘its 
market and its peculiar value and 
any buyer would prefer it to most 
others. 


We believe the dealer and the con- 
sumer are reaching the point when 
the White cars will stand in their 
class as Tiffany jewels do in theirs. 
The buyer today knows more and 


more about motor cars, yet in the 
labyrinth of details he must ulti- 
mately be guided by the name. 


HEN you visit the White fac- 
tory, see its completness and 
recognize the money that has been 
invested in buildings and machinery, 
you know that you are dealing with 
a dependable concern which has built 
up this enormous plant through the 
probity of its dealings. The White 
Company are square dealers for busi- 
ness sake—they believe it good policy. 
Then there is the variety of the 
White line. The White dealer does 
not have to handle two or three other 
lines or lose sales constantly because 
he has not the size or capacity that 
the customer wants. Except that The 
White Company offers no car at a 
very low price, it probably has the 
most complete line on the market, 
having touring cars on 30, 40 and 60 
horsepower chassis, all of which may 
be equipped with the usual types of 
town ear bodies or roadsters. Then 
there is the complete line of gasoline 
motor trucks, which have set a new 
standard for efficiency and reliability 
and have perhaps done more to place 
the commercial vehicle industry on 
a favorable basis than any other 
factor. 

Today is the time to seize the 
opportunity to get into the motor 
truck business. The country is just 
beginning to wake up to some of the 
possibilities—new uses will be devel- 
oped daily—and the dealer with a 
motor truck line has broadened the 
field of his operation. 

When it comes to motor trucks, it 
is even more important than in the 
touring car line, that the trucks shall 
be backed by a great, efficient, solid 
corporation—one that not only can 
make good motor trucks today, but 
whose stability is a guarantee for 
the future. <A _ truck should last 
indefinitely and a business man is not 
buying for a year or two. 

Style and name have very little 
to do with motor truck selling—per 
formance is the only measure—and 
business men are pretty keen regard- 
ing this measure of performance. 
Consequently, the White truck line 
is particularly attractive to the dealer 

not alone because of its quality 
but as well for the variety which the 
line offers. 

There is no phase of business for 
which The White Company has not 
built an especially designed, depend- 
able motor truck. It has 1500-lb. de- 
livery wagons for light work—l'4 
ton, 3-ton and 5-ton trucks for 
sturdy work—and every delivery prob- 
lem ean be solved within the limits 
of these capacities. 

What a truck can do for any man 
is proven by what it has done. Every 


business man understands this argu- 
ment. When a man finds what others 
are doing—when he has all the figures 
which prove economy or increased 
facilities and a wider business—he 
is ready to follow. Having sold a 
business man a White truck, when 
your other prospects inquire of him, 
you are sure just what the answer 
will be and on his re-orders you know 
where they will go. You are building 
a business with White motor trucks. 
We have scores of notable customers 
which proves these statements be- 
yond contention. 

It is not much more than a year 
ago that the Standard Oil Company 
bought its first White truck—today 
it owns 34, ranging in size from the 
smallest to the largest. Marshall 
Field & Company began in September, 
1910, with one 114-ton truck—today 
they own 16 White trucks and are 
part owners in 12 motor buses. W. 
& J. Sloane bought their first truck 
in May, 1910—today they use 15 in 
their New York and San Francisco 
establishments. 

The Blue Taxicab Company of 
Kansas City owns 19 White trucks 
and taxicabs, purchased after testing 
out the White machines to their 
complete satisfaction. In a_ recent 
letter they state: “Our ten White 
taxicabs and nine White trucks have 
set a new standard for motor truck 
performance in Kansas City.” 

Joseph Horne & Company, Dry 
Goods, Pittsburgh, Pa., bought one 
truck from the Pittsburgh branch in 
July, 1910—now their fleet of White 
trucks numbers 12. 

Mandel Bros., Department Store, 
Chicago, is another large department 
store using White trucks—they began 
with one, now they own six. 

The Auto Delivery Company, with 
branches in all the important Pacifie 
Coast cities, uses White trucks. They 
were one of the first concerns to ae 
quire a White “‘fleet”—it was small 
at first but they have steadily built 
it larger. This concern now owns 16 
White trucks. 

The Sterling & Welch Company, 
Furnishers and Decorators, of Cleve 
land, purchased two White 114-ton 
trucks in March, 1910—one_ year 
later they duplicated this order. In 
a letter they wrote recently to a firm 
who inquired about White trucks, 
they stated that during — sixteen 
months of usage, the expense for re 
pairs on their fleet of White trucks 
had not amounted to more than 
$110.00. 

The Higbee Company, Dry Goods, 
Cleveland, put in a White truck when 
the rest of their equipment was 
“electric’-—now they own four White 
trucks and their fleet will be “Whites 
only” very soon 

Instances might be 





multiplied 


indefinitely, but their final message 


888 East 79th Street, Cleveland, Ohio 


to the dealer could be only, “The 
White is the line that gets the re- 
orders.” 

The motor car dealer who is worth 
while to the maker whose product 
he sells and to the community in 
which he lives, is the dealer who is 
building his business for performance 
—he gets a line, sticks to it, and 
does not try one line this year and 
another next, a vacillating policy 
which in the end means he must eat 
his own words. 


HE dealer in motor cars or trucks 

who sells a thoroughly reliable 
line—one that will meet the demands 
of practically every customer, has the 
foundation for a dependable busi- 
ness, one that will grow year after 
year. His reputation, combined with 
that of the car’s, secures him busi- 
ness when others with more ques- 
tionable methods are wondering why 
the season is so dull. 

Probably it’s true that the motor 
car business depends, like other busi- 
nesses, upon the general commercial 
health of the country, but it is just 
as true that the dependable cars and 
trucks and the dealers who handle 
them will be less affected by this 
depression than the agent who deals 
on any other basis, even that of low 
price. 


Manufacturer’s Sales-Helps 


To Dealers 
HE quality of the car or truck 
which we have been speaking 
of—the reputation of the maker— 
these are the _ indirect sales-helps 
which the dealer gets by choosing a 
line like the White. 

Then there are the direct sales-helps 
for the dealer, chief among which is 
the national advertising campaign. 
The White advertising campaign is 
one of the largest, using thoroughly 
representative publications, reaching 
out to every state and territory, in- 
fluencing public opinion in favor of 
the White product. 

This advertising is constant, not 
spasmodic. It is construetive and not 
sensational and therefore its effect 
is permanent. We aim to have it 
the kind of advertising that makes a 
lasting impression upon the right 
kind of people—the kind of adver- 
tising that automatically selects its 
crowd—and that crowd those who 
realize that a good ear or truck is 
worth the price and are willing to 
pay a little more for the motor that is 
right. These people also know from 
the experience The White Company 
have enjoyed—from their reputation 
as manufacturers, that no one else 
will produce as good for less money, 
and we have yet to find a case where 
an equal quality was sold as reason- 
ably. : 























ABBOTT-DETROIT “30” 
5 Passenger Fore Door Touring Car 


Price $1350 


This is going to be a crucial year in the automobile industry. 


The appearance of a large number of cars at unusually low prices is 
forcing a condition which is bound to result in the “Survival of the Fittest.” 


Therefore, it is of the utmost importance to each dealer to ally him- 
ABBOTT-DETROIT “44” If with th ° 2 ‘bl ; 
self with the most substantial and progressive concerns possible—partic- 
Fore Door Demi Tonneau . : “1° 
Price $1775 ularly those which have the financial stability and perfected product neces- 
sary to meet and overcome strenuous competition. 








Those dealers who are already a part of our organization, know what 
our Policy of Permanence is, and what it has meant to their business. 

Abbott-Detroit cars have proven equally satisfactory, never having 
been radically changed since their inception. 

The remarkably low prices at which they are offered this year, 
equipped with very high grade accessories, large size tires and full 
electric light equipment, are sure to make them good sellers. 

Furthermore, the success of your business is further assured by the 
fact that every Abbott-Detroit car is guaranteed for life by the factory. 

Our Service Department, covering the entire United States, is ready 
at a moment's notice to co-operate with you, and with the owner, in 
order to make sure that Abbot-Detroit cars are kept in good, running 
condition at all times. 





ABBOTT-DETROIT “30” 


Fore Door Roadster 


Price $1275 Coupled with these advantages, the fact that we have already 
planned a very extensive advertising campaign, to cover the entire United 
States, will; we think, convince you of the desirability of taking on our line. 


We are looking for the best dealers in every section of the country, 
and if you are one, and wish to handle Abbott-Detroit cars, write or wire us. 


We have a very attractive dealer’s proposition to make you. 


Yours very truly, 


ABBOTT MOTOR CO., 


Detroit, Michigan. 
ABBOTT-DETROIT “30” 


Abbott Detroit 


Price $2150 Every Abbott-Detroit 
is guaranteed for life by the factory 











Not only this, but a complete service depart- thing we can honestly and consistently to live up 
ment of twelve divisions, covering the entire United to this polic y- 
States, is ready ata moment's notice to co-operate Back of all this is a feeling of « crong moral 
with the dealer and owner in the production of dilletinn, cal 4 dues dein © ial a Ge 
universal satisfaction. minds of Abbott-Detroit owners that feeling of 
The policy of permanence and co-operation confidence which should and must always be the 
has been the keynote of the Abbott Motor Com- __ basis of honest business relations. 
pany since its inception, and we are doing every- 





ABBOTT-DETROIT “44” 


Abbott Motor Company 


Price $3000 602 Waterloo Street Detroit, Mich. 
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ITH what feblings of leabGhetor) kaa! contentment are ‘the J Holiday visits accom- ° 
|| panied? At\no other time of the year does the geniality of the people manifest 
"| itself in, more clplessine ie IS. 



















Abbott-Detroit “44”. 


414 in. x 514 in. long stroke Continental 
Motor. Dual Ignition System with Mag- 
neto. “Gray & Davis nickel-plated Bullet 
Electric Headlights, combination Oil and 
E ¢ Side and Tail Lights— Tungsten 

4 Lamps, 180 ampere hour Lighting Battery 
t - Detroit | Body of; A mips black enamel with nickel- 

id plated ings. Horn and tools. Tires, 
36 in. x 4 in, Demountable Rims. Three- 
" speed. Transmission and Dry Multiple Disc 
Two-pedal Control, Clutch and 


‘such a\ io: of coats tment. the } 
itself a willing, and ti reless servant 








































Brake. Wheel Base, 120 inches. Ventila- 

~~ ted Fore-door bodies. 

F / Seven-passenger, Fore-door Touring Car, 

*) 4. | fully equipped (less Top, Windshield, 

ed  SpccAtenetae. and Auxiliary Seats) $1800 

Fore-door Demi-Tonneau, fully equipped 
(less Top, Windshield, .and Speedo- 


meter) 3 : - $1775 
tee ao Limousine; fully equipped $3000 
Abbott-Detroit “30” 


- 4% in. x.4¥% in. Four-cylinder Motor. 
- Dual Ignition System with Magneto. Nick-, 
; ‘ P ailated Bullet Electric Headlights, combi- 
_|. nation Oil and Electric Side and Tail Lamps 
.~ Tungsten Lamps, 100 ampere hour Light- 
ing, Battery. Horn and Tools. Tires, 34 in. 
x 3% in. Demountable Rims. One-pedal 
Clutch and Brake Control—simple, safe and 
ogi, Wheel Base 110 inches. Ventilated 





‘op, Windshield and aaa Res : 
lonial Coupe, fully equipped . $2150. 
fe model can be equipped with Dynamo 
equipment for Electric Lighting $ 90 
Abbott-Detroit Self Starter . eles 3 








Abbott Motor Company 


| } 602 Waterloo St., Detroit, Mich. 














Every Waverley Agent Represents 
the Entire Waverley Line : 


io “<= VERY demand for an Elec- [# ees 
\ E V tric Vehicle—Pleasure or Commer- ig 








X 
}\ 


/ cial Car—can be instantly met by 
Ree —_ the Waverley Agent. 

He represents the complete line— 
the largest and most varied line, from any factory’ 
in the world. 

Besides Limousine-Five there are nine Silent 
Waverley Pleasure Cars for 1912. 

Special attention is called to our Model 91 
Four-Passenger Brougham. It has an extra long 





interior—full 65 inches. It has full width seats 
front and rear, and is most luxuriously upholstered. 

Silent Waverley Sheltered Roadster is another 
smart 1912 model that interests Town Car Buyers. 
It gives all the service, and more luxury than is 
possible to the gas Town Car. 

The chassis is the same as that of the Waverley 
which entered an endurance run of Indiana gaso- 


WEST VIRGI WIA BREW ING COM PANY. 


line cars and made a tour of nearly fourteen hun- 
dred miles, with an actual running time of 124 
hours—an average of 113 miles a day for twelve 
days, with the longest single run of 157 miles in 
one day. 

All these cars have the Silent Waverley High- 
Efficiency Shaft Drive—the Silent Waverley 





——$__——. a Ls i 


PAE ES — Motor, with the greatest overload capacity of any 
MODEL 9g91—1912 BROUGHAM : 


motor of its size—full elliptic springs with torsional 
supporting cross springs front and rear—and run 


equally well on solid or pneumatic tires. 


There is a Waverley 
Commercial Car 
for Every Need 





from a light shaft-driven delivery wagon—(see 


‘ we ; — model 83) to a 3-ton truck. 
MODEL 9qo—SHELTERED ROADSTER 


There is a big market for the light delivery 
wagon, which is easily operated and cared for by a 
boy, and which answers the delivery needs of every 
retail business. It carries 600 to 1,000 pounds. 

There are Waverley Electric Hearses, the most 
elegant of all hearses. 

Below is shown part of a shipment of nine 
Silent Waverley Mail Wagons, just going into 
service in St. Louis, Mo. Each of these wagons 
had to pass rigid government inspection, yet there 
was not one — special” item in their construction. 
Every Waverley Car equals the perfection of 


those built for the U. S. Government. 





Write for finely illustrated catalogs of Pleasure 
or Commercial Cars—or both. : 





MODEL 93—TWO-PASSENGER COUPE I] 














- THE WAVERLEY COMPANY  ~—|—sC[/ 


169 South East Street Indianapolis, Indiana, U. S. A. | X 
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Gives You the Open Path 


Although five adults have ample seating room 
in Silent Waverley Limousine-Five, no one is 
forced to sit in front of the driver with back 
against the front window. 

Thus the driver’s view is entirely unob- 
structed. Full view ahead, the entire width of 
the street, gives the driver instant choice of the 
open path. 





The Waverley Non-Arcing Controller is the 
simplest and safest of all controllers, and so 
approved by electrical experts. 


Without a jar, this big car is stopped, re- 
versed or sent forward instantly. Your little 
girl could run this car, so pertect is its re- 
sponse. 


Silent Waverley Electric Limousine-Five 


Design and Construction Patents Applied For 


First among electrics in seating capacity for five, with full 
view ahead. It is the Town and Suburban Car for the entire 
for the companionship of three or four friends in drives 

for the theater party. 


family 
and calls 


It gives all the service of any Town Car at half the cost of 





most gas cars. 
the luxury of the quiet ride—freedom 


no other vehicle can be com- 


And in noiselessness 
from smoke and spattering oil 
pared with it. 

The markets of the world are searched for the finest goat- 

Write for the Waverley Art Book, richly illustrated in colors, fully 


describing Limousine-Five, the Silent Waverley Four-Passenger 
Brougham for 1912 and other models. Prices $3,500 down to $1,225 


THE WAVERLEY COMPANY 


Factory and Home Office 


skin morocco or broadcloth, with which it is deeply upholstered. 
The purchaser has the choice of materials and color of finish. 

Full elliptic springs with torsional supporting cross springs 
front and rear, with the long wheel base, give an ease of riding 
never before achieved. 

The Silent Waverley High-Efficiency Shaft Drive on which 
this car is operated is now in its fifth year of road use, on 
Waverley Cars. Solid or pneumatic tires. 

Exide, Waverley, National or Edison battery. 

Waverley Commercial Electrics are in increasing demand 


everywhere. 
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169 South East Street, Indianapolis, Indiana, U.S. A. 


NEW YORK 


PHILADELPHIA 
2010 Broadway 2043 Market St. 
Several hundred other dealers. 


Tt 





25 Irvington Place 


CHICAGO BRANCH 
2005 Michigan Avenue 


BOSTON 





Fully Equipped, $3,500 


Addresses on application 
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We want to hear from every dealer 
who wants to sell a big success 


HE 1912 Jacksons are the biggest 
“hit” we have produced in ten years 
of automobile manufacturing. 

The keynote of the line is value—it 
dominates each model. 

In a_ year when manufacturers are 
striving to give a great deal for the money, 
the Jacksons go enough beyond their nearest 
competitors to make them very exceptional 
cars. 

We believed we had “rung the bell” 
when we produced the 50 H. P., 124 inch 
wheelbase, Model “52” to sell at $1,800 
and the others, on down the line, to the 
30 H. P. roadster models at $1,000. 

Our belief was confirmed, first, when 
dealers began to come in to make their 
contracts for 1912. 

It was confirmed again when, in Sep- 
tember, we went before the public with 
our first announcement. 

The 1912 Jacksons were a success. 

The buying public said so—and the 
buying public knows. 

It was quick to see that, in every essen- 
tial of a fine motor car—in power, and 
size, and price —the Jackson “had the edge” 
on anything announced up to that time; 
and the majority of the new season an- 
nouncements had then been made. 

This is the line we 
handle. 


We are hammering home the Jackson’s 


invite you to 


good points and its exceptional value by 
national advertising— using big space in the 
Saturday Evening Post, Collier's Weekly, 
Harper's Weekly, Life and other mediums 
of large circulation. 

In the brief period that has elapsed 
since the public was first informed of what 
we had to offer, our sales have far out- 
stripped the sales in the same period in 
any previous year. 

Veteran dealers—-men who have sold 
Jacksons since the first were built—were 
swept off their feet by the instantaneous 
success of the new cars. 

The average man about to buy a car 
has become a keen judge of values. 

He has been educated to the point 
where he wants to be shown. 

Seven times out of ten, a Jackson 
dealer sells his prospect. 

The Jackson values are so obvious—so 
greatly in excess of the offering of any 
other cars at approximate prices— that 
there is no such thing as failing to impress 
a buyer. 

This is the line we offer you——a line 
not only of notably exceptional values, 
but one backed by a manufacturer of ten 
years’ experience. 

It is the sort of line you would like to 
control in your territory, we venture. 

Then lose no time in getting in touch 


with our sales department. 


JACKSON AUTOMOBILE COMPANY 


JACKSON, MICHIGAN 
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No hill too steep 
No sand too deep 
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Model Forty-two— $1500 











Forty horsepower, four cylinder mo- 
tor; 118 inch wheelbase ; full elliptic 
springs, front and rear; 34x4 inch 
tires. Roomy _five-passenger body. 
Price includes full equipment of top, 
windshield, gas tank, etc. 













value in Jackson cars. 


You see it in their size—their power—the ease with which 
they ride. 


In the instant and willing response of their powerful motors 
—in their ability to cope with a difficult situation. 


Fifty horsepower—which usually means $3000 or more— 
is yours in the Jackson “52” for $1800, supplemented 
by the long wheelbase (124 inches) and the big 
wheels and tires (36 x 4 inches) so necessary to com- 
fort in a high-powered car. 















ut 


Model Thirty-two—$1100 


Thirty horsepower, four cylinder mo- 
tor; 110-inch wheelbase; 32x 4 
inch tires ; five-passenger torpedo type. 
Gas lamps and oil lamps, tools, etc. 


Instead of the 30 horsepower that a price of $1500 has 
always implied—40 horsepower in the Jackson “42” 
at that price; with wheelbase of 118 inches; 34x 4 
inch tires ; and complete equipment of top, windshield, 
gas tank, lamps, etc. 


And in the Jackson “32”—our $1100 car —30 horsepower, 
32 inch wheels, 110 inch wheelbase. Of the same 
high quality, in every detail, as the larger Jacksons. 





Full elliptic springs, instead of the usual half or three quarter 
elliptic, on every Jackson car—simply another proof 
of the value already apparent. 















Model Twenty-eight—$1000 


Two-passenger roadster. Gasoline 
tank and luggage box at rear. Four 
cylinders, 30 H. P., 110 inch wheel- 
base. Gas lamps and oil lamps, 
tools, etc. 


A generosity of power and size and riding ease that, as a 
rule, is the especial attribute of the costliest cars. 





And back of it all a progressive experience of more than 
ten years in the manufacture of good automobiles. 


All we ask you to do is to go to the Jackson dealer and 
confirm what we have told you. 


Let us send you our complete 
catalog, illustrated in two colors. 


JACKSON AUTOMOBILE COMPANY 
1110 E. Main St. Jackson, Mich. 


Jackson cars exhibited in space No. 111, on the elevated plat- 
form— Madison Square Garden Show, New York, January 6-13. 


Model Twenty-six—$1100 


Two-passenger torpedo roadster. 
Gasoline tank and luggage box at 
rear. Four cylinders, 30 H. P.; 110 
inch wheelbase. Gas lamps and oil 
lamps, tools, etc. 













Model 52 (below)—$1800 
Fifty horsepower, 4 cylinder motor ; 124 
inch wheelbase ; full elliptic springs, front 
and rear; 36 inch wheels. Extra roomy 
five-passenger body. Price includes de- 
mountable rims, gas tank, horn, tools, etc. 
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The Advantage of Handling 
a Comprehensive Line 


No man can talk three or four, or even two makes of car with the same conviction 


HE Marathon line is 
comprehensive. It’s 


elastic. There is hard- 
ly an automobile taste that 
can not be met in one of the 
cars we make. 

The advantage of handling 
such a line, as compared with 
a hybrid agency that seeks to 
cover the field with a mixed 
lot of cars, is obvious. In 
fact there’s no comparison 
possible. 

An agent can no more talk 
two different cars convine- 
ingly and with equal impar- 
tiality than he can love an 
own child and a_ stepchild 
with the same devotion. It 
simply can not be done. 
Somewhere back in the gray 
matter of the human brain 
there is a thought centre that absolutely will 
not permit thought impulse to travel along 
parallel lines at the same time. 

The ideal way is to handle a line that is 
broad enough to cover the field of purchase. 
One whiclf bears throughout the same quali- 
ties and characteristics of construction, the 
same talking and selling points and the same 
general mechanical differences. 

In this way there is no divided feeling, no 
waste energy, no forced effort. It is “all for 
one, and one for all.” In this way the car 
becomes almost a living entity. It breeds 
enthusiasm. It saturates. 

This is a general proposition that needs no 
argument. A _ self-evident truth that is so 
convincing that more and more the successful 
agencies are recognising the necessity of 
coming to it. The law of common sense is 
the best anchor to hold by; and salesmanship 
is nothing more or less than common sense, 
well applied. 

Applied to the automobile agency, common 
sense means a one line agency,—provided the 
line satisfies demand. 

The Marathon line fills all the requirements 
of a complete agency that leaves no want un- 
met. It was designed for this very purpose. 
It was determined that no Marathon agent 
should lose a sale because of any inability to 
meet a customer’s views as to the kind of car 
he might want. 

With ten models of pleasure car and four 
trucks, this line is in a dominant position 
with respect to any possible demand, and 
obviates the danger so often encountered by 
the agent with a limited line—that of having 
a prospective purchaser say, “that is not just 
exactly what I want.” 





How many times has that sad sentence 
rung in an agent’s ears, when a car seemed 
all but sold? How many times has he seen 
the reward of his salesmanship and hard work 
pass on to another agent simply because his 
car was not just exactly what was wanted? 

There’s a remedy for this condition. A 
comprehensive line. 

With a range in price that begins with the 
raciest little roadster in the world at $685, 





a car that was built simply as an advertise- 
ment, “to carry the line” and demonstrate 
just how far a dollar would go in Marathon 
quality,—on up to the luxurious Limousine 
at $3250.00, there is little danger of losing a 
sale by not having “just exactly what is 
wanted.” 

This makes possible the use of the strongest 
essential of sound salesmanship—an undivided 
interest. 

Speaking of enthusiasm, here is a line that 
is easily “talked.” They are sturdy cars, yet 
they have that grace of simplicity about them 
that is elegant and especially attractive. 

An honest story is all that need be told 
about the Marathon. It has all the qualities 
of materials and workmanship that court 
truth. It does not want description with a 
lot of superlative adjectives, and its sale does 
not depend upon the paint upon its parts. 

It makes friends. It is better sold by 
demonstration, by close association and by 
the story of service of some Marathon owner. 

There is no better verification of these claims 
possible than the record of the past year at 
the Marathon factory. During this time, the 
output of these cars has been increased 400 
per cent, yet the demand for the line is so 
far from being satisfied that additional factory 
space has been acquired and machinery in- 
stalled that will again double the output 
almost immediately. 

In this connection the point to be empha- 
sized is, that this demand is present, not 
prophesied. 

While it is a quick growth, it’s a solid 
growth, because every Marathon owner is a 
Marathon “Booster.” It is a common occur- 
rence for a Marathon owner to buy improved 
models from year to year without ever a 
thought of trying a different car. 

And that mighty near tells the whole story. 

The object of manufacturing is supplying 
a want. The object of buying is satisfying 
that want. The object of true salesmanship 
is bringing the Manufacturer and buyer to- 
gether to their mutually best interests. This 
is especially true as regards automobiles where 
the buyer is usually without detailed knowledge 
of the object he is about to purchase and is 
more apt to be prejudiced by paint than ruled 
by reason. 

It is, therefore, a distinct asset to an agent 
to represent a line he knows to be honest, about 
which he can speak in enthusiastic terms with- 
out the necessity of mental reservations, and 
still a line that so broadly covers the field he 
may feel secure in soliciting every sale. 

When the Marathon Motor Works entered 
the automobile business early in 1907, they 
realized that their future success depended 
upon results obtained by Marathon owners and 


MARATHON MOTOR WORKS =- 


not by extravagant claims of 
superiority, their aim being 
to manufacture ears that 
would satisfy. 

And the fact that their busi- 
ness has increased more than 
tenfold would seem to in- 
dicate that they have accom- 
plished their purpose. 

Marathon ears are powerful, 
reliable, and silent running, 
—the result of correct design 
and accurate workmanship. 
All materials entering into 
their construction are care- 
fully tested and each part is 
accurately finished and as- 
sembled by skilled workmen. 
The composite result is, natu- 
rally, a good car. 

And what a wonderful sat- 
isfaction there is in the 
handling of a good car. Where you don’t have 
to “put one over” on your customer. Where 
you know he is getting dollar for dollar value 
in his ear. Where your “selling talk” fairly 
overwhelms with the sheer force of its truth! 

And where you have all this in a line of 
ears that is prepared to meet competition at 
all angles and where you can talk the same 
points on any model you have a selling propo- 
sition that is mighty hard to beat. 

You get all this in the Marathon line. 

From the little “Silent Salesman” on up to 
the big cars, the true value of each model is 
evident. The same strong points of mechani- 
cal superiority dominate each car, the same 
well organized factories build them. They 
invite comparison with every competing car. 

The prices range evenly up the scale and 
yet the difference in value in each higher 
priced car is clearly defined. The wide range 
of choice can satisfy every prospective cus- 
tomer. 

Take the K-20 Roadster, for instance. At 
$685 this little car clearly leads the small car 
class. It sets a new standard in automobile 
values. At first thought it would seem impos- 
sible to build a good car at this price, and 
still it can be done. 





It does not mean that the Marathon people 
are trying to revolutionize the automobile 
industry. It simply means that they are con- 
tent with a reasonable profit. That they are 
setting a stiffer pace for their competitors to 
follow. 

Automobile building is a big industry. It 
will endure. But the mushroom days are 
past and it is settling down to a safe and 
sane basis. And in the gradual sifting out, 
many companies will fall by the wayside. 
Those companies whose product is a real value 
will predominate the field. But they must sat- 
isfy the demands of the public. They must 
offer a choice to the purchaser. They must 
meet the dealer on a common ground. 

A live dealer will appreciate the value of 
handling a comprehensive line. 


Nashville, Tenn. 
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Bigger, Better Car—The $1200 Marathon 


A 











This is the car that has proven how much twelve hundred dollars 
can do in the building of an automobile— How service may be had 
without the sacrifice of economy—A strictly common sense car. 


The Car Itself 


This car carries all the characteristics that 
have so rapidly made a place for the Marathon 
among the really good cars of the country. It 
is based on careful designing and the satisfaction 
of Marathon owners. 





Their unqualified indorse- 
ment and their graduation from the earlier to 
the latest models of the same line is unimpeach- 
able evidence that these cars are built right. 
They are a logical result of six years of careful 
study and practical application of the best in 
automobile construction. This $1,200.00 Mara- 
thon is the outgrowth of a determination to 
make a “better car.”” To this end many a design 
has been created, tested and discarded for a 
better one. Improvements have been added that 
demanded factory changes involving many thou- 
sands of dollars. Months of trial and prepara- 
tion have been cheerfully given. And the result 
is this “bigger, better car.” 


Each Marathon Dominates 











OUR SILENT SALESMAN 


ey wonder how we do it 


Marathon Model K-20 








usual equipment Built to “carry 


y ri 4 2. 4 
Fore-Do R er, 90-inch wheel base, 32x3 tires, 20-horse- 
power, 4-cylir er unit p r plant, sliding g ransmission, 
s t : 
dae ine thr h torsion tube e universal 
it 
, sis re springs and 16-i ring wheel 
om etely ¢ I | vit mohair - : .- ’ 
| shield 1 ope noh top, automatic wind 
$685. 








Its construction is unrivaled. Its finish un- 


equalled. Its mechanical perfection beyond re- 
proach. Years of experience have been built 
into these cars. The result is superiority in 
design, workmanship and materials. Each Mara- 
thon model has the same wonderful power plant, 
with its silent readiness to serve and its same 
enduring qualities. Each model has the same 


generous specifications and real car-efficiency 


that makes it dominant in its class. There’s 


nothing extreme in the Marathon. Every devel- 
opment of automobile construction that adds to 
the strength or equipment of a car appears in 


the 1912 line——but not until it has been time- 





tested and service-proved. 


Pride of Ownership 








The owner of such a car feels a deep sense of 
satisfaction in the pleasure and comfort derived 
from his car, especially when he considers the 
price paid and the service received. It does not 
seem a mechanical possibility to produce this car 
at this price, but it is. A car in which graceful 
lines delight the eye, ample power responds to 
the slightest touch of the throttle, and every 
detail of finish shows a care and skill of work- 
manship missing in many cars of greater cost. 
(And there is a lasting satisfaction in the owner 
ship of such a car—a sort of intimate friendship. 
We are proud of the pride that every Marathon 


owner takes in his car. 


e 
The Matter of Price 
The usual course is to fix a price on a given 
model, and then build the car to fit the price. 
The Marathon method is different. 








Every model 
in our line is built with all the care and attention 
Then the 
spares neither 


to detail that experience can give. 
price is fixed. This method 
comfort, elegance nor mechanical excellence. It 
assures the buyer not only of the pleasure the 
appearance of his car creates, but of dependable 
service. This is true not only of the $1,200.00 
Marathon, but of the complete line, which begins 
with the racy little roadster at $685.00, and goes 
on up to the luxurious limousine at $3,250.00. 





Marathon Cars for 1912 


MARATHON MODEL N-50, including 45-horsepower 
motor, 123-inch wheel base, and 36x4 tires, with Firestone 
demountable rims, is made in the following styles: Lim- 
ousine, Fore-Door Touring and Torpedo Roadster. Com- 
plete equipment includes mohair top, windshield and 
Prest-O-Lite tank. The Roadster has spare tire and trunk. 
Prices: Limousine, $3,250; Fore-Door Touring, $1,800; 
Torpedo Roadster, $1,800. 


MARATHON MODEL M.-40, is built in Torpedo Touring 
Fore-Door Touring and Torpedo Roadster; 35-horsepower 
motor, 118-inch wheel base, 120-inch on Torpedo Touring ; 34x 4 
tires, with Firestone demountable rims and complete equip- 
ment, including top, windshield and Prest-O-Lite tank. 
Prices: Torpedo, $1,600; Fore-Door Touring, $1,500; Tor- 
pedo Roadster, $1,400. 


MARATHON MODEL L-30, is built in Fore-Door Tour- 
ing and Torpedo Roadster, completely equipped with top, 
windshield and Prest-O-Lite tank, 30-horsepower motor, 
116-inch wheel base, and 34x34 tires. Prices: Fore-Door 


Touring, $1,200; Torpedo Roadster, $1,000. 


MARATHON MODEL K-20, is built in Fore-Door Tour- 
ing and Torpedo Roadster; 20-horsepower motor, 96-inch 
wheel base on Touring and 90-inch Roadster, 32x3 tires 
Fully equipped with top, windshield and Prest-O-Lite tank. 


Prices: $850 for Fore-Door and $685 for Roadster. 











MARATHON MOTOR WORKS, Nashville, Tenn. 











“Operating along the lines of least resistance,’ 


so far as the automobile dealer is concerned, is securing 
a line of cars that are known to be reliable and in 
demand by the public. 

The Mitchell car has always been a good seller from 
the very week of its beginning and each succeeding | 
year has witnessed an extraordinary development. ‘The Ee 
year of 1912 becomes particularly strong for Mitchell | 
cars by reason of two new additions to the Mitchell | 
Family which fill many long-felt wants. 

The Mitchell Baby Six, for instance, has been appropriately termed | = 


99 





«<The Logical Compromise,” and is half way between the big roomy car 
and the ordinary size. Many a man has wanted a six cylinder car, but | 
because six cylinders have always carried with them great bulk and expense 

he has been content with the four cylinder. These. men are all proba- 
bilities for the Baby Six, because it is exactly the car they want. 

The Baby Six at $1,750 is bigger than the average four cylinder car 
and smaller than the average six cylinder. Its capacity of five passengers | 
just about fits the average family, and then besides the price is ght down | 
on the ground where common people live, there is an abundance of 
power and a wealth of class. 

The Mitchell Getabout, designed for two passengers, is intended to 
take the place of the so-called ‘*Mosquito Fleet.” It has the same power 
as the average four cylinder car, yet a longer wheel-base and sturdy 
muscles. The engine is powerful, yet so is the frame, and the car can’t 
rack itself to pieces. It has been a remarkably easy seller in all parts of 
America, and we think it will make a record that no other small car 
ever has. 

The Mitchell Big Six, together with the Mitchell four-passenger thirty 
and the Mitchell five-passenger thirty, constitute a line of cars that any 
dealer would be proud to handle, and every agent is permitted and author- 
ized to talk Mitchell Service, which amounts to a practical insurance | 
for his purchase. 











HERE IS THE MITCHELL FAMILY AND PRICES 


MITCHELL Big Six, 60 horse-power ‘ , ‘ P $2,250 
MITCHELL Baby Six, 48 horse-power . . ‘ ‘ 1,750 
MITCHELL Getabout, 30 horse-power . . ‘ ; 950 
MITCHELL Four-Passenger, 30 horse-power . , ; 1,150 
MITCHELL Five-Passenger, 30 horse-power . ‘ ‘ 1,350 


Write for advance brochures and information giving all the details of the Mitchell proposition 
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Mitchell Baby Six 


The Logical Compromise 


The Mitchell Baby Six will be the stellar attraction at the New 


York Automobile Show and will interest more classes and tastes than any other 
car in the world, /eaving price out of the reckoning. 


re ‘, = 

The Baby Six is the long-looked-for LoGicaL COMPROMISE 
between great and small passenger capacity, great and medium power, great and 
moderate cost. It is the one car that the bulk of the population has begged for for years. 

Now that it isa reality, we want you to examine it exhaustively, then ask your- 
selves these direct questions: ‘‘What other car in the world offers so much for the money—what 
other car in the world offers so much for twice the money—what other car more nearly satisfies the PUBLIC POINT OF VIEW? 

READ THE Derails: The Baby Six has six cylinders, 48 horse-power, 125 inch 
wheel-base, drop frame, ventilated torpedo front, full floating type rear axle, three-quarter 
elliptic springs, selective type center control transmission, demountable rims, 36x 4 tires. 

THE Price Is $1,750.00. AND REMEMBER that fhe price includes the equipment which is as 
follows: ‘Top with cover, Splitdorf dual ignition system, five lamps, horn, generator, jack, complete set of tools and one 


extra demountable rim with holder. IS “THERE ANY AUTOMOBILE PROPOSITION YOU KNOW OF THAT CAN 
BEGIN TO EQUAL THIS? 


The tendency of the times is towards six cylinders, restricted passenger capacity and mod- 


erate cost. You want power, beauty and class without bulk. Six cylinders mean a continuous application of power and 
exceedingly economical gasoline consumption—more economical even than with four cylinder cars of the same _horse- 
power. Analyze the features of this proposition and we think you will sell yourself a Baby Six. 

‘The Six Cylinder is the popular idea of motor—the five-passenger capacity the popular idea of size—the 48 horse- 
power is the most any one can use anywhere—the 125 inch wheel base together with three-quarter elliptic springs imparts that gliding cradle 
like motion we all love—the demountable rim is the only real quick-detachable, bother-reducing plan. 


Now understand, the Baby Six is so classy that it is intended for the millionaire as well as his more financially-modest 
brother, Any millionaire will be proud to own one and if you think this overdrawn, go to the show and see the car or call on your nearest 
agent and take a ride in the Six. 

THAT ISN’T ALL: There is another addition to the Mitchell Family which you may see fit to adopt if you can’t 
afford the Baby Six. It is the MircHeLL GetTasBourT at $950, a charming two-passenger 30 horse-power affair which has more real beauty 
and roguish, dapper line than any two-passenger roadster in existence. It will please you whoever you are and it will dis 
number of the small cars that now infest the road. It has standard equipment which is included in the list price. 
You musn't miss it. You'll fall in love with it. We know it. 


| 
pose of a countless 


And don’t forget the Mitchell Big Six, the 4-passenger 30, and 5-passenger thirty 
—Great cars, all of them. 
The car you ought to have at the price you ought to pay. Silent as the foot of Time. 
BRANCH HOUSES: 


Philadelphia, New York, Dallas, 
Atlanta, Seattle, Kansas City. 


EUROPEAN BRANCHES: 


London, Paris. 
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Dealers in Good Cars are Featuring 
and Pushing theWarnerAuto-Meter 
Exclusively for 1912. 


UR 1911 Campaign of Advertising has 
been flooding us with orders in con- 
stantly increasing volume. Every Au- 
tomobile Owner and Prospective Owner knows 
all about the Warner—its marvelous accuracy, 
its sturdy reliability,and that it is good for prac- 


tically a lifetime of efficient service. 


Every Automobile Prospect 
Earnestly Desires a Warner 
on His New Car 


All the dealer has to do to make a sale is to 
remind his prospect that one Warner will re- 
main accurate and reliable during the life of 
many cars—that by the year or by the mile it is 
by far the cheapest speed indicator made—to 
close the sale. The automobile owner never 
really weeds more than one Warner—though he 


usually buys a new one with each new car. 


Don’t Forget Future Business 


The only way to be sure of a year after year trade 
from the same people is to sell Re/iable Merchandise 
which gives satisfaction. Every time you sell an un- 
reliable article you injure your reputation as a judge of 
values—and customers will soon hesitate to accept 
your recommendations. 

A Warner Auto-Meter is the best and choicest in 
a speed indicator. It STAYS SOLD with no “come- 
backs.”’ It gives such perfect service, such entire satis- 
faction and is so accurate, reliable and wondrously 
durable that owners are proud to ‘‘boost’’ it to all who 
will listen—and praise your wisdom in insisting that they 
pay the little extra for QUALITY. No man ever 
sold ‘Trouble’? who did not live to regret it. 

And no man ever sold a Quality Warner who did 
not later thank his lucky stars that he had the nerve to 
hold out until his prospect decided to have the BEST. 

And remember this: That it is getting easier every 
day to sell Warners. Automobile users are learning 
that they cannot get ‘‘something for nothing.” ‘They 
recognize the Warner as the BEST SPEED INDI- 
CATOR money can buy. They know WHY. And 
when a man knows WHY an article is choicer and 
better than another you belittle his intelligence when 
you offer him something ‘“‘just as good”’ at a lower price. 
You can’t afford to do it, even though your immediate 
profit is greater. 


Our Big Campaign of Advertising 
Will be Continued Through 1912 


Our sales have increased so tremendously since 
our 1911 advertising began that we shall keep right 
on with pages and double pages in Collier’s, The 
Saturday Evening Post and others reaching Auto 
Buyers, right through 1912. 

The first of these ads will come out at the time of 
the Auto Shows and will continue right on through 
the year. 


Watch the Publications 
Out on Show Week 


And then—if you have not already decided to push 
the Warner--decide to do it now. 

Your permanence in business largely depends 
upon the QUALITY of what you sell and the Satisfac- 
tion it gives. 


The Warner Auto-Meter, ‘‘The Aristocrat of Speed Indicators, ’’ 
is the Highest in Quality and Most Satisfactory and 
Reliable Speed Indicator Made. 


WARNER INSTRUMENT CO. “Tiswisieac” Beloit, Wis. 


Canadian Branch: 559 Yonge Street, Toronto, Ont. 





or repairs for such instruments at any price. 


and offered as new, in the attempt to fill orders. 


cannot be secured for them. 





PLEASE NOTE that the Warners offered at a discount to consumers by a certain “Automobile League” cannot be 


secured from us; and that we will not guarantee new instruments bought through them, nor will we supply parts 


WARN YOUR CUSTOMERS to look out for old models and second-hand instruments which may be polished up 


YOU WILL ACCOMMODATE US by furnishing us with the numbers of any Warners bought from a “League” at 


a cut price, so that we may post them as “unfair” in our 21 Branch Houses, thus making certain that parts or repairs 


WarNnER INSTRUMENT COMPANY. 
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Warner Auto-Meter, Model M2 


Price, $125 


Other Models, $50 to $145 








TOTAL : 
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WARNER INSTRUMENT COMPANY 
BELOIT,WIS. U.S.A 


N° 81605 











UR BUSINESS for 1911 was by Many Thousand 


| Dollars the Largest in our History. Notwithstanding that our Sales 
tor 1910 were nearly double those of any preceding year. 
This is interesting to automobile owners in that it points a moral: 


It means that Warner Quality and Honest Workmanship permit themselves to be deluded with the idea that Accuracy, 
have won out in spite of business conditions so adverse that Sterling Quality and Lifetime Durability can be secured in a 
the whole automobile industry suffered during the entire year. Speed Indicator selling for a few dollars—claims of the makers 








It means that Warner Quality, e 1 of inferior indicators to the con 
Accuracy and Durability have WAR N EF trary, notwithstanding. 
Won u 


out against Inferiority at a 


Every day, week and month 
‘ 
low price—and price is always a go me our sales have been and are 
strong appeal for preference. d d : showing a marked increase 
| AR S| S 3 











\nd it proves that the Automo Lb 
bile Owning Public no longer 








over the same period a year 

















ago. Get in line for your share. 


1912 will be a Landslide Year for the Warner Auto-Meter—“The Aristocrat of Speed Indicators” 
The Warner can be secured through sigeten | WARNER INSTRUMENT CO. Free to Automobilists A vest - pocket 

















ble Automobile Dealers in any city or town in MAIN OFFICE AND FACTORY - “Automobile 
the United States. Warner branches are main- 1212 Wheeler Avenue, BELOIT, WISCONSIN Expense Record” tab indexed for conveniently 
| tained in all the principal cities for the con- Branches Maintained in the Following Cities keeping account of tires, gasoline, oil, repairs, etc. 
venience of these dealers and their customers. Atlanta Cincinnati Indianapolis Philadelphia Seattle Sent FREE for name and model of your car. 
| Inquiry to Beloit or at our branches is invited Boston Cleveland Kansas City Pittsburgh St. Louis Address E. C. Collins, Booklet Dept., Warner 
| ‘i Buffalo Denver Los Angeles Portland ; 4 
| for Warner literature. Chicago Detroit New York San Francisco Instrument Co., Beloit, Wis. 
wa —_——— — CANADIAN BRANCH: 559 Yonge St., Toronto, Ont. C———————————— 
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ST.LOUIS.MO.U.S.A. 


AGENTS! Moon Has an Unusually 
Attractive Proposition for You. Write! 


Don’t let this day pass without investigating the Moon Motor Car Com- 
pany’s 1912 proposition to agents. 


This proposition is open right now. 

Fill out the self-addressed Moon post card that comes with this circular. 
Or write a letter. Do it at once. 

You will find it worth while. 

Some of the finest territory in the country needs the immediate atten- 
tion of MOON agents. 

Our big, nation-wide advertising campaign is putting the great Moon Lae 
“40” before every prospective automobile purchaser in the United States. 

Full pages in Collier’s Weekly, The Saturday Evening Post, and con- 
spicuous copy in other leading mediums, are scheduled. 

Multitudes of inquiries are coming in. 














Seasoned Hickory Wheels; Spokes 15% inches in 
Diameter; 36x4-inch Tires, front and rear; Un- 
usual roomy Metal Body; 120-inch Wheel Base; 
T-head Motor; 45 Horsepower, actual brake test. 


The great big self-starting Moon 
“40,” at $1,800, is a whirlwind 
suCCESS. 





And then there are the Moon “30” models. 
Full $200 value has been added to the 
Moon “30’s” for 1912, and no increase 


Consider this magnificent car, and what comes 
with it, at $1,800, and you will see why: 


Self-Starter; Demountable and Quick-Detach- 
able Rims; One Spare Demountable Rim; 





Special Demountable Tire Holder; Combination The Moon T-Head 


License Holder, and Tail Light Bracket; Full 
Kit of Tools, Pump, Jack and Horn; Com- 
modious Tool Box; Driver’s Glove and Goggle 
Box (between seats); Prest-O-Lite Tank; Large 
nickel and black New Style Solar Head and Side 
Lamps, Folding Foot Rail; Combination Coat and 
Cloak Rail, Ebonized Finish; Nickel Plated Trim- 
mings; Stromberg Carburetor, with  self-start- 
ing attachment; Magneto, of course, and Battery, 
auxiliary ignition; Genuine Honeycomb Radi- 
ator; Big, Strong, Safety Grip Steering Wheel; 


Don’t delay writing for the Moon Proposition. 


Motor in each of the “30's” has 


) 
In prices. | 


been increased to 4%-inch bore and 5-inch stroke. Last 
year the bore was 44%. It is the long stroke motor. ‘The tires 
are bigger—now 34x4 front and rear. Last year’s tires were 


34x3%. The wheel base is increased from 112 to 116 inches. 


All-metal bodies, in black and brass finish, have the smart 
snappy style demanded by motor car buyers. The Steering 
Wheel is larger. It is an 18-inch steering wheel. The Radi- 
ator is genuine Honeycomb. 


‘The most complete equipment ever put on cars at these 
prices goes with each MOON “30.” ‘The car price includes 
a Magneto, Full Set of Solar Lamps, Prest-O-Lite Tank, Foot 
Rail, Robe Rail, a Full Kit of Tools, etc. Where else can 
you find such values at $1,600 and $1,650. 


Do it now while you 


have these pages before you. 


MOON MOTOR CAR COMPAN 


30” Raceabout, $1,650 





Model “30” Fore Door, $1,600 


“src St. Louis, Mo., U.S. A. 
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Model “30” Torpedo, $1,600 





























ST.LOUIS.MO.U.S.A. 








Model “40” 


40 Horsepower 
120-inch Wheel Base 


iy 





oh 


$1,800 


Demountable Rims 
36 x4 tires 
Nickel plate and 
black enamel 
finish— most com- 
plete equipment of 
details imaginable 
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experience back Moon Cars”’ 


The builder’s mechanical experience is the only positive guaranty you have 
of a motor car’s merit. Less than ten years covers the actual connection of 
nearly every designer and builder with automobiles. Less than ten years! 


Unless there are many more years behind 
that of daily experience in the factory 
knowledge of materials—the f 


factor of 
safetv—accuracy—all that goes into fine 
machinery—what can you depend on? 

| have been a manufacturer on a large 
scale for more than thirty years. My father 
was a manufacturer with a lifetime of ex- 
perience in fine steels. He made the famous 
Moon guns. [or more than thirty years | 
have personally inspected and passed on 
the work turned out by my factories. I 
know the materials and | know the work 
from foundries to finishing rooms. 

It was five years after I determined to 





120-inch wheel base makes my new “40” 
ride easy. Short wheel “have 
the curse of medium priced cars. 
the 36-inch Moon wheels—tires 36x4 inches, 
front and rear. Note the big spokes, 134 
inches in diameter. The spokes of other 
cars are 11% inches—the size | abandoned in 
1907. The Moon has full-floating rear axle 
of special Moon design—fan in the flywheel 

three-bearing crankshaft—genuine Hon 
eycomb radiator—no false front—all-metal 
body. It is a big, roomy, stylish automo 
bile, with a world of strength. | am proud 
of it—and you will be proud of it. 

let me send you my 1912 catalog. It 


bases been 





Observe 


make automobiles before I had a motor shows the Moon “40°—just out—and sev- 
completed that fulfilled my idea. The eral other models. 

Moon motor has a [-head. Aside from the rT ii 
Moon you find T-head motors only on the N (26) § 
highest priced cars. The Moon motor has a N Use the Coupon N 
41 4-inch bore and 5-inch stroke. It isa long - : JOS. W. MOON, President Moon Motor Car Company N 
stroke motor—and you know anything buta = & 4414 No. Maia Street, St. Louis, Me. 3 
ae :* Pa : ‘ x Send me your Catalog of Moon Ca 1912 Model N 
long-stroke motor is obsolete in this day. Ss N 
My Moon “40” has a Self-Starter. N , : 
Certainlv! We have been using a Self- Saas > 
paki! amas meal oe i. wo S 
Starter in our tactory and road experi- N iddre _—— N 
ments since 1908. VT TT TTL TLL LILLE LLL LILLIE LLL LL 2 





MOON MOTOR CAR COMPANY, 4414 No. Main St., St. Louis, Mo. 
































Model “40” Raceabout, $1,800 
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The Name Marmon Means An 
Invaluable Asset To Any Dealer! 


HE Marmon is known 
—everywhere as the highest 


— of the auto- 
mobile. It sells at the moderate 
price of $2,750. 


Marmon victories in winning the 
world’s greatest contests when 
pitted against the best cars of 
Europe and America have adver- 
tised this car on the front pages 
of great newspapers everywhere. 
Magazines, trade papers, author- 
ities of the automobile world 
have added their tributes to the 
records showing the superiority 
of this wenderful car. 


Marmon service has proved un- 
questionably that these victories 
were but demonstrations of the 
unequaled design, materials and 
construction of every Marmon 
car. 


Owners of other cars who have 
bought a Marmon have made 
the phrase—“ You never know 
what rea/ automobile service is 
until you own a Marmon.” 


Figure the times in your experi- 
ence as a dealer when you have 
encountered the prospective pur- 
chaser whose desires are summed 
up in these words—“I want a car 
that I can depend upon.” ‘That 
man wants a Marmon. 


How many buyers are there in 
your territory who even though 


they own low priced machines 
are longing for a better car-—a 
car of the highest reputation? 
Every one of them should have 
a Marmon. 


Wherever you find a buyer who 
wants the best of automobile 
values there you will find a Mar- 
mon prospect. 


The name Marmon is associated 
with many of the best and most 
prosperous dealers in America. 
Every one of them realizes that 
our great organization, with sixty 
years of successful manufactur- 
ing, is determined that every 
Marmon car shall live up to the 
Marmon reputation for the 
greatest of values. Every one of 
them realizes that the perma- 
nency the Marmon account 
offers is a great factor of safety 
to the dealer who is building a 
business not for today or tomor- 
row but for years to come. 


‘The name Marmon, the integrity 
of its makers and the proved 
superiority of the car itself would 
mean an invaluable asset to your 
business. 


The postal card in this booklet 
or a letter of inquiry may open 
up the way to that asset. What- 
soever your plans may be-—Amow 
the Marmon proposition! 


NORDYKE & MARMON COMPANY 


Indianapolis 


(Established 1851) 


Indiana 


Sixty Years of Successful Manufacturing 


MANUFACTURERS OF AMERICA’S FINEST FLOUR MILLING MACHINERY 
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The Honor of The Name 


Your reputation means every- 
thing to you. All your ambition 
in life centers around what your 
name conveys to your fellow man. 


And just as you back up your 
name— your reputation — with 
every ettort, so does this great 
manufacturing institution stand 
behind every car that bears the 
name—Marmon. 

Sixty years of successful man- 
ufacturing—of business integrity 
—of far-reaching experience — 
are back of every Marmon. 

Not a car leaves this great fac- 
tory until it is proved capable of 
maintaining the prestige of she 
Marmon name. 


In winning the world’s great- 
est contests in competition with 
the best and highest priced cars 
of Europe and America, and in 
its service toowners, the Marmon 
has established a reputation 
which must be maintained in 
every Car we manufacture. 

The power plant of every 
Marmon car will prove the same 


superior design, the same skilled 
workmanship, the same better 
materi: als that Marmon cars have 
shown in winning one long race 
after another, most of them 
without a stop. 


The oiling system of every Marmon 
will provide the same unfailing lubri- 
cation, the same economy of oil, the 
same saving of every working part 
that has marked the Marmon in estab- 
lishing its wonderful records in con- 
test or in service. 

The chassis of every Marmon will 
show the perfect balance that has 
given the Marmon the title of ‘“The 
Easiest Riding Car in the World.”’ 
The attendant saving of tires, shown 
beyond a doubt in Marmon records, 
will be borne out in every Marmon car. 

These are but a few of the points 
that make the name Marmon mean 
the highest development of the automobile. 


And wherever vou find a car with 
the Marmon nameplate—there you 
will find every sterling quality that 
stands behind the Marmon reputa- 
tion. 


Whether you buy your car from a 
standpoint of luxury or economy 
you will find the greatest of \ alues in 
the Marmon. 


One Chassis—Touring Car, Suburban or Roadster 
Models—$2750; Limousine $4000; Landaulet $4100 


Liter 


ature containing full information and specifications of various Marmon 
body types together with illustrated 


booklet ‘‘ International Champion,” 


a stirring story of the world’s greatest race, will be mailed on request. 


NORDYKE & MARMON COMPANY 


Indianapolis 


(Established 1851) 











The World’s Greatest 
List of Victories 


International Sweepstakes Race—500 miles 
in 402 minutes, 8 seconds, averaging 74.61 
miles per hour. 

Cobe Cup Race — 200 miles in 163 imin- 
utes, 26.1 seconds. 

Wheeler & Schebler Trophy—200 miles in 
166% minutes. 

Vanderbilt - Wheatly Hills Trophy — 189.6 
miles in 190 minutes, 21 2-5 seconds with- 
out a stop. 

Atlanta Speedway Trophy—200 miles in 
18214 minutes avithout a stop 

Atlanta A. A. Trophy—120 miles in 109 
minutes, 26 seconds <wvithout a stop. 

Remy Grand Brassard and Trophy — 100 miles 
in 80 minutes, 40.7 seconds. (The car 
which won first was disqualified later, giv- 
ing the Marmon first and second. ) 

Remy Grand Brassard and Trophy—50 miles 
in 4214 minutes without a stop. 

Los Angeles Grand Prize —100 miles in 76% 
minutes without a stop. Breaking world’s 

record regardless of class. 

Two Hours Free-for-All—Los Angeles — 148 
miles in 120 minutes without a stop. 

Fifty Miles Stock Race—Los Angeles— 50) 
miles in 39 minutes, 53.55 seconds avith- 
out a stop. 

Hundred Miles Stock Race—Los Angeles 
100 miles in 85 minutes, 22 seconds with- 
yut a stop. 

Ascot Trophy—100 miles in 103 minutes, 
14 1-5 seconds zvithout a stop. 

Ascot Fifty Miles—50 miles in 50 min 
utes, 16 2-5 seconds, 

New Orleans Prize— 100 miles in 107 min- 
utes, 14 seconds <wvithout a stop. 

New Orleans Fifty Miles—50 miles in 54 
minutes without a stop 

Elgin, Kane County Trophy Road Race 
170 miles in 184 minutes, 46 seconds. 

Vanderbilt Cup Race, 1910 Marmon 
second, only 25 seconds behind the win- 
ner, a car 83'% per cent. larger. 278.08 
miles, 256 minutes, 23 seconds. 

City of Atlanta Trophy Race — 200 miles, 
171 minutes, 1234 seconds. 

Atlanta, Coca Cola Trophy Race  Marmon 
second. 100 miles,87 minutes, 27.3 seconds. 

Savannah Challenge Trophy, 1910 — 276.8 
miles, 263 minutes, 40 seconds. Without a 

ingle stop. The longest non-stop race on record 

Savannah Grand Prize Race, 1910—Sixth; 


415 miles in 390 minutes, 22 seconds. 
Santa Monica, Cal., Jacob Jepsen Trophy 
151.5 miles in 134 minutes, 10 seconds 


thout a stop 
Minneapolis-Helena Road Tour, 1911— Only 
registered stock touring cat that finished 


with perfect score for the 1461 miles. 

















Indiana 


Sixty Years of Successful Manufacturing 


MANUFACTURERS OF AMERICA’S FINEST FLOUR MILLING 


MACHINERY 
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TUTO HORN PRICES 


$25.00 LIST AND RETAIL PRICE 


f Cost of on 
Discount orn each Horn 


30% $17.50 $7.50 
37% 15.63 9.37 
42% 1438 10.62 


Above prices for any style of finish, either Brass, Nickel Plated or Black Enameled 
3% additional discount for cash in 10 days; or 
5% additional discount for cash in advance. Otherwise net 30 days. 


TUTO-ETTE HORN PRICES 


$17.50 LIST AND RETAIL PRICE 


1 to 6 Tuto Horns in one shipment . 
7 to 24 Tuto Horns in one shipment 


25 or more Tuto Horns in one shipment . 


Cost of 
1 Horn 


Profit on 


Discount each Horn 


1 to 6 Tuto-ette Horns in one shipment . 30% $12.25 $5.25 
7 to 24 Tuto-ette Horns in one shipment . 37: LS 10.94 6.56 
25 or more Tuto-ette Horns in one shipment . 4? I LG, 10.06 7.44 


Add $1.00 to list price for special finishes, either Nickel Plated or Black Enameled. 
he regular finish is Brass. 
3% additional discount for cash in 10 days; or 


5% additional discount for cash in advance. Otherwise net 30 days. 


Figure out the profit you want—then order 
Tuto Horns accordingly. The more you 
order—the more your profit will. be. 


More Tuto Horns will 


You needn't know a thing 


about horns to sell the Tuto | 
Electric Horn. 


If its good appearance doesn’t 
sell it—its two tones will. 

Rig up a Tuto Horn—put it where the 
people coming into your store will see it— 
place the push button in a handy position— 


the natural curiosity of your trade will 
do the rest. 


They will push the button.and the Tuto 
will sell itself. 


Mention the 10 days’ free trial 


—they’ll say—put a Tuto on my car—and 
when the Tuto is on—it stays on. You get 
the profit. 


Sounds right doesn’t it? 


THE DEAN ELECTRIC CO. 
243 Taylor Ave., Elyria, Ohio 


“Took for Dean where Quality’s seen” 


Automobile manufacturers 


will do well to consider ° 


Tuto Horns asa part of their 
standard equipment—if a 
consistent national advertis- 
ing campaign built on broad 
lines, comprising trades, 
newspapers and magazines, 
is sufficient evidence of our 
“standing behind the Tuto.” 


be sold this year 


than all other electric horns put together 
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You can use the Tuto Electric Horn 


any where—anytime 
Two Auto Horns in One 


Two positive signals-- low or 
loud——with one push button. 


Tuto’s low note takes the place of an ordinary bulb horn, and 
gives a regular warning signal without creating an undue noise, 
yet the same bution, horn, battery and connecting cord that 
produces this low service note is used for the loud emergency 
tone. A slight pressure on the one button on the steering 
wheel produces the low note. An increased pressure instantly 
gives the loud emergenc y signal. 


“Complete Equipment Furnished 
> 


Our broad offer gives you 
the opportunity of testing a Tuto Horn 
on vour car without a cent expense 
Fill in the Tuto Coupon with the in- 
formation asked for. Present it to 
any local accessory dealer He is 
authorized to put a Tuto Horn on 
your car for a 


10 Days Free Trial 


If it does not meet with your entire 
approval, drive your car to the deal- 
er who attached it He will take 
it off as cheerfully as he put it on 
If there is not a regular accessory 
dealer in your district, send the cou- 
pon tous and we will see that you 
get a Tuto for a ten days trial 
Specify on the margin of the coupon 
if you want a T uto-ette horn in place 
of a Tuto 


vee’ 


10" long 


Price $17.50 


Equipment consists of spe 
cial push button and con 

-cting cord. Regular Finish 
Brass Add $1.00 for 
Black Enameled or Nickel 
Plated finish 


‘‘Look for Dean where Quality’s seen’ 


With the Tuto Horn 


Everything necessary for installation is furnished 
when you buy a Tuto Horn. Special push 
button, reinforced connecting cord, steering column, 
fixtures, screws, tape, etc. You can install the 
Tuto It is simple in every way 


Send for a copy of the Dean 
Hand Book. Free for the Asking 


THE DEAN ELECTRIC CO. 
243 Taylor Ave. Elyria, O. 


1244" long 


Price" 29.00 


Complete equipment 
Specify Brass, Black En 
ameled or Nickel Plated 
finish 


’ 


- bane 
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The 
Republic 


Black-Line 
Red Inner Tube 


“The Tube Perfect” 


Li the Black-Line Red Inner Tube are embodied new elements of the most vital 


importance to tire users. ‘he material used is as good as pure Para Rubber, prop- 
erly compounded, can be made. Republic Black-Line Red Inner Tubes are much 
heavier, thicker and more substantial than ordinary tubes. 


With proper care and attention the Republic Black-Line Red Inner Tube should give 
50% more wear and 100% more riding comfort than the ordinary tube. 

For the convenience of the motorist we pack each Black-Line Red Inner Tube in a spe- 
cially designed heavy canvas bag. ‘This protects the tube from dirt and injury and is far 
more satisfactory than the old style pasteboard box. Each bag bears a tag giving speci- 
fications of the enclosed tube. 


The Republic Rubber Co. 


Youngstown, Ohio 


BRANCHES AND AGENCIES IN THE PRINCIPAL CITIES 
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To the dealer:— 


There are large profits in Weed Chain sales. 
There are no dull seasons. ‘There is no dead stock. 


Unsalable sizes are always returnable for sizes suitable 





tor your trade. 





Having sold your customer one pair of Weed 
Chains for his rear wheels, educate him to use them 
on the front wheels. Show him how comfortable and 
easy the steering 1s when the going 1s heavy or the 
snow deep. Prove to him the ease with which you 
can get out of car tracks and ruts. Tell him that 
there are no cramped fingers, no cramped arms; and 
no sore muscles. You might just as well double 
your sales to every customer. ( 
_ Weed Chains are free to creep. They shift 
their position continually on the tire. They do not 
injure tires. ‘Tire manufacturers guarantee their tires 
tor full mileage when Weed Chains are used just 
because they do creep—because they do not injure 
the tires. 





We are helping you to increase your sales by 
advertising in the popular magazines and in the trade ) 
papers. ‘The publicity in the daily papers 1s helping 
you too by educating the novice to use Weed Chains / 
both rear and front, trying hard to show him how 
foolish it is to depend on rubber alone. 

Keep your stock up, Mr. Dealer. We are 
continually back of you—even to sending you circulars 
suitable to mail out with your invoices and statements. | 
If you can use some of these circulars, write us. 

We want your cooperation. We will meet 


you three-quarters ot the way alwavs. 
Yours very truly, 


WEED CHAIN TIRE GRIP COMPANY 























Weed Chains 


for the public safety 





“SHE automobilist who depends on rubber 

alone is more than foolish. He does not 

take into consideration the dangers of skidding. 

He does not consider the safety of those in his 

own car. He does not consider the safety of 
others on the road. 


Weed Chains eliminate all danger from skidding and slipping. 
Their use means safety for your car, safety for its occupants, 
safety for other road users. With the first rain drops 
and the first snowflakes, put on Weed Chains. Delay 
is dangerous. 


Insurance companies are now recommending to their policy 
holders the use of Weed Chains. The Ocean Accident 
and Guarantee Corporation and the London Guarantee and 
Accident Company even attach a rider to all their automo- 
bile policies. 


Freedom to Creep 


The one feature of Weed Chains which makes them valuable 
almost above all else is their freedom to creep. They are 
not anchored, but shift on the tire with every revolution of 
the wheel. Cut off any loose ends, and do not tie under 
felly, or anchor in any manner whatsoever. The chains do 





not injure the tire, because they are continually shifting their 
position on the shoe. Manufacturers will not guarantee their 
tires when chains are used unless these chains are free to creep. 


For perfect control under all conditions you should use Weed 
Chains on all four wheels of your car. On the rear wheels 
they insure traction and prevent skidding. On the front 
wheels they make steering easy on the most slippery pave- 
ment or in deep mud or snow. 


Weed Chains go on in a few seconds without the use of a jack 
or any other tool. For the thorough-going motorist they are 
just as essential as oil or gasoline. 


If vou haven’t a set of Weed Chains, or if you have only a 
pair for the rear wheels, stop in at the nearest 
garage the next time you take your car out and 
tully equip yourself. 


It’s for vour own satetv—and the safety of the 





public. 


WEED CHAIN TIRE GRIP CO. 


28 Moore St., New York City 



































We're talking to YOU- 
Mr. Tire Dealer! 


| N the back of your head, where 








you do your thinking, you know just. as 
well as we do that Quality is now—and 
L— always has been—the only basis on which 
a man ought to buy tires to use. 








But maybe you don’t see quite as clearly as you see that first fact, 


that Quality is now—and always has been-—the only basis on 
which a man ought to buy tires to sell. 


Maybe you haven’t grasped the idea that there 1s no profit in 
selling a man once and having him damn you ever after. The 


bigger one-time profit to be made on cheaper tires is tempting 
tire dealers every day. 


If there was any permanent profit in a cheap tire for you, there’d 
be profit in it for us and we’d make it. We can make tires as 
cheap as anybody. But we won’t. We could make claims and 


promises —but we won’t make claims and promises that we can’t 
make good on. | 


This policy of making the best tire we know how to make, of 
making only such claims and promises as we could keep, has made 
Diamond Tires the largest selling single brand of tires in the world. 


It is the only permanent business policy for us—or for you. It has made satis- 
fied customers for us and for all Diamond dealers. It has made Diamond 
Tires the most profitable tire any dealer can handle, both because it holds tire 
trade, and because it holds trade in everything that Diamond dealers sell. 


The dealer who builds his tire business on a Diamond basis is building on a 
rock—the man who builds on a price and one-time profit basis is trying to 
build on quicksand that sooner or later will swallow him. 


Quality is the last word in the tire business— 
and Quality in tires means Diamond Tires. 


The Diamond Rabber Gmpany 


Akron, Ohio 










































































well as his own—he is “tire wise”— 
and believes in trading up—rather than 
trading down. 


q He can buy cheaper tires than 
DIAMOND TIRES, and make a larger 
one-time profit, but he cannot sell you 
better tires. 





q@ The dealer who sells you DIAMOND 
TIRES can be depended upon when he 
sells you other things—he believes in 
service—in integrity. He’s reliable. 
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HE dealer who sells you DDAMOND 
TIRES is thinking of your profit as 











In addition to dependable dealers 
everywhere, there are FIFTY-FOUR 
Diamond Service Stations. Diamond 
Service means more than merely 
selling tires—it means taking care 
of Diamond Tire buyers. 


The Diamond Rabber Gmpany : . 


Akron, Ohio 


























| 


Points on Automobile Tire 
Construction Plainly Told 


By J. C. COLE 


Vice-Pres. of the Fisk Rubber Co. 


The construction of automobile tires has been gradually brought 
up to its present high standard by making use of the earlier les- 
sons learned in the manufacture of bicycle tires. In that earlier 
experience we learned that to get sufticient strength in the fabric, 
in which, in reality, lies the real strength of the tire, it was neces- 
sary to inaugurate new ideas and practices in fabric construction. 
This was gradually brought about with the makers of cloth and 
they in turn accomplished results that were at first considered 
impossible. 

The factors determining the proper make-up of automobile tires, 
are: Ist, the necessary strength of fabric to carry a certain load; 
2nd, the best way of holding together the several layers of fabric 
necessary to produce the required strength; 3rd, the best way of 
protecting that fabric from outward injury; and 4th, the producing 
of an outside wearing surface to give a maximum wear without 
introducing features that will produce quick injury to the fabric. 

Experience has taught that while fewer layers than are used will 
furnish the necessary strength, it is advisable to use a greater 
number to help protect the tire from punctures and bursting, or 
so-called fabric breaks, that are liable to come from sudden blows 
by hitting stones and other obstacles that are always to be found. 
There is also a limit to the number of layers that can be used on 
account of reducing the flexibility of the walls of the tire, especially 
in the side walls or that portion between the holding beads and the 
tread portion. 

It is essential that the rubber compounds used to hold the 
layers of fabric together should be such that the action of the 
fabric will be free and natural, and also that it is soft enough to 
penetrate the interstices of the fabric and keep the threads from 
rubbing together and causing friction to destroy the fabric before 
the tire has seen real service enough to wear it out naturally. The 
above are the chief reasons why that part of a tire called the 
carcass fabric is designed and constructed under the present 
arrangement of parts. 

As it is necessary to protect the carcass fabric from road-wear, 
punctures, ete., there is need of much more covering on that part 
of the tire coming in contact with the road; therefore, the soft 
rubber (called the cushion) and an extra layer of fabric (called the 
breaker strip) is introduced into the construction. 

The outside wearing surface or tread must necessarily be harder 
and tougher than the inner portions in order to take the wear and 
not grind or cut off; it must also be capable of withstanding the 
action of air and moisture to a considerable extent; therefore, on 
this, as on the carcass fabric, depends a large part of the strength 
of a tire. 

The vuleanizing or curing of tires consists in subjecting them 
to a certain heat temperature for a certain period of time in 
order to unite the several parts into one homogeneous mass and 
produce its elasticity, without which rubber is of no especial value 
as a wearing agent. 

In order to accomplish this, the several parts of rubber from 
which the tire is composed must be so compounded as to blend or 
flow and unite solidly, making of a tire when completed nothing 
more or less than a wall of rubber in which is embedded fabric. 
placed in such position as will give the best results. 

The Fisk Rubber Company is well known as one of the most 
progressive manufacturers of high-grade tires in the country. In 
its plant at Chicopee Falls, Massachusetts, are made four types 
of automobile tires—Clincher, Q. D. Clincher, Fisk-Dunlop and 
Bolted-On. These are all in the Fisk Heavy Car Type Construc- 
tion which successfully aims at uniform strength in tire building. 
75% of the high-grade bicycle tires used in this country are also 
made by Fisk. A motorevele tire of great durability has recently 
been placed on the market with most satisfactory results. 

The Fisk Removable Rim was the first rim of the kind made in 
this country and the first in the world to be designed for general 
use. Up to its introduction demountable rims had been considered 
almost only for racing purposes. The simplicity and practica 
bility of the Fisk Rim at once made it popular. It takes the 


Bolted-On Tire which is an exclusive Fisk patent. This combina- 
tion is uniquely safe as the tire is held to the rim mechanieally and 
not by air pressure. This feature insures absolute safety and 


freedom from accident in a possible case of a tire going suddenly 
flat. This is the equipment which is used on the majority of motor- 
driven fire apparatus in this country taking pneumatic tires and 


the one which is used on 75% of the taxicabs in the United States. 

The Fisk Rubber Company maintains direct factory branches 
in the following cities: Boston, Providence, Springfield, [Tart 
ford, New York, Brooklyn, Philadelohia, Baltimore. Atlanta, New 
Orleans, Sy racuse, Roch “ter, Buffalo, Pittsburgh, Cleveland, Cin- 
cinnatl, Detroit. Chicago, Indianapolis, Milwaukee, St. Louis, 
Minneapolis, St. Paul, Butte, Kansas City, Omaha, Denver, Seattle, 
San Francisco, Oakland, Sacramento, Fresno, Los Angeles. Each 
branch carries at all times a fresh stock of the different Sty les of 
tires and has a most up-to-date Repair Department in charge of 
experts. 

A fast-growing Export Department in charge of an expert lit 
gruist h been established th headq irte! at the New Yorl 
Branch. 
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Tires 
By Miles 
The Best 


They Average 25% More 
Mileage Than Other Tires 


THE UNIFORM STRENGTH 
in our Heavy Car Type Construc- 
tion is the explanation. We have 
succeeded in making a “balanced 
tire’ —one in which all parts show 
equal resistance to wear. 


THESE ARE CONSERVATIVE 
STATEMENTS. Do not look 
upon them as mere talk. Do not 
accept them on the strength of 
our say-so. But in fairness to 
yourself do investigate the present- 
day tire situation. 


INQUIRE AMONG FISK TIRE 
USERS before you buy again. 
Because we can afford to refer 
you to our customers at large 
you cannot afford to disregard 
this advice. 









Styles: Clincher, Q. D. 
Clincher, Fisk - Dunlop, 
Bolted-On. Plain and 
Bailey Non-Skid Treads. 


THE FISK RUBBER CO. 


Department P, Chicopee Falls, Mass. 


Direct Factory Service in 30 Cities 
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R-C-H ‘‘ Twenty-five’? 5 Passenger Touring Car 


Specifications Motor—~4-cylinder, 3% inch bore, 5 inch stroke. Cylinders cast en bloc Two bearing crank shaft Timing gears and valves enclosed Three 

point suspension. Drive Left hand Irreversible worm gear, 16 inch wheel Control—Center lever operated through H plate, integral with 
universal joint housing just below. Springs—Front, semi-elliptic; rear, full elliptic and mounted on swivel seats Frame—Pressed steel channel Axles—Front, I-Beam, 
drop forged; rear, semi-floating type Body—English type, extra wide front seats Wheel Base—110 inches. Tires—31x3% inches all around Full Equipment in- 
cludes top, side-curtains, windshield, two gas lamps, three oil lamps, generator, horn, tools and tire repair kit. 


-R-C-H- 


Three letters that will be on the tongue of every one 
interested in a moderate-priced motor car during 1912. WHY? 


For three reasons: The ADVERTISING that will make them see it; the PRICE that will make them investigate it; the QUALITY 
that will make them buy it. 

How many people in your locality will be interested in: 

1. A 5-passenger touring-car with complete equipmient including top, windshield, side-curtains, gas lamps, oil lamps, generator, horn, 
tool and repair kit, long stroke motor with enclosed valves and Bosch magneto, selling at $850 F. O. B. Detroit. 

An English-body roadster, with complete equipment including top, windshield, gas lamps and generator, same motor and magneto as 

above, selling at $700 F. O. B. Detroit. 

3. A gasoline coupe, roomy and rich, with equipment including two electric headlights, combination oil and electric side and tail 
lights, horn and tools, selling at $1050 F. O. B. Detroit. 

Those are the three models of the new 


-R-C-H- “Twenty-Five” 


The “Twenty-Five” is the latest creation of And in the new “Twenty-Five” Mr. Hupp Mr. Hupp realizea this years ago, during his 
R. C. Hupp, famous as the originator of the has, in the opinion of all who have seen the service as head of the purchasing and repair 
car, worked out the greatest automobile prop departments of one of the largest plants in the 

osition that the industry has seen world. ‘The time wasn’t ripe then for a change 


; With most manufacturers it hasn’t come yet. 
And remember. there is nothing cheap about ’ 


the R-C-H but the price. Double the figures 


on the price tag and the buyer would be satis- But when Mr. Hupp established the big 
fied with the car by any standard of compari Hupp plant in its present location, he deter- 
son. mined to operate it with as much attention 
to economizing cost and manufacturing prob 

In appearance, in finish, and in performance lems as, for instance, the United States Steel 


the car will withstand the keenest criticism. 
It has been possible to manufacture and sell it 
at the prices quoted simply by stopping the 
waste, the leaks and the lost motion which 


Company or any other big industry uses 


The actual dollars-and-cents saving made 





have heretofore characterized the industry. possible by such methods was almost unbe 

- lievable to any one not on the inside. rue, 

Everv dealer knows that the business has it was only in the form of a few dollars here 

been so big, the effort to fill orders has been so and a few dollars there, but it made a won- 

great, that the manufacturer has been care derful difference in the price at which it was 

less about small savings. The general attitude possible to sell the car. And all this was done 

= has been that such things would have to wait without skimping or cheapening materials. 

“Thirty” and “Twenty” types of cars, both of until there was a breathing spell—and_ the The motto has always been “Spend as much as 
which are now standard. breathing spell has never come possible for quality, but don’t waste a cent.” 














The Hupp Plants, when additions now contemplated and under way are completed 
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F course, the price on the R-C-H 
() touring car—like the rest of the 
R-C-H line—is startling, and 
is making the automobile world sit up 
and gasp. The mere announcement 
of a fully equipped 5-passenger car at 
such a figure has started talk from 
coast to coast. But price was the last 
thing we considered in building the 
car, and it should be the last thing for 
you to consider in buying one. 

R-C-H cars, briefly, are made 
possible by the application to auto- 
mobile manufacturing of the same 
principles of cost economy, saving of 
waste and prevention of leakage that 
are successfully applied to every other 
big business. 

These economic principles haven’t 
had their fair share of attention yet in 
the automobile industry. The main 
problem has been to manufacture 





RC-H 


‘Twenty-Five ~ 


English Body Roadster 





F.O.B. DETROIT. 


The ideal car for five large classes of the public: (A)— 
The business or the professional man. (B)—The farmer, 
(C)—The salesman. (D)—The pleasure car owner with 
small or no family (E)—The large-car owner who needs 
a smaller car, economical in upkeep, for day-to-day 
motoring usese 

Seater 4 cylinder, 3 neh bore, § inch 
Specifications: | Critnders cast le re 
gz crank -st I Z gear and valves enc rhree poir 
Drive Left hand Irreversible worm gear 16 ji inch wh 
Coumrel Center lever operated rough H plate egral with versal 
t housing just below Sevtem Front, semi-elliptic ; rear, fu 
and mounted on sw seat Frame Pr { . 1e Axles 
Fr Bea »p-forged type "Sole En 
xtra wide fror t Wheel ‘Bese "86 Tires 30x3 


1 Full Equipment includes top, windshield, gas 
ionee end generator. Equipped to carry 4 passengers $750. 


BOSTON, 563 Boyleston St. ; 
BRAN HES ® way: DETROIT, Woodward and Warren Aves.; 
° Nicollet Ave.; : 


NEW YORK, 1989 Broadway ; 




















Not Only the Most B 


cars to supply the demand. Even 
now there is a market for every car 
of merit that can be made for years 
to come. But under such conditions 
a few dollars more or less made little 
difference; the public wanted the cars 
and was willing to pay the price. 

R.C. Hupp, perhaps, was peculiarly 
fitted to appreciate this state of affairs. 
Starting in the business as a helper in 
the shops, he mastered every branch 
of it, his experience including the posi- 
tion of purchasing agent for one of the 
largest automobile manufacturers in 
the world. Everywhere he saw little 
leaks, small wastes, factory extrava- 
gances. Such things were passed over 
because every nerve was being strained 
to fill the demand. 


But Mr. Hupp made up his mind 
that in a large plant, with a scientific 
study of cost and manufacturing 


R. C. HUPP, Manufacturer 


BUFFALO, 1225 Main St.; 





CLEVELAND, 2122 Euclid Ave.; 
KANSAS CITY, 1301 Main St.; 
PHILADELPHIA, 330 North Broad St.; 


LOS ANGELES, 816 So 


igure Has 


problems and expenditure, a car 
could be turned out which would rep- 

resent a value heretofore unheard of 
in the automobile world. And the’ 
R-C-H turned out in the model Hupp 


plant is the result. 


No expense whatever is spared to 
secure quality——but not a dollar i| 
wasted in getting it. 123 drop forg- 
ings are used in building the R-C-H 

a greater number than are used in 
any other car in the world. Chrome 
nickel steel is used throughout all 
shafts and gears in the transmission 
and rear axle, and high carbon man- 
ganese steel in all parts requiring 
special stiffness. ' 

The R-C-H crank-shaft is as large 
as that in many 40-horse power cars. 
The radiator has one-third more cool- 
ing space than in other cars of this 
type. 


Distinct from and 


Hupp Motor Car 


CHICAGO, 2515 Michigan Ave.; 
Olive St. 
ATLANTA, 548 Peachtree St 


DENVER, 1520 Broad- 
MINNEAPOLIS, 1334 
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ll 0 -inch Wheel Base. 








Fully equipped with top, side- curtains, 
windshield, gas lamps and generator, 
horn, tools and tire repair kit—LONG 
A STROKE MOTOR—THREE SPEEDS—EN.- 


CLOSED VALVES— BOSCH MAGNETO 


| F.O.B. DETROIT 
Bu the Best that Such a *™ %.%,""™ 


Dealers are usually pretty keen 
i B ht judges of what the public will take to. 
s ver oug We're being swamped right now with 


applications from dealers anxious for 


a car The long-stroke motor (31%4x5) de- body roadster at $700, with the same the R-C-H agency. In fact, there’s 
id rep- yelops exceptional power and speed. equipment, and the R-C-H Colonial only a very little choice territory left. 
eard of Thesprings—full elliptic rear and semi- Coupe at $1050, fully equipped. 
nd the’ elliptic front—insure easy riding. But after all, the most we can hope Specifications: M4 cylinder, 34 inch 
21 Hupp | We could not build better for a car to do in this advertisement is to get pa pasha Pm: Dalen Bo -gy rsa 

| atany price. But go through our big you to look at the R-C-H cars for gears and valves enclosed. Three point snngiindlai 
vared to| plants from end to end and you'll find vourself—to compare them item by ee ee ee ee ee 
ollar is} not an ounce of wasted effort, not a item with any others on the market. plete, integral with oniversil joint housing just Gelow. 
»p forg- | bit of lost motion, not a dollar of use- And if we can do that we’re satisfied. ns. ge A tinea | Rng eed Pier 
R-C-H less expense. For such a comparison will make ad. telee-teen: bien, Sept Gat, ae) 
used in| That is why we can offer such a R-C-H superiority stand out with ——_festiog supe, Bod alah pe, ena, wide, from 
Shrome | car, completely equipped with top, three-fold intensity. But don’t hinit all around. Full Equipment includes top, side- 
out all) side-curtains, windshield, gas lamps, your comparison to cars at somewhere onan ee ee tia, lamps, 
smission | generator and Bosch magneto, for near the same price. ‘Take cars cost- ee “ 
yn man- | $850. That is what makes possible ing $1500—and more 


quiring. the R-C-H ‘“Twenty-Five” English- Descriptive booklet sent on request. 
} eo aad tebe ae 
as large 
er cars. 
. * 


— “Twenty-Five ” 
Gasoline Coupe 


ai _ F.O.B. DETROIT. 


All the beauty, service and comfort that any closed 





car can afford—highest grade in everything but price. 

e Enclosed body, ¢ cealed hinges, drop sez 

Specifications: ier chira Goeoe, Sie caus tor ekies 

battery; full equipment ides 2 electric head lamps, combination eléctric 

and oil side and tail lamps or te Ss and tire repair kit Other specifica 

\ ime as roadster 
? . . 
> Canadian Prices 


R-C-H 2-passenger roadster $850; equip- 
ped for 4 passengers $925. 

R-C-H 5-passenger touring car, $1050. 

R-C-H gasoline coupe, $1300. 


All prices F. O. B. Windsor, Ont., duty paid. 
| y | 





Bee | 109 Lycaste St., Detroit, Mich. 


20 Broad- . . , CINCINNATI, Olds-Oakland Auto Co.; COLUMBUS, Peerless Sales Corporation; INDIANAPOLIS, Frank Staley; MILWAUKEE, Smith & Hoppe; NEWARK, 
AS, 1334 DEAI D N. J., F. L. C. Martin Auto Co.; OMAHA, Lininger Implement Co.; PITTSBURG, R. C. H. Auto Co.; PROVIDENCE, R. 1, E. E. Whipple; SAN FRANCISCO, 
Pioneer Auto Co.; SAN ANTONIO, Lawton Motors Co.; WASHINGTON, Earle & Allen; WATERLOO, lowa Auto Co. and local dealers everywhere. 























~ §-Pas senger louring Car 

















The specifications of each model are given 
in detail under the cut, but there are a 
few especial points to which we desire to 
eall your attention. 


Materials in the R-C-H 


Chrome nickel steel is used throughout 
all shafts and gears in the transmission 
and rear axle, and high carbon manganese 
steel in all parts requiring special stiffness, 
such as crank-shafts, connecting rods, ete. 





There are 123 drop forgings used in the 
R-C-H, a greater number than are used in 
any other ear selling at any price. 


R-C-H ‘Twenty-five’? English-Body Roadster 
Specifications Motor—-4-cylinder, 3!4, inch bore, 5 inch stroke. Cylinders cast en bloc Two bear- 


The R-C-H ecrank-shaft is as large as 


the crank-shaft in many 40 horse-power ; . ing crank shaft. Timing gears and valves enclosed. Three point suspension. 

ae Drive—Left hand. Irreversible worm gear, 16 inch wheel. Control—Center lever operated through H 

cars. plate, integral with universal joint housing just below Springs—Front, semi-elliptic; rear, full elliptic and 

mounted on swivel seats. Frame—Pressed steel channel. Axles—Front, I-beam, drop-forged; Rear, semi- 

The radiator has one-third more ecool- floating type. Body —English type, extra wide front seats. Wheel Base—S86 ing hes Tires 30x3 inches all 

P ‘ ; ‘ around Full equipment includes top, windshield, gas lamps and generator. Equipped to carry 4 passen 
ing space than in other ears of this type. gers—$750. 

Note the full elliptic springs in the rear, Brakes—-Two brake rods run along the CiutcH—The cone clutch is of large 


center of the car to their respective equal- 
izer bars, extending from the rear end of 
the transmission to levers controlling the 
brakes. This gives a concealed braking ar- 

The Motor rangement and renders impossible the ap- 
plication of the brake to one wheel more 

The motor is really long stroke—the than another, thus eliminating unequal tire 
proportion of 5-inch stroke to 344 inch bore wear. The brakes are 10 inches in diameter 
enables it to develop exceptional power. 
Valves are enclosed. Lubrication is by the 
constant level splash system, providing a A right-hand pedal operates the 


diameter with self-contained thrust and 
grease-tight universal joint of hardened 
steel, but, nevertheless, adjustable. 


Where the R-C-H 
is Made 


The Hupp Plant, in which the R-C-H 
is built, is one of the most complete auto- 
exter- mobile factories in the world. It comprises 


insuring easy riding—another feature here 
tofore unknown in this type of ear. 


by 1% inches. 


uniform amount of oil at all speeds and 
under all running conditions. The motor 
is exceptionally economical of oil and gaso- 
line. 


nal brake; the left-hand pedal first releases 
the clutch and then applies the internal 
brake. A slight forward movement of this 
pedal locks it in any desired position. 


foundry, drop forging plant, machine shops, 
assembly shops and paint shops. The most 
skilled mechanics obtainable operate the 
most up-to-date equipment to be procured. 





When extensions now contemplated or 

The Basch AERO is = the left, the REAR AXxLE—Instead of being split in under way are completed it will rival any 
carburetor on the right. This eliminates the middle, as is usually the case with lower- plant in the world. 

danger of fire and permits the gas to pass priced cars, the rear axle is very sturdily 

along the water-jackets and between the constructed in one piece, with a cap at the 

cylinders, insuring thorough vaporizing. eoay. petmmittine the verioval of the dif 


ferential and rear axle shafts. 
Left-Hand Drive With 
Center Control t a it the re 
the transmission case, which is of the three- 


The steering-wheel is on the left-hand speed, selective spur gear type. The gears 
side of the ear. This, of course, is the are wide faced, seven pitch, of chrome 
natural drive for American road_ rules. nickel, oil-treated steel, hardened to prevent 
The right-hand drive was originally copied wear. The jack shaft and pinion shaft are 
from European models, where the rules of of the same material. Upon the latter, held 
the road are exactly the reverse of what in place by four integral keys, are mounted 
they are here. The control lever is located the sliding gears. This is superior to the 
in the center, convenient to the operator’s square shaft construction which prevails in 
right hand. most moderate and low-priced cars. 


Big Advertising Campaign To Be Carried Out 


Plans are now completed for a whirlwind advertising cam- 
paign on the R-C-H such as the industry has never seen before. 


GEARS- Propeller tube encloses the pro- 
peller shaft and is held at the rear end in 





Advertisements occupying large space in Collier's, the Satur 
day Evening Post and other periodicals of national circulation, 
supplemented by strong display advertising in local news 
papers all over the country, will make the R-C-H familiar to 
every motor-car buyer. 

It is our purpose to give the R-C-IH1 line the widest publicity 
that printer’s ink can command. 


Write Today For Our 
1912 Proposition 


Territory on the R-C-IT is going fast. Each day's mail brings 
in a new list of applicants. 


We are, however, very careful in our selection of representa 
tives, for we know that the R-C-H is going to be the biggest 
thing in the motoring world in 1912 and we w 
big enough in every way to handle it. 


nt men who are 





So there are still some choice sections where we don’t feel that 


R-C-H ‘*Twenty-five’’ Colonial Coupe 


we’re as yet in touch with the right man. 


+: . Enclosed body, concealed ninges, drop seat for third person, 100 
OED <cooce tcur icatine batt Pall oaninement tncleen tele , 
Mail the attached post card to us by return mail—maybe we 
tric head lamp combination electric and oil ide and tail lamyr hort tool d tire 
repair kit. Tires 31x2% all around. Other specifications same as roadster can get together 


Distinct from and having no connec- 
R. C. HUPP, Manufacturer tion with the Hupp Motor Car Co. 
109 Lycaste Street, Detroit, Michigan 


BRANCHES: Atlanta, 548 Peachtree St.; Boston, 563 Bovleston St.; Buffalo, 1225 Main St.; Cleveland, 2122 Euclid Ave.; Chicago, 2515 Michigan Ave.; Denver, 1520 Broadway; 


Detroit, Woodward and Warren Aves.; Kansas City, 1301 Main St.; Los Angeles, 816 South Olive St.; Minneapolis, 1334 Nicollet Ave.; New York, 1989 Broadway; Philadelphia, 
330 North Broad St. 























Dealers: 

There is money for 
you in stirring up 
this demand— 
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Do — know that fl, i/i..3eB 
every time you sell a ee 


an inferior oil you 


Try 


Test the hundred and one “‘best”’ 
lubricants on the market— then 


come back to Panhard Oil. 


The majority of automobile or 
motorboat owners who investi- 
gate, have found Panhard Oil 
as near a perfect lubricant as 
can be produced. You cannot 
buy a better oil. 


are advancing the 
interests of the other 
dealer—the dealer 
who does sell quality? 





Because automobile owners 
everywhere recognize its high 
quality, there is a latent demand 
in every city and town in the 
country for 


| is sold in “checkerboard” cans and in 
You can make this demand Mm m barrels with a checkerboard mark. 


active in your locality and _ profit Hil il This is for your protection. 
: , ; Mt mM Do not merely ask your dealer for 
by it; by off Panhard Oil - = 
yit; by offering Fanhar i | *‘good oil,’’ say PANHARD OlL—and 
by letting your customers know tl MM insist on it. 


you have it. No amount_ of HH} If he offers you something just as good, 
is ; let us know your wants—give us his 
advertising will reap the full 


name, and we will see that you are 
benefit without your co-opera- supplied. Panhard Oil is sold by 


somebody, nearly everywhere. 
tion. Write anyway—now—for “Motor Lu- 


brication.” You may find in this little 
book some lubricating information 
that has not been wholly clear to you. 
Write to the home office, 
=sgand give your dealers 

name. 


GEORGE A. HAWS 
79 Pine Street 
NEW YORK 


You may not make the same 


profit per gallon as on poor 
oil, but you are build- 
ing up a good oil 
business and winning 


permanent trade. 


Distributing Points 
Chicago, San Francisco, Omaha, Colum- 


bus, O., Boston, Minneapolis, Dallas, St. 
Louis, Los Angeles, Portland, Ore. 


No better quality can 
be produced. 


At least let us tell you our 
proposition. Write now. 


GEORGE A. HAWS 
79 Pine Street 
NEW YORK 
Distributing Points 


Chicago, San Francisco, Omaha, Columbus, O., Boston, Minneapolis, 
Yallas, St. Louis, Los Angeles, Portland, Ore 
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Cutting Cars cost less per Horse Power and 
Wheel Base Inch than any other Automobile 


selling for $1,200 or over. Furthermore, 
they are also equal in quality and finish to 


many cars selling for $3,000 or $4,000 
TO DEALERS 


WE are fully aware that the Cutting Car is not as well 

known as are many other automobiles and for that 
reason, did it possess no greater value, it would be corre- 
spondingly harder to sell, but the fact of the matter 1s, 
however, that Cutting Cars, at the price for whichthey are 


sold,aresomuch bigger, more powerfuland better finished 


than other motor cars listed at $1,200 and over, that if the attention of the 
buyer is called to them he will readily appreciate their worth. Conse- 
quently they will sell rapidly. 


Although we are represented in something over 200 cities at the present time, we 
should like a still larger distribution and therefore invite any dealer who is interested 
to correspond with us at once. We can promise him a most attractive contract. Send 
for our literature. 

















Model T-55 Five-Passenger Torpedo Touring Car, 


Petes, riiy Seneped, $1609 Model A-30 Torpedo Roadster, Price, with Regular 
4%” x5,” 4-cylinder motor; magneto and battery ignition; force Equipment — $1200 

feed, sel ontained oiling system; three speeds, f ard and reverse ; 

selective sliding gear transmission; 116 inch wheel base; 36” x 4” 4” x5” 4-cylinder motor, 3 bearing crank shaft; magneto and bat- 
ires, Diamond or Goodyeé Booth demountable rims; dise cl _* ery ignition; force feed, self-contained oiling system; three speeds, 
propeller shaft drive; semi-elliptic springs, front; three-quarter forward and reverse; selective sliding gear transmission; 116 inck 
elliptic springs, rear; full floating rear axle: latest type fore-door wheel base; 34” x 4” tires; Goodyear quick detachable rims, disc clutch; 
body side control; equipment includes top, windshield, Prest-o-lite propeller shaft drive; very rigid radius rod and propeller tube con- 
ink, combination electric and oil side and tail lamps, gas head- struction; semi-floating rear axle; 1 t ty! fore-door body, inside 
lights All lamps finished in nickel and black enamel. Full 1 1; nickel trimmings tt hout kel and black 11 I 














Model T-35 Five-Passenger Torpedo Touring Car, Price, with Regular Equipment, $1250 


4” x5” 4-cylinder motor; three-bearing crank shaft; magneto and battery ignition force feed, self-contained oiling 
system: three speed forward and reverse: selective sliding gear transmissi 11 t t 1 base; 34”x4” tires, Good 
year quick detachable rims; disc clutch; propeller shaft drive; very rigid radius rod and propeller tube construction ; semi- 
floati rear axle; latest type fore-door body; inside control; nickel trimmings throughout; nickel and black enamel lamps, 


Clarke-Carter Automobile Company, Jackson, Michigan 























Cost Less Per Horse-Power and Per Wheel Base Inch 
Than Any Other Automobile Selling For $1200 or Over 


HE men behind the Cutting Car are all seasoned motor car manufacturers, who realize that in 
g . 

order to meet and overcome competition with a car, which has heretofore not been widely adver- 

tised, they must put an excess of value into their cars. 








Values are always relative—the worth of a thing is expressed in terms of a standard, and that standard 
is determined by a system of comparisons and averages. 

Thus, in buying a motor car, the accepted values are consulted when any new car is judged. Judging 
from existing standards, a thing is a good or bad “‘buy.”’ 

In the automobile business today there are certain well known cars which represent to the public 
mind, and rightly, too, good values in a motor car for the price asked. 


Any one is acknowledged to be “worth the money.” 
Hence they will serve as good standards by which the relative worth of the Cutting may be measured. 





Wheel Motor Motor Horse Control Front Rear Price per Price per 
Base Bore Stroke Power Tires Clutch Levers Springs Springs nm. P. 


36x4 Cone _InsideBody Semi-Ellip. Platform $55.21 

34x3', Disc. InsideBody Semi-Ellip. *; Eliip. 51.72 

34x4 Disc. InsideBody Semi-Eliip. +, Etlip. 55.17 

8 , 34x4 Cone _ Inside Body Semi-Ellip. ‘, Ellip. 47.17 

Cutting A-30...... d 34x4 Disc. InsideBody Semi-Ellip. ‘, Ellip. 36.89 
Cutting 1-35...... J 34x4 Disc. InsideBody Semi-Ellip. ‘, Eliip. 38.34 











Here is a table in which the important features of four 


priced class, with a similar wheel base, same size tires, 
of these cars and those of the Cutting are compared 


and approximately the same horsepower, costs $107.36 





we ask you to study it carefully. 

It will show you, for instance, that Cutting Cars cost 
less per horsepower and per wheel base inch than any 
other automobile selling for $1200 or over. 

This is very important, because horsepower is tlie 
basis of reserve strength, hill climbing ability, easy riding 
and speed, besides affecting indirectly almost every- 
thing else. 

Wheel base is important, because it affects the riding 
qualities, and is a great determining factor in the design 
of a well proportioned, roomy body and a strong, effi- 
cient chassis. 

Note, too, that all four cars have very much smaller 
engines; two of them being 4 in. bore by 41% in. stroke, 
while the Cutting is 4 in. bore by 5 in. stroke. 

There are several cars of this size ranging in price 
from $2000 to $3500 which might also be considered. 

In their case, however, the price per horsepower and 
wheel base inch becomes abnormal, as compared with 
the Cutting. 

For instance, one of these cars 


jeader in the higher 


per horsepower, as compared with $30.34 for the Cutting, 
and the price per wheel base inch is $29.16 as compared 
with $10.77. . 

These advantages in power and size would mislead the 
purchaser, had quality been sacrificed and up-to-date 
improvements omitted, but this is not so. 

You will be astonished, upon examining Cutting Cars, 
to note the graceful body lines, wide, roomy bodies, the 
beautiful upholstery and finish, staunch power plant, 
and real structural strength. 

Everywhere will be seen evidences of good material, 
careful workmanship, thorough testing and painstaking 
inspection. 

The man who buys a Cutting gets more than his dol 
lar’s worth of real automobile value. 

Four types of chasses, full line of Roadster, Torpedo 
and Fore-door bodies, two to seven passengers, 30 H. P. 
to 50 H. P. Prices, $1200 and up. 

Catalog giving complete specifications and Compara- 
tive Table of Automobile Values, sent upon request. 


Clarke-Carter Automobile Company, Jackson, Michigan 


The Car shown below is Cutting Model T-35—Price $1250—See Specifications above 











The Standard Electric 


and 


Automobile 


Dea : Si ‘Se 


Dealers 


The advent of the Standard Electric will increase the volume of the Electric pleasure 
vehicle business just as the e coming of the medium priced automobile added to the volume 


of business in Gasoline Cars. 
highest quality and lowest price. 


tion are great concerns whose names are household werds in this industry. 
g 


The Standard is positively the first Electric in the field—of 
It is a car built upon a perfect chassis. 

engineers who have spent years in the building of Electric pleasure vehicles. 
of the proven best has gone into its equipment. 


Designed by 
Everything 
Behind most of the units of its construc- 


Westinghouse 


makes the motor and controller, Parrish and Bingham the frame, Hayes the w heels, Good- 


vear or Motz the tires; Batteries, Exide or Ironclad as desired. 


\ shaft driven, direct 


drive, speedy, luxuriously appointed car—the Standard Electric a revolutionize the 
demand and adjust lower prices in the Electric Car field. 


Wh y? 


Because the Standard Electric has created a new standard of value and will 


destroy existing comparisons immediately present prices are considered. 


This is What it Means to Dealers 


Here is a new opportunity of doing a larger business. 
To be able to say to a customer, “I am selling a car $1000 
lower in price and as high in quality as any electric upon 
the market,” is no little asset. “Thousands of people want 
electrics but the high prices have debarred them. Hundreds 
of dealers would like to sell electrics but the big investment 
has deterred them. The Standard Electric. has obliterated 
this condition of affairs. We are in ‘business to build the 
best car it is possible to build —and ‘to sell it at a. price that 
will open up.a virgin field for the dealer who is wise enough 
and far-sighted enough to see that the electric pleasure car 
business is a rapidly. increasing industry. 
$30,000,000 worth of electric vehicles. have been sold since 
1895? But here is a sign of. the times—.$10,000,000 were 
invested by the public in this type: of car. last year. - Ninety 
per cent of this vast outlay passed through the hands of 
dealers who sell gascline cars. 


In the city of Minneapolis there are at present about 
165 electrics, 100 of these were purchased last year. 60% 
of all the electrics in Minneapolis bought within usiive 
months. 


An equally startling record can be similarly verified in 
twenty-five of the largest automobile distributing points in 
the country. 


Why are the People Buying Electrics ? 


Because it is a car that can show magnificent engineering 
advancement, especially in the development of the stor age 


Did you know that 


battery giving ample capacity for hills and overload. This 
with the electric’s ease of operation - —uniform speed — 
simplicity-—care free construction—effictency—large radius 


of action. and remarkable utility. for every member of the 
family has increased its popularity enormously. 


Give This Your Immediate Attention 


We have had already several hundied urgent requests 
for representation: from ‘dealers who know that the Standard 
Electric is designed, built and equipped for supremacy. 


-* How can*you do ft at the price—it’s a miracle,” one 
dealer wrote gs. 


and the car 
Thousands of people can now 
afford to buy and operate as good an Electric as any ever 
built or building. 


about 1t—the ‘chassis 


and the price is our answer. 


There is no miracle 


Dealers everywhere are recognizing that 
the electric car is a necessary adjunct to their gasoline car line 
if they are to 
risks. 


against selling 
When the gasoline car business is at its lowest ebb 
during winter months that is when the electric car business 
is at its best. 


Do a Big Business All the Year Round 
Sell the Standard Electric—the 


quality lowest in 
reasons. 


absolutely insure themselves 


car that is highest in 
price. We can give you a 
Just write to the factory. 


hundred 


The Standard Electric Car Co. 


JACKSON, MICHIGAN 









































The Service of Electricity 


and its most valuable development to save time and money. 


Your value to commercial and social life depends upon the 
value you set on time. 


Time is an equal gift to all. 


Now—can be bought an electric car to meet the time saving, 


money saving problem of locomotion at a_ price hitherto 
thought impossible. 


The Standard Hlectric 






Highest 


Lowest 
Quality 


Price 


Model M Coupe 


$1850 


The man who buys a Standard Electric saves The Standard Electric is the car of highest 
$1000 by any and every comparison. quality and lowest price—the car that eliminates 


comparison. 
The Highest quality electric cars to date have 


been sold on Quality. Long wheel base. All-sufficient power. 


Roomy body, spring suspension for pneumatic 
; or cushion tires. Non-vibrating steering appa- 
The Lowest price electric cars to date have S S app 


leon adhd an Seine ratus. Drop frame. Shaft drive. The best 
; equipment. A Perfect Chassis. 
Values are obtained by making comparisons. Westinghouse motors. Exide batteries. 


Wire or Write for Booklet K 


‘The Standard Electric Car Co. 


JACKSON, MICHIGAN 


























To Dealers in Tires 


On the opposite page we show our first Salesman-in-Print for the 
new year of 1912. 


This Salesman, like all that will follow, goes into mediums with a 
combined circulation of 24,000,000 copies per issue. 


It goes into the home of every man who buys automobile tires. 
It meets him around his fireside. 


Soon another one calls, then another. And each one presents an 
irresistible argument for Goodyear No-Rim-Cut tires. 


This Salesman announces what his fellows have done in the couple 


of years gone by. They have multiplied our tire sales about s7x times 
over since the year 1909. 


They’ve sold this year 409,000 automobile tires. 


They have compelled us for next year to increase our capacity to 
3,800 tires daily —just automobile tires. 


Now they have all this prestige—all this flood-like demand — all 
these myriads of users—to help in their talk to others. 


This year our Advertising, because of its force and its volume. 
became the sensation of Tiredom. 


It cost us for the year, $750,000. 
For next year we’ve added 50 per cent to this appropriation. 


Just for Salesmen-in-Print to go to all of your customers, selling 
Goodyear tires for you. 


Now, Mr. Dealer, it is for you to decide how well it will pay 
to work with them. 


Goodyear tires now far outsell any other tires in existence. 


Not because of these Salesmen only. -Salesmen-in-Print can sell 
to the buyer but once. 


But the test of time, with tens of thousands of users, has proved 
the economy of Goodyear tires. It has proved the advantage of 
No-Rim-Cut type. 


The demand for this type, growing now like an avalanche, 1s 
centering on Goodyear No-Rim-Cut tires. 
Is this a mere claim of the makers? 


Just look at the figures. Note how the sales are doubling over 
and over. Think how quickly these tires came to dominate the field. 


Go with this tide. Let these Salesmen sell for you. Let everyone 
know that yours is the store to get Goodyear No-Rim-Cut tires. 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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~ No-Rim-Cut Tires—10% Oversize 














1911 Sales—409,000 Tires 


Stop for a moment, Mr. Tire Buyer, on this verge of 1912. 

Consider how motorists are coming to Goodyear No-Rim-Cut tires. 

Six times the demand of two years ago—800,000 sold. 

Enough sold last year to completely equip 102,000 cars. 

Now the most popular tire in existence. 

Just because one user says to another—‘“These tires avoid rim- 
cutting, save overloading. They’ve cut my tire bills in two.” 

For the coming year, 87 leading motor car makers have contracted 
for Goodyear tires. We’ve increased our capacity to 3,800 tires daily. 

Now make a resolve—to save worry and dollars, to give perfec- 
tion its due—that you'll make a test of these patented tires. 


Upkeep Reduced 
$20 Per Tire 


These are the facts to consider : 

No-Rim-Cut tires now cost no more 
than other standard tires. The savings 
they make are entirely clear. 

And those savings are these: 

Rim-cutting is entirely avoided. 

With old-type tires—ordinary clincher 
tires—statistics show that 23% of all 
ruined tires are rim-cut. 

All that is saved—both the worry and 
expense—by adopting No-Rim-Cut tires. 


Then comes the oversize. 

No- Rim- Cut tires, being hookless 
tires, can be made 10% over the rated 
size without any misfit to the rim. 

So we give this extra size. 

That means 10% more air—10% ad- 
ded carrying capacity. It means an over- 
tired car to take care of vour extras— 
to save the blow-outs due to overloading. 

And that with the average car adds 
25% to the tire mileage. 

\ll that without extra cost. 


Tire expense is hard to deal with in 
any general figures. 

It depends too much on the driver— 
on proper inflation—on roads, care, 
speed, etc. 

But it is safe to say that, under aver- 
age conditions, these two features to- 
gether—No-Rim-Cut and oversize—cut 
tire bills in two at least. 

We figure the average saving—after 
years of experience with tens of thou- 
sands of users—at $20 per tire. 

Whether more or less. it means some- 
thing worth saving. It totals millions of 
dollars every year to users of these tires. 

And you get your share—without 
added cost—when you specify er yodvear 
No-Rim-Cut tires. 








The New Goodyear Non-Skid Tread 


ae. 











Non-Skid Treads, if Wanted 
Double-Thick, Deep-Cut Blocks 


The newest addition to No-Rim-Cut tires is this ideal Non- 
Skid tread. Not a mere makeshift—not a flimsy protection. 
Not a mere corrugation of the regular tread. 

This is an extra tread, about as thick as the regular, vulcan- 
ized onto the regular tread. Thus a double-thick tread, made 
of very tough rubber, reducing danger of puncture by 30% 

The blocks are deep-cut and enduring. They present to the 
road surface countless edges and angles, so skidding is avoided. 

Each block widens out at the base, so the strain is spread 
over as much tire surface as with smooth-tread tires. 

Note the many ways in which this Non-Skid tread sur- 
passes all the others. 
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No-Rim-Cut Tires 
With or Without Non-Skid Treads 











13 Years Spent 
Testing Tires 


Thirteen years ago we started out to 
outdo others on automobile tires. 

We brought to our factory the best 
experts we knew, and put them at work 
in our laboratory. 

We gave them carte blanche on ex- 
pense. 

For rubber we supplied them with up- 
river Para, the costliest and best in ex- 
istence. For fabrics we gave them the 
long-fibre Sea Island cotton, at twice 
the cost of the usual. 


To prove out their ideas we built a 
tire testing machine. There four tires 
at a time are constantly worn out under 
all sorts of road conditions, while meters 
record the mileage. 

There we have compared forty for- 
mulas for wear-resisting treads. There 
we have compared over 200 fabrics. 

There every method of making, of 
wrapping, of vulcanizing has been put 
to infallible test. 

And there every competing tire of 
merit has been compared with our own, 
under actual road conditions. 


We've done this for 13 years. 

Whatever proved best was adopted. 
Then displaced when we found some 
thing better. 

Thus Goodyear tires have been 
brought so close to perfection that last 
year our liberal warrant cost us less 
than 82 cents per tire. 

So it is more than our patents—more 
than our oversize—which has brought 
Goodyear tires to such immense popu- 
larity. It has been the knowledge that, 
despite all claims, in the test of time 
worth alone will prevail. 

And our figures reveal the result. 


Our new Tire Book is ready—filled 
with facts which motorists should 
know. Ask us to mail it to you. 


THE GOODYEAR TIRE & RUBBER COMPANY, Erie Street, AKRON, OHIO 


Branches and Agencies in 103 Principal Cities 
Main Canadian Office, Toronto, Ont. 
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We Make All Kinds of Rubber Tires, Tire Accessories and Repair Outfits 


Canadian Factory, Bowmanville, Ont. 
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Some Production Facts That Are as Unusual 
as the Advertisement on the Opposite Page 


The 1912 Lion “40” is the realization of an ideal; 
the consummation of a steadfast adherence to the 
determination born years ago in the heart of one man 
to build an absolutely high grade, dependable motor 
car at a moderate price. 

It is a fact that the demand for high grade automo- 
biles has been so much greater than the supply that 
prices have been inflated and have been persistently 
maintained at a point very considerably higher than 
actual values demand. 

The years that have passed since the automobile 
industry became a mighty factor in the progress of 
the country have been years of experimenting; years 
of large expansion along the lines connected with the 
industry ; and of unusual outlays of capital that could 
only find compensation in the finished product by the 
elevation of prices. 

For the last year or two, however, the automobile 
has become practically standardized. ‘There will be 
no more radical changes so far as construction is 
concerned. There will be refinements from year to 
vear bringing about increased comfort and efficiency, 
but it is safe to say that the automobile of today is a 
standard product. ; 

Three vears ago, when the Lion Motor Car Com- 
pany was organized, it began business on the well- 
defined policy, which at that time was almost an 
inspiration, that it was then possible to build a 
thoroughly dependable, absolutely high grade motor 
car to sell at a price considerably under $2000. 
Experimenting had been done by others in the years 
previous to that time; millions of dollars of capital 
had been expended in bringing the industry to a 
point where it could safely claim standardization for 
its product. The necessity for high prices had passed. 
The Lion “40” must be all that the most particular 
owner could demand, as to quality, and it must be 
low enough in price to meet the requirements of 
thousands of Americans who demand economy as well 
as quality in the motor car they buy. 

This vision of a thoroughly dependable car at a 
thoroughly reasonable price became the controlling 
factor in the life of Mr.S. H. Humphrey, vears before 
the Lion Car was thought of. The 1912 Lion “40” 
marks its realization more perfectly than even Mr. 
Humphrey himself bad ever dared hope for. 

You will realize the truth of this assertion immedi- 
ately upon reading the advertisement on the opposite 
page. You will become enthusiastically positive of 
it once you have seen and tried the Lion Car. 

This dominant car is built complete in our own 
plant under Mr. Humphrey’s personal direction. 

Quality stands out in every operation, from the 
time the first castings and forgings go into the 
machine shop, on through the assembling department 
the upholstering, painting and finishing department, 
down to the last little delicate touches of refinement 


which stick out on such accessory features as the 
enamelled lamps and japanned holders for the Search- 
light ‘Tank. 


The Lion “40” is a Great Dealers’ 
Proposition 


You will realize at once that a car of this character 
is a mighty good proposition from a dealer’s view- 
point. 

The Lion dealers’ contract is a contract that insures 
progressive dealers a permanent business. It is an 
improvement over the old form and is one that must 
appeal to every intelligent, ambitious automobile man. 

This liberal contract, our aggressive campaign of 
advertising, and the sterling quality of the car itself 
have brought to us many of the most intelligent 
automobile men in the United States. 

Some territory, however, is still open. 

We feel that the Lion “40” is a big proposition, 
and we want men who can do it justice. 

If you have the facilities and the ambition to build 
up a most profitable business in your section, an 
especially attractive proposition awaits you. 

The Lion Service Department has been perfected 
to a point which insures shipment of all stock parts 
the same day order is received. 


The Lion Advertising Campaign 


The 1912 advertising campaign of the Lion “40” 
is going to be one of the most aggressive and far 
reaching that has ever been planned for a car of this 
character. 

It is going to include intensely strong, demand- 
creating copy in the national mediums. You will 
realize the strength of this statement when you glance 
at the advertisement on the opposite page. 

It is going to include also the use of dominant 
space in some of the strongest farm papers in the 
country; the publications that reach out into the 
wealthy farm districts and appeal to men who are 
keenly interested in automobiles and who have ample 
money to buy. 

It is going to include also the use of large space in 
many of the daily papers throughout the country, 
thus focusing the demand created by the large 
national advertising on the business of the dealers 
themselves. 

Supplemental to all this will be attractive catalogs, 
folders, follow-up work direct from the factory and 
every other line of effort that can possibly be brought 
to bear as an influence in creating sales. 

If this is the kind of a proposition that you want to 
take up, we will be glad to hear from you. 


Lion Motor Car Company 


Adrian, 


Michigan 
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Lion “40” Model “K” Fully equipped $1600 


Measure the Lion “40” 
by the golden rule of goodness 


Examine the Lion “40” with special reference 
to those refinements which identify a car of 
super-quality. 

Hunt for those fine ear-marks of excellence which 
are characteristic of the best. 


You know, yourself, nearly every detail in which the car of 
high degree excels the car of low degree. 

You know that the car of low degree lacks certain specific 
features which you do not expect or count upon; because 
of the lesser price. 

You can locate, and study, and compare these details in the 
Lion “40.” 

Speaking generally, these elements of value are embodied— 
in the Lion or in any other car—in the capacity and sim- 
plicity of the motor; in its efficiency as applied to the car 
and in proportion to its weight; in the wheelbase meas- 
urement; in the length and cushion of the springs ; in the 
ignition-service; in the size of the tires; in the demount- 
able, quick detachable rim equipment ; in the quality of the 
top; in the luxury of the upholstery and the quality of the 
leather; in the completeness of the accessory equipment. 


LION MOTOR CAR COMPANY 


New York City Chicago St. Louis Washington 


and represented in all other prin ipal cities in the United States 
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Now, start with the Lion self-starter and draw the “deadly parallel” 
between Lion evidences of quality and value; and similar evidences 
found in the car of high price. 


Self-starter — positive and certain in its action — dispensing with the 
engine crank. 


Full powered motor—40 H. P.—quick, flexible, silent and speedy. 

Unit power plant—alignment preserved; protection from mud and dirt and water. 

Full floating Hess rear axle, instead of semi-floating, or somé less efficient type. 

Hyatt roller and New Departure ball bearings throughout the car—in themselves 
evidences of quality. 

Spicer universal joints—straight line drive. 

Tires, 36x 4 inches, Firestone or Diamond, demountable and quick detachable— 
big and generous in size; resilient and easy-riding. 

Booth demountable quick detachable rims instead of less costly equipment—and 
one extra rim and tire irons furnished—the first car under $3,000 to adopt 
these rims as regular equipment. 

Wheelbase of 116 inches—long and comfortable. 

Springs—Rear 50 inches long, front 40 inches long—extreme sizes; leaves extra 
tough and pliable. 

Upholstering, more than usually thick and soft-—eight inches deep instead of six; 
the highest grade, long grain, semi-bright leather. 

Brake drums, 14 inches in diameter instead of 12; both brakes internal expanding. 

Equipment complete to the last detail :— 

Top of finest silk mohair; with dust boot; rain vision windshield; speedometer; 
enameled gas headlights, Searchlight tank; robe and foot rails; tools, oil 
lamps, etc. 


Each feature heretofore peculiar to cars costing far more than the Lion 
price; yet incorporated in this $1600 car. 

In total, good and sufficient reason to do some thinking before paying 
more to get them in some other car; or less in the hope that they 
are not the backbone of service-efficiency and long life. 

If you will be unable to see the Lion at the automobile show; 
the catalog, and call on the nearest dealer. 


Fulton Street ADRIAN, MICHIGAN 


Boston Detroit 


write for 


San Francisco Minneapolis 



































Special 
Features 


40 Horsepower , : ; . 5 
116-in. Wheel Base ec Ue tA eee 
34x4-inch Tires vi 7 pre 
Demountable Rims ; 
“Michigan” Self- es; wards 
Starter 2 re 
Nickel Trimmings 


Three-Bearing 
Crankshaft 


Enclosed Valves oe 
Absolutely Silent , & 
Motor ! 














































Our Economies in Selling 


Save You One-Third 


A most unusual plan for marketing automobiles makes it possible to save you, on standard 40- 
horsepower cars, from $600 to $1,000. Where others spend millions every year to sell their 
output, it costs us not one cent. And this fact proclaims the “Michigan Forty’ as the one big value 


in the automobile world. The reasons for our enormous saving are explained below. 


[It costs most motor car makers as much to sell their cars as to build 
them. With us, the sales expense is practically nothing. 

For we have had no branch houses to establish. No agents to “sugar.” 
No racing cars to maintain nor high-priced drivers to carry. No extrava 
gant road salesmen to support. The day -the “Mighty Michigan” was born 
marked an epoch in motor car history. 

In 1909, when we first entered the automobile field, we had been en- 
gaged in the manufacture of pleasure vehicles for twenty-eight years. We 
were, and are today, the largest carriage builders in the world. Ten thou 
sand regular agents all over the country absorb our product. 

We knew that the building of good machines had been reduced to an 
exact science—that it was no longer a problem in economy among those 
accustomed to factory operation 

We knew that with our immense plant and thoroughly organized army 
of skilled mechanics, we could manufacture cars as economically as any 
concern in existence. 


Enormous Selling Extravagance 


And we also knew that most automobile manufacturers spent millions 
of dollars every year to make a market for their cars 

That they threw money to the four winds. That they established im 
mense branch houses, organized automobile races, promoted Glidden tours, 
employed high-priced road salesmen 

That they took dealers to their factories in special trains That no sell- 
ing stunt was considered too expensive 

We figured that all this extra cost did not make the car any better that 
if we could make a good machine with all this unnecessary expense cut out 
we could afford to put it on the market for at least one-third less than if we 
sold it in the usual way The question was how could we do it. How could 
we move oul product from tactory to consumer at practically no cost 


Our 10,000 Agents Solved the Problem 


But even before we fully decided about making cars, our ten thousand 


vehicle agents answered the question. They were PREPARED to offer us 

a bigger market than we could supply Almost overnight we found our 
motor sales organization already created for us 

Before we built a car—even before we knew what priced car we should 

I—these agents began to make demands on us for local territory Let 

f ill over the countr promising support One agent came 

$10,000 in cold cash to deposit on the first machines we 


And thus it has been ever since. So far it never has 








Price 


Proved 





$1,500 


Includes 


“Michigan” 
Self-Starter 
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been necessary to 


advertise the “MICHIGAN” in order to create a demand for it. Our 


loyal agents have taken all the cars we could produce. 
We value these ten thousand agents at millions of d 
them we should have been forced to market our ears in t 


ylars, for without 
he same expensive 


way necessary with other makers. And the result is that we can save you 


the difference in selling cost. One-third or more! 


To secure a big, powerful machine of unsurpassed beauty, character and 


dependability, you need no longer pay up to $2,500. $/ 


What More Can You Ask! 
What More Do You Want! 


In the “Mighty Michigan Forty” you get far more valu 
can purchase anywhere else under the sun. 

You get a machine of character and class—with sutfic 
you spinning over any road in any kind of weather. With 


O00 now buys it! 


e than your money 


ient power to take 
a car full of people 


You get a car with a proven—not an experimental—self-starter. Tested 
thousands of times and absolutely efficient, with none of the impractical 


features of the early starters. 
You get demountable rims and big 34x 4-inch tires 
You get the long wheel base—116 inches 


You get the latest type long-stroke motor, with 44-inch bore and 54-inch 


stroke, three-bearing crankshaft, enclosed valves An absol 
Stylish nickel trimmings add beauty to the car and 
trouble of polishing brass. A large, roomy body and 


insure luxurious ease and solid comfort. 


utely silent engine. 
save the cost and 


finest upholstering 


“Michigan” Cars Guaranteed for Life 


Further than this, the “MICHIGAN” ear is backed 
squarest guarantee ever put on an automobile. If at any t 
isfied in one year, two vears, five vears, any time—go 


went and he will make it right 


up by the fairest 
ime you are dissat 


back to youl local 





with vou. If he doesn’t. we will 


Free Catalog Coupon 





atalog describing 
i ott , 


er Michigan « 


New Catalog Ready MICHIGAN BUGGY CO. 
Let us mail you our 1912 

catalog, giving detailed spec! " 

fications and yhotographs of r cast Bsa me x 

our five 1912 MICHIGAN” ichigan Forty” a 

models Post card or coupon 


brings it Vame 





MICHIGAN BUGGY COMPANY, 16 Lay Street, Kalamazoo, Mich. Address 





16 Lay Street, Kalamazoo, Mich. 
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Cut out all the sales talk and hot air. 
what you get for your money. 
You are going to contract with some manufacturer. 
price is higher. If his price is the same, the quality is not so good. 
The reason—Our Wonderful Selling Plan. 


Compare ! 


Find out for yourself! 


Get down to facts. Confine yourself strictly to the price—and 


If his specifications are the same as ours, the 


Now is the time to stop purchasing conversation along with 


your cars. Now is the time to make the manufacturers prove their big talk. Before—not after—you 


have contracted. 


And we can make good everything we say. 


Every Big Selling Feature Included in the 


“Michigan 40” 


Now look at the Special Features of the “Mighty 
Michigan Forty’-—features that, when pointed out 
to your customers, will sell the car. For this won- 
derful machine contains every powerful selling 
argument known to the automobile world 


Motor 
Compare our motor with those of $2,500 cars. 
Full forty horsepower, it meets all the demands 
of exceptional conditions. It has a strong three- 
bearing crankshaft with extra size bearings. Large 
valves are used, 24-inch, and heads 3'%-inch. 
The cylinder size is 44% x5'4. Except the fan, 
every moving part is enclosed. 
These specifications mean ample power, long 
service, freedom from vibration, and silence— 
absolute silence. 


Self-Starter 

We have tried out nearly every self-starter 
manufactured. The only one that our engineers 
found entirely practical we have approved for use 
on the “Michigan Forty.” 

Nothing complicated. Very light—weighs less 
than six pounds. Thoroughly dependable. We 
gave it thousands of tests under all sorts of condi 
tions, and it proved itself absolutely efficient. 

Some starters are very awkward in appearance. 
Nine out of ten do not do the business they are 
there for—you work harder to get results than you 
do to crank the motor. Most all add so much to 
the weight of the car that it would be folly even to 
consider them. 

When you do find a self-starter that is light in 
weight, it generally possesses some feature that 
makes its use injurious to the motor. 

The “Michigan” has all of the advantages of the 
light-weight starters, with none of their faults. It 
is operated on an entirely different principle from 
any other self-starter on the market. It is in a 
class by itself 

Nobody likes to crank a car. In six months it 
will be almost impossible to sell a machine with 
out a self-starter. You get one on the “Michigan” 
today! The best one—now! 


Ignition 

Tests of all kinds were made before we finally 
decided on the Briggs magneto. Not only did 
we find the Briggs most efficient, but we felt that 
its strong guarantee gave “Michigan” agents 
another big selling argument possessed by no 
other cars of equal price : 

If the ignition system is wunsatistactory, no 
wake 


matter what the cause, the magneto may be re 
turned by express “collect.” and it will be re pair¢ d 
replaced without cost, and returned “express 
prepaid,” within twenty-four hours 
Phe il box is inside the hood, leaving in sight 
only the handsome nickel switch. (It is the little 
details that help sell the car.) 
Clutch 
The “Michigan Forty” is equipped with a clutch 
of the multiple disc type, dry plate, thermoid 


MICHIGAN BUGGY COMPANY, 


against steel. It will not grab in starting, nor slip 

under any circumstances. You can move the 
car an inch or a foot with perfect ease. And you 
get a clutch that will transmit a greater percent- 
age of power to the rear axle than any other 
clutch in existence, bar none. 


Axles 


Sheldon axles are used, both front and rear. 
Our three-quarter floating rear axle is good. It 
combines all of the advantages of both the full 
floating and the semi-floating types, with none of 
the disadvantages of either. Hyatt High Duty 
roller bearings are used throughout. 


Wheels and Tires 


No part of any vehicle is more important ,than 
the wheels. They must stand up. So we use the 
genuine Shortsville wheels, known everywhere as 
best. 1'%-inch spokes are used—twelve of them 
to each wheel. 

34x4-inch tires and demountable rims—just 
to make sure that “Michigan” owners will not 
be bothered with that bugbear of Motordom— 


tire trouble 
Brakes 


The “Michigan” has unusually large brak 
ing surface—one square inch for every eight 
pounds. Brake drums are 14 inches in diameter, 
2 inches in width. Lined with raybestos, making 
it impossible to burn them out. With the four 
brakes, all acting on the rear axle, the car can be 
brought to almost an instant stop, no matter what 
the speed. And they work—always. 


Mountings 

Look at the 1912 models of the most expensive 
cars. You'll find very few mounted in brass 
Takes too much time to keep all the lamps and 
other metal parts polished and cleaned. 

On the other hand, look at the cheap cars. How 
are they mounted? Brass—always brass! 

And that’s the answer. 

The “Michigan Forty” goes to the dealer with 
expensive white nickel mountings throughout. 
Another big selling point. 


Body 


In manufacturing motor cars we have profited 
by our experience as carriage builders For 
instance, take our body construction. No “Pack 
ard” or “Peerless” is more thoroughly or care 
fully made, or of better material 

In appearance the “Michigan Forty” is big and 
massive, giving the impression of character and 
prodigious powet It has a modern look, due of 
course to the embodiment of latest ideas in its 
design 

Comfort Important 


The 116-inch wheel base, the 52-inch extra long, 


easy springs and the soft cushions are noticeable 
to all those who appreciate luxurious ease and 
solid comfort. 

[he appointments of the car are perfect. Every 


16 Lay Street, Kalamazoo, Mich. 


little detail is carefully worked out to minute ex 
actness by our force of skilled engineers. One 
need never feel ashamed to compare the “Michigan 
Forty” with machines costing up to $4,000. 

And all the features mentioned above do not 
begin to tell the story. Stromberg carburetor, 
Gemmer steering gear, special “Michigan” three- 
speed selective transmission—each speaks of sur- 
passing quality. These names are a guarantee of 
uniform excellence and meritorious performance 


Guarantee 

Read our guarantee on the opposite page and 
you will see that it is the broadest and most liberal 
ever placed on a motor car. This is a big feature. 
In selling cars it helps a lot. And remember that 
this guarantee is backed by an old line concern, 
one that has been here for thirty years—and that 
will be here thirty years from today. 


No Cut in Agent’s Profit 

And the best feature of all is that. in providing 
these numerous good things for the consumer. 
we have not forgotten to provide for the agent 
the man who sells the car. 

No matter how good the machine or the selling 
proposition, it is the personality of the agent that 
produces direct results. We fully realize this 
\nd that is one reason why we have thought it 
only just not to deduct anything from the agent's 
profit on account of the special selling features 
included in the car 

This policy we have adopted makes the “Michi 
gan” selling proposition the strongest proposi 
tion in the world. Our 
big money—for themselves 


Make Up Your Mind 


You've looked into every car proposition on the 
market. You’ve studied this contracting matter 
from every conceivable angle But if 


to get machines before the selling 


agents make money- 
, 


you want 
season is all 
over, now is the time to decide—and you know it 

If our proposition looks best, write us. Not 
because we talk the loudest, but simply 
of our proposition. We ask you to inz 
Get the facts. Then DECIDE! 


becaus« 


estigate. 
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A MAN talking the other day about automobiles in general had this to say,—and let us remark that 
he knows the automobile industry from top to bottom. “Boys,” said he, “there are a lot of good 
automobiles and a lot of automobiles not so good. There are a lot of cars widely sold and others as 
good barely sold at all. Why should there be such differences as do exist? What is the secret; the 
reason why? Is it in engineering? Is it in manufacture? In salesmen? In advertising? Well, 
after all, there are not many secrets here. Some have better facilities, but the market is open for all 
these and anybody can buy. Nevertheless there is a reason for the success of the most favored cars 
and it’s a very significant reason too. Perhaps you have guessed it already. 

“Here is the answer. ‘he secret of the greatest automobile successes lies in the brain of some 
big, honest man who takes engineering, manufacturing, salesmen, advertising, and by the vigor of 
his own personality cements them all together and builds a great organization and a great business. 
A man did it. ‘Vhat’s the secret of automobile success today. 

“A lot of capable men working together will succeed, but to get the best that is in them takes a 
leader of men. Give them a leader and you can’t beat them. 

“ Next time you consider buying a car you want to think, not of its valves or upholstery by them- 


selves but of the car as a whole. And to answer that question you better find out who is the 
big, honest man behind the goods.” 


The speaker was right and he might just as well have named the Studebaker Corporation and 
Walter E. Flanders. 

The public today appreciates that what Flanders says and promises is straight from the shoulder 
and absolutely true. Take it from him and be sure that the E-M-F “ 30” and Flanders “20” auto- 
mobiles are built of the best materials money can buy and by the most skilful manufacture. It’s 
true, you can bank on it, that an E-M-F “30” or Flanders “20” is the best automobile at the price 
made anywhere in the world. ‘That’s the reason we will build 50,000 cars this year—they are so good 
the public can not get enough. 

The man does not live who can go through our factories and acquaint himself with our organiza- 
tion and not be convinced that here are the best factories and best automobiles in the world. Best 
for quality; best for price. The result is that every E-M-F and Flanders owner is advising his friends 
to buy early and be sure of prompt deliveries. 


STUDEBAKER CORPORATION 


E-M-F FACTORIES, DETROIT, MICH. 
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Flanders “20’’ in Sterra Nevadas 


, ‘HERE is a big human interest back of the Flanders ¢¢ 20,” 


story of struggles and success. It is easy to build an automobile for $800 
but to build for that price a car with all the quality of steel which goes into a $4000 car is a 
difficult task. Our enormous resources give us a great advantage in the problem but our com- 
petitors said it couldn’t be done. They added that they ought to know because most of them 
had tried it and failed. Either they built an inferior car or they raised the price. All the auto- 
mobile world was doubtful when we announced that we had solved the problem. ‘Maybe,’ they 
said. ‘Sure,’ we replied, for we knew. 


Today the fight is over and Flanders “20” has won. Thousands of Flanders have been 
driven by owners everywhere from Florida to Oregon and the car has proved beyond all question 
its wonderful durability, ease and power. 


Why not get a car which costs you little to begin with, which your wife can readily drive 
and which is not only tireless and economical to maintain but also the handsomest car on the 
road. Thousands are going to make just this sensible purchase. Better get your order in early. 
We can’t begin to keep up with our orders now. Our nearest dealer will tell you all about it. 


STUDEBAKER CORPORATION 


E-M-F Factories 
DETROIT, MICHIGAN 


























Why Not, Mr. Dealer? 


Why not sell the easzest selling car? 


Every prospective purchaser you meet 1s either a 
possible or a probable buyer— depending altogether 
on what you have to offer him. 


If you cannot offer “proved-on-the-road_ value,” 
along with all the other essentials of a modern car, 
if you cannot offer some rea/ advantages over your 


competitor, you have only a possible buyer. 


Luck may favor you once in a while or your own ability as a salesman, 


exerted to the utmost, may create in the minds of a few a value that will 
prejudice them in favor of your car. 


But on the other hand suppose you can offera prospective buyer a car, the 
equal of which has never before been produced in America at the price— 


—And suppose the price is one that sales records show is right now the 
most popular with the greatest number of motor buyers. 


—Then suppose you can offer a car with the /ongest sty coke motor of any 
made in America—the type adopted almost exclusively in high priced 
European cars—a motor that gives greater power on all speeds, keeps 
cooler, vibrates less, wears longer, and 1s se/f starting. 


—And again suppose you can show a record of actual road performances 
never approached by any other car in the world—a car that has won four 
consecutive national contests and in its latest and greatest triumph winning 
three out of a possible four trophies awarded to all contestants. 


—Suppose to all these selling advantages—these proved-on-the-road merits you can 
add for good measure a wealth of refinement, style and motor luxury that has never 
been equaled within $500 of the price you ask. 


Then, Mr. Dealer, you have—not possible buyers, but—probab/e buyers every time you 
show a car or give a demonstration. 


The difference between the two agencies means much to you—It means the difference 
between a hard struggle for a modest income and financial independence. 


Remember it costs less time, less money, and less labor to sell a good car than an ordinary 
one—and there’s more money and satisfaction in doing it too. 


Don’t close for the agency of any car until you see first what we have to offer you 
right now on the 
Four New Models of the 


“Dreadnought” OVLOOWAS “Thirty-five” 


The Motor Sensation of America 


Write for Dealers’ folder and special proposition in unoccupied territory. 








Moline Automobile Co., 38 Keokuk St., East Moline, Ill. 




















The Motor Sensation of America 
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A Sure Sign of Satisfaction 














“DREADNOUGHT” 


EE it at the shows—see the motor that has 


set a record unapproached by any car in America, 
regardless of size, power or price. 








In the 1911 Chicago Reliability Run, the four Molines 

entered won 3 out of the 4 trophies offered—Team Trophy, the Roadster 
Trophy, tied for Touring Trophy and stood second for the Fuel Economy 
Cup. Practically capturing everything worth while. The four cars 
finished with four Perfect Road Scores. 


Winner in four Consecutive National Road Contests: 
1911 Chicago Reliability Run 1911 Annual Fuel Economy Run 
1910 Chicago Reliability Run 1910 Annual Glidden Run (ChicagoTrophy ) 
These remarkable victories are not fluke performances—not mere incidents 
of luck, but public demonstrations of the uniform consistent, everyday per- 
formance enjoyed everywhere by owners of this invincible car. 


Self-Starting 


4x6 Long 
Stroke Motor 





“THIRTY-FIVE” 


And the secret of all this is the silent; powerful, 
dependable, self-starting Long Stroke Motor. No car in 
America offers you a motor with such “proved-on-the- 
road” merit. No car in America has won such a list of 
repeated public road victories. No car in America 
has ever equaled this record on the road. And added to this is a wealth 
of style, comfort and economy in cost and maintenance that is equally 
remarkable at the price. 


Four New Models 


This season’s showing of the “Dreadnought Moline” affords a much wider 
range of selection than ever before offered, embracing a 


5 Passenger Touring Model, $1700 4 Passenger Roadster, $1600 
4 Passenger Touring Model, $1700 2 Passenger Roadster, $1700 


May we have the pleasure of mailing you “Photogravures” of the above, 
also complete descriptions and specifications, Ask for Portfolio No. 38. 








MOLINE AUTOMOBILE CO., 38 Keokuk Street, East Moline, Iil. 
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Dealers — _ 


keen on Motor values should see for themselves what 
| we offer in the ‘‘Dreadnought"’ Moline ‘35."" Write Us. 
| 






































The Largest Advertising Campaign 
Ever Conducted on Cars 

















The next two pages show the first advertisement to go out on 
Reo the Fifth. 

It is the first announcement in the largest advertising campaign 
ever conducted on an automobile. 

This advertisement—like all of the series—goes into the home of 
practically every motor car buyer. 

We are using magazines, weeklies, farm papers and newspapers 
with a combined circulation of 30,000,000 copies per issue. 

And this first announcement is to be followed in rapid succes- 
sion by equal salesmen-in-print. 





Read that announcement—you men who sell Reo cars. 


Judge for yourself if this kind of salesmanship is likely to help 
you sell Reo the Fifths. 


Remember that these salesmen go again and again to all of your 
possible customers. They are going to discuss the whole motor car 
question in the quiet of every home. 


You know the new car which they offer. 


And you know that no rival car in the whole field offers nearly 
so much for the money. 


Please judge the effect for yourself. 





The time has come when no automobile can gain its proper place 
solely through personal salesmanship. 


There are too many cars—too many competitors. The attention 
of buyers is too much divided. 


The maker who succeeds in any*large way must go into the 
homes. He must start making his converts there. 


He must go to the buyers and tell them enough to bring them to 
see his car. He must create curiosity—gain respect—provoke a com- 
parison—secure for his dealers a hearing. 


That is what we are doing. We are doing it on a scale which 
was never before attempted. 


_ Weare doing it efficiently. We believe the advertisement shown 
in this pamphlet to be the best ever written on automobiles. 


It is a sample of masterly salesmanship. 





It is not expected that printed arguments are going to complete 
the sale. That is not the object of them. 


They are aimed to secure for you dealers a hearing from every 
possible buyer. Their purpose ends when that is accomplished. 
The rest is all up to you. 
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These advertisements,remember, will constantly go into practically 
every home around you. They cover the city, the suburbs, the farms. 

They are dominant ads, and convincing. They offer what is, and 
what seems to be, a remarkable car for the money. 


They make pretty certain that, before a man buys, he is coming 
to see you—and this Reo the Fifth. 


And these men, half converted already, are going to be easily sold. 





Advertising, as you know, isn’t always effective. 


Probably a large part of the advertising on automobiles might just 
as well not be done at all. 

The results depend largely on the car itself. Cars which can’t 
stand with other cars in comparison better keep out of the limelight. 

This advertising campaign, involving a fortune, is based solely on 
the merits of Reo the Fifth. 

We are staking all this on the conviction that to know this car 
means to buy it. And that conviction is based on long years of 
experience. 

You who have bought these cars already share in this convic- 
tion. Now let us make it a certainty. We shall see that people know 
them. It is for you to see that they buy. 

No dealers before in all motor car history ever had such a back- 
ing—no such car for the money—no such salesmen-in-print. 

Make the most of this opportunity. 





There is no doubt that this car, backed by advertising unprecedented, is going to 


precene our output. Our capacity, in fact, is considerably short of the orders already 
ooked. 


That is one thing for you to consider. 
The trouble will not be to sell Reo the Fifths. It is going to be to get them. In 


eck, April and May we shall. doubtless have orders for twice the cars that we can 
eliver. 


That over-demand is being created deliberately. 


This advertising is not only to sell this season’s output. A far lesser amount would 
suffice for that. 


It is to bring Reo the Fifth to the place it deserves. It is to make this car, in the 
years to come, the dominant car in its class. 


We want to outsell our output. We want buyers waiting for Reo the Fifths, not 
Reos waiting for buyers. 


We want the demand to be so overwhelming that dealers and buyers will not 
soon forget it. 


But that means this to you: 


_ It means that specifications for definite shipments should be placed rather far 
In advance. 


It means that cars ordered early will be decidedly welcome when the rush 
season once begins. 


It means that the dealers who cash in largest this season will be the dealers 
with foresight—the dealers who look ahead. 


R. M. OWEN & CO., General Selling Agents for 
REO MOTOR CAR CO., Lansing, Mich. 
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My 


Reo the Fifth—the car I now bring out—is 
considered by me as pretty close to finality. 

So close that I call it “My Farewell Car.” I 
shall let it stand as my topmost achievement. 

Embodied here are the final results of my 
25 years of experience. 

I have spent 18 months on Reo the Fifth. 
For three months I stopped the whole Reo 
production to devote all of our efforts to this 
one car. 


The future is bound to bring some minor 
changes—folderols and fashions. But in all 
the essentials this car strikes my limit. 

Better workmanship is impossible, better 
materials unthinkable. More of simplicity, 
silence, durability and economy can hardly 
be conceived. 


I consider this car about as close to perfec- 
tion as engineers ever will get. 


My 24th Model 


This is the twenty-fourth model which I 
have created. My first was a steam car, built 
in 1887—25 years ago. My first gasoline car 
was built in 1895—17 years ago. 


My whole life has been spent in building 
gasoline engines—the Olds Gas Engines, 
famous half the world over. My engine- 
building successes gave first prestige to my 
cars. For the motor, of course, is the very 
heart of a car. 

So it came about that tens of thousands of 
motorists have used cars of my designing. 
They have run from one to six cylinders, from 
6 to 60 horsepower. They have ranged from 
little to big, from the primitive to the modern 
luxurious cars. I have run the whole gamut 
of automobile experience. 

In the process of sifting I have settled down 
to the 30 to 35 horsepower, 4-cylinder car. 
That is, and will doubtless remain, the stand- 
ard type of car. 






30-35 
Horsepower 
Wheel Base 
112 Inches 
Wheels— 
34 Inches 
Demountable 
ims 
Speed 
45 Miles per 
Hour 
Made with 2, 
4 and 5 Pas- 
senger Bodies 


Top and windshield not included in price. 


Farewell 


By R. E. Olds, Designer 


Greater power is unnecessary; its operation 
expensive. Weight, size and power not need- 
ed bring excessive cost of upkeep. 





Most men 
who know best, and who can own good cars, 
are coming to this standard type. So we 
make for the future just this one type of car. 





called Reo the Fifth— 
I have embodied all I know which can add 


And in this new car 


one iota to the real worth of a car. 


My Thousand ‘Helpers 


But Reo the Fifth, despite all my inventions, 
belongs to other men more than to me. A 
thousand men have contributed to it. I have 
searched the whole world to secure for each 
part the very best that any man has discovered. 

For that is the essence of motor car design- 
ing—to learn what is best and adopt it. No 


modern car owes more than a trifle to the 
genius of any one man. 


So this car is not mine 





it is merely my 
compilation. It shows my skill in selection 
—in picking the best—more than my skill in 
designing. It shows, above all, what my 
myriads of cars in actual use have taught me. 

And I frankly confess that I owe a great 
deal to the many brilliant designers whom it 
has been my good fortune to associate with me. 


Where This Car Excels 


In Reo the Fifth you will find many good 
You will find 
all the best features used in other up-to-date 


features found in no other car. 


models. You will find them combined with 
style, finish and appearance which marks the 
very latest vogue. 

But the vital advantages of this new car 
lie in excess of care and caution. In the utter 
exactness—in the big margins of safety. 


One of the greatest lies in formulas for 
steel. I have learned by endless experiment 





gas tank and speedometer — all for $100 extra. 


Car 


—by countless mistakes—the best alloy for 
each purpose. 


All the steel that I use is now made to my 
order. And each lot is analyzed to prove its 
accord with the formula. Experience has 
taught me not to take any chances. 

I used to test gears with a hammer. Now 
I use a crushing machine of 50 tons capacity. 
And I know to exacthess what each gear will 
stand. 

I took the maker’s word on magnetos at 
one time. Now I require a radical test, and | 
have found but two makes which will stand it. 

The axles are immensely important. I use 
Nickel Steel of unusual diameter, and fit them 
with Timken Roller Bearings. 





The carburetor is doubly heated 
air and hot water 
gasoline. 


by hot 
for the present grades of 





The car is over-tired. 


From start to finish 
this car is built under laboratory supervision. 


So with every part. 


The various parts pass a thousand inspections. 

It is one thing to build a theoretical car, to 
meet all expected conditions. It is another 
thing to build one to meet actual conditions. 
The unusual and unexpected bring out a 
car’s weakness. 

The best thing I have learned, in these 
decades of experience, is the folly of taking 
chances. 

I had one of these new cars run for ten 
thousand miles—run at top speed, night and 
day, on rough roads. That is equal, I figure, 
to three years’ average usage. Then I took 
the car apart, and I found every important 
part in the whole car practically as good as 
new. 

That’s where this car excels—in that excess 
of caution taught by 25 years of mistakes. 
I am not abler than other designers. I have 
simply been learning longer. 


Reo the Fifth 


We equip this car with mohair top and side curtains, windshield, 
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The 


It seems an anomaly that this Farewell 
Car—my finest production—should sell for 
$1,055. But of all the new accomplishments 
shown in this car I consider this price as the 
greatest. 


In this final and radical paring of cost I 
feel that I leave my greatest mark on this 
industry. 
required so much invention, so much prepa- 
ration. 


And nothing else done by me has 


The time has come when motor cars must 
be sold on a close-price basis. Cost, profit 


and selling-cost must all come down. 


The furores of the future will be due to ef- 
ficiency—to enormous production, to modern 
equipment, to automatic machinery. 


The time is passing when a doubled price 
indicates a double value. 
how to judge a car. 
to pay more than the market for the utmost 
one can get. 


Men are learning 
They are not content 


The Sweeping Change 


I have sold thousands of cars at what would 
now be four times the cost of making. 
seen men stand in line and pay a bonus to get 


I have 
them. 


I have spent in the making—in proportion 
to value—twice what I spend today. But 
those were days of experiment, of constant 
change. A wealth of machinery, tools and 
jigs went every year to the scrap heap. And 
they were days of hand work, of little auto- 
matic machinery. 


I have seen overhead expense, in the days 
of small outputs, cost twice as much as labor. 
I have seen selling expense cost as much as 
materials. 
extremely unfair. 


R. M. Owen & Co. 


The prices of those days are now 


General Sales 
Agents for 


Price of $1,055 





Now every operation in the Reo plant is 
performed by special automatic machinery, 
invented by us, built right here in our shops. 
Some single machines divide the labor cost 
by fifty. And they multiply exactness, too. 


Now the Reo is standardized, so machines 
are not changed. Now we build but one 
chassis in all this great plant. That fact 
alone saves nearly $200 per car. 


Now the whole of the car is built under one 
roof, so we pay no profits to parts makers. 
Now we make thousands of cars where we 
used to make hundreds, so overhead expense 
is a trifle. 
because of the Reo’s 
prestige, is a fraction of what it was. Profit 
per car has been cut to the minimum. Our 


Selling expense, 


dividends are paid by enormous production. 


Those are the reasons for this price on 
Reo the Fifth—a price far below any car in 
I believe the dominant car must 
give most for the money. And I want that 
to be Reo the Fifth. 


its class. 


The Price Not Fixed 


But the price of $1,055 is not irrevocable. 
All our contracts with dealers provide for 
advance on two weeks’ written notice. 


Materials are now at their lowest prices in 
years, and but little advance will make this 
price impossible. We have pared every cost 
We have even discounted the 
prospect of a doubled demand. So added 


to the limit. 


cost, if it should occur, must be added to 
our price. 


But the price today is $1,055. And the price 
will be kept this low as long as it can be. But 
no price can be fixed for six months in advance 
without leaving a big margin, and we haven't 
done that. 





About Skimping 


Standard cars which compare with Reo the 
Fifth are selling today up to $2,500. This dif- 
ference in price naturally leads to the question 
as to whether we have skimped on the Reo. 

We ask you to judge that for yourself. Our 
catalog—just out—gives complete specifica- 
tions. It states the material used in every 
vital part. Please make your comparisons; 
or, if you can’t do it, have a good engineer 
make them for you. 

If there is one device better than I employ, 
I don’t know it. If there are better materials 
for any part or purpose, I have failed to find 
them out. If any maker uses more time, skill 
or care, I do not know how he employs it. 

After 25 years spent in car building I con- 
sider Reo the Fifth, in every respect, as my 
limit. I would not know where to add one 
whit of real value, whatever price you would 
pay. 

Note the generous tires —the hair-filled 
genuine leather cushions—the nickel-trimmed 
engine—the 17-coated body. In every part 
of the car, both the seen and unseen, I have 
put that final touch. 





No, this car is not skimped. I am putting 
it out as the cap-sheaf of my career, All my 
prestige is at stake on it. This is my Farewell 
Car, and I am glad to think that tens of thou- 
sands of motor car owners are going to judge 
me by it. 


New Catalog Ready 


Our catalog gives all the specifications, and 
shows the three styles of bodies. 
details of all the new features. 


It gives 


Reo the Fifth, at this radical price, will be 
the season’s sensation. The facts about it 
are exceedingly interesting. 
for the book. 


Write us today 
We will then direct you where 
to see the car. 


Reo Motor Car Co., Lansing, Mich. 
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The Center, Cane-Handle Control 
No Side Levers—No Reaching 


The most unique feature in Reo the Fifth is 
this center control, shaped like a cane handle. 


It is our invention—our exclusive feature. 


This car has no side levers—nothing in the 


Left Side Drive 


In Reo the Fifth the driver sits—as he should 
sit—on the left-hand side. He is then close to the 


way. The driver gets out on either side as easily cars which he passes. He is on the up side of the 
as you climb from the tonneau. road. He can look behind in making a turn. 
Both brakes are worked by foot pedals. Either This has always been so on electrics. But 
or both of them can be applied without taking with gasoline cars, where there are side levers, 
the hand from the wheel. the driver is compelled to sit on the right side 


The gear shifting is done by this center cane 
handle. The handle straight up means trans 
mission on neutral. One slight motion takes you 
to low speed, another to intermediate, another to 


high speed and another to reverse. 


Each of these movements is in a different di 
rection. And the top of the handle, in changing 
from one to another, hardly moves more than 
three inches. So the handle is not in the way. 


No danger of gear stripping. 


even one-fourth so convenient and simple. 


And that means the wrong side for driving 

Fore doors have now made side levers imprac 
ticable. They come too close to the door. This 
fact is compelling a center control, to which all 
cars must come And this center control enables 
the driver to sit on the left side—on the proper 
side of his car 


It is so in Reo the Fifth. But, in addition to 
that, we have rid the car of both the brake lever 


. oi. demi : 
No noise at all. and gear lever. 
There was never before a gear shifting device 


Those are a few of the ways in which this new 
Reo model shows its up-to-dateness. 
















































































DORIAN Remountable Rims sell easily 
because there’s a real need for them,because 


they're SIMPLE and SAFE, because 


they're not an expense but an eco- 
nomical investment. 


Where the DORIAN WAY is 
explained, quick sales follow. No 
motorist can do without DOR- 
IANS after he realizes their value, 
and a demonstration, NINE times 
out of ten, means a profitable sale. 


DORIANS make every motor- * 


ist your friend. When you show 
them how these remarkable Re- 
mountable Rims stop the road tire 
repair nuisance, they [HANK you. 


Rarely does a motorist fail to buy 
DORIANS after he sees a dem- 
onstration. We supply the demon- 
strating equipment, local publicity, 
and through our forceful, consistent, 
educational ADVERTISING, 
help to send the motorists of your 
City into our dealer’s store. 

Every DORIAN equipped car 
makes more owners want DOR- 
IAN RIMS. 

There’s a card enclosed for you 
to sign and mail stating that you 


are interested in procuring the exclusive 


DORIAN AGENCY in your vicinity. of 


nai big money for live dealers— 


Read the reasons— 
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Fos te Tracy, Consulting 
Automobile Eng ine i. Ne w 
York Ci ity. “Tha ave iried out 
the Dorian Remountable Rim 
and submitted it to all the 
tests I could contrive, both 
on the road in actual service 
and in the shop. My tests 
sho »w that the Dorian Rim is 
safe, easily mounted and re- 
mounted wader tend condi- 
tions, and that the presence 
of mud and grit does not 
affect its operation. | have 
examined up to date practi- 
cally all of the remountable 
rims on the market, and in 
view of thesatisfactory results 
ie a ed in the tests referred 
I am convinced of its 
poe ence as regards safety, 
simplicity and durability.” 














Jesse Froehlich, Managing 
Director, Benz Auto Ca 


‘““We have adopted DOR- 
IAN RIMS as a standard 


equipment on our Benz cars. 


‘* We are pleased to inform 
you that we have been using 
them for a considerable time, 
and they have given the most 
satisfactory service. We do 


not know of a single instance 


of any trouble with them.” | 


























P. H, McCarthy, Mayor of 
the City and County of San 
Francisco 


“You v ville recall that some 
time ago you equipped my 
car witha set of your Re- 


mountable Dorian Rims, 
These rims have given such 
complete satisfaction, and 
sucli excellent seryi 
ing in such a 


ce, result- 
saving of time 


and annoyance when neces- 
sary to make a tire change, 
that I take this opportunity 


of telling you about it. I 
feei that they cannot be too 
highly praised,” 























Consider the selling help you get—and 
the trade building possibilities that the 
DORIAN Agency brings with it. 


We circularize every motorist in 
your locality for YOU,—we send 
our salesman into your territory to 
introduce DORIANS. and you 
GET THE ORDERS. 


Every selling help you need to 
make your DORIAN AGENCY 


a profitable success is furnished 


_ BY US. Al we ask is earnest 


co-operation and active work on 
your part. 


The story of the DORIAN (see adver- 
tisement opposite) is being told to thousands 
of motorists throughout the country through 
the medium of national magazines, trade 
organs, automobile journals, newspapers, 
etc., and nearly every car owner in your 
own locality is being reached. Right 
now, while you are reading this_adver- 
tisement, many motorists in your City are 
thinking over the DORIAN proposition. 
We are receiving numerous inquiries daily 
requesting DORIAN demonstrations and 
we are only awaiting word from you that 
you will become the exclusive DORIAN 
agent in your vicinity before referring 
these inquiries to you. 


Get the benefit of the DOR- 
IAN advertising, reap the BIG 


PROFITS awaiting you from the sale 
DORIAN REMOUNTABLE 


Send the request while the thought is fresh RIMS,—let us know that you are 
interested. 


in your mind. 
DORIAN 





REMOUNTABLE RIM CO., 





1804 BROADWAY, 


NEW YORK 
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Your Car 
Should be _ 
Equipped Vi 
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—then you can re i 
forget the annoyance of road tire repairs 


The quick-changing simplicity of DORIAN REMOUNTABLE RIMS makes an instant 
appeal to your common-sense. Severe tests have proved DORIANS to be just what 
they were invented for,—the simple, quick, efficient, sensible REMOUNTABLE RIM. 
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ERE’S how to apply the 
DORIAN cure for delays 
from tire troubles on theroad 


—Just loosen four nuts 


(with only a brace wrench and your hands as tools) 


—OFF with the damaged 
tire and rim 

—ON with the Spare 

—Tighten the four nuts 

—And youre gone again 


“Takes only as long as it takes to tell’’ 


—To SEE a DORIAN Demonstration—is to Believe in 
DORIANS—and to REALIZE your Need for them. 


Sign away your road tire troubles—Mail the coupon NOW 
—before you let it slip your memory. 


DORIAN REMOUNTABLE RIM Co. '%ibr37s%°s 


EE what a difference and a pleas- 
ure DORIANS make in motoring 
—We will arrange to give youa DORIAN 
demonstration at your own convenience 


anywhere you say—if you will send us the 
name of the supply dealer in your locality 


—NO OBLIGATION ON YOUR PART 


—The time you take to SEE this evidence 
will be well spent—you’ll admit it AFTER 
—Your car can be easily equipped with 
DORIANS by any wheelwright, or 


—Your NEW car will be fitted with DOR- 
IANS by the manufacturer—If You Jnsist 





Name 


Address 





Supply dealer 


DORIAN REMOUNTABLE RIM CO., 1804 Broadway, Dept. B, NEW YORK 


Gentlemen:—Send book about Dorian Rims and Complete Information to 























500% Increase 
in 12 Months 


Is the Astounding Record of 
This Trouble-Proof Tire 


The sales of Motz Cushion Tires in 
the past year have increased over 500 
Per Cent, and Motz dealers have multi- 
plied their tire profits proportionately. 


Seventeen makers of pleasure cars are now equip- 
ping their machines with Motz Cushion Tires. 
Because this tire has all these remarkable qualities: 
It is puncture proof 
can’t blow out 
—won't skid 
possesses preumaiic resiliency 
is equally eficrent as the highest grade pneumatic 
—is guaranteed to give three times the service of the 
average pneumatic and usually gives four to five times 
the service 
—can be quickly applied to any car. 
Any dealer, armed with those sales facts, can sell 
Motz Cushion Tires and sell them fast. 





CUSHION 
TIRES 


MOT 








Big Profits in 
Commercial Car Tires 


In addition to the Motz Cushion 
Tire for pleasure cars, we offer you an 
unusually good proposition on Com- 
mercial car tires. 

The Motz Cushion Tire for light delivery cars has 
become a big seller and grows bigger every day. 

For heavy duty Trucks, the Motz Solid Tire is stil] 
the reigning favorite. 

All Motz Tires 


delivery cars or heavy duty trucks 


whether for pleasure cars, light 
are quick detach- 


able and fit any universal clincher or demountable rim. 


Write for Agency Proposition 


Motz Agents are given exc/usive territory and their profit- 


margins are good. For further information—terms, discounts, 


catalogs, etc. 
THE MOTZ TIRE AND RUBBER CO. 


Main Offices and Factory, AKRON, OHIO 
BRANCHES: Chicago, Detroit, Kansas City, New York City 


W rite today to 























Don’t Buy Tire-Worries 
With a Pleasure Car 


N ingenious tire invention has ended 4/ow-outs, 
A punctures and skidding, so that no woman 
driver need ever face tire troubles again. 

754, ot upkeep cost has also been eliminated. 
Yet this wonderful tire has all the resz/iency, 

all the easy-riding qualities of the properly-inflated 


pneumatic tire. 


» This resiliency has been accomplished by means 
of double-treads, undercut sides, slantwise bridges ana 
secret-processed rubber. Note in the illustration below 
how the supports g7ve, like the air in pneumatic 


tires 


thus absorbing all ruts and rough spots. 


Note, also, the improved notched treads, which 
effectually end all dangerous skidding. 
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TIRES 








Unusually Popular 


Seventeen manufacturers of 
pleasure cars, who make 95% of 
all electric cars in the United 
States, now equip their machines 
with Mots Cushion Tires. They 
do this to make their cars not 
only easy-riding but trouble-proof. 

These 
manufac- 
turers have 
made the 
further dis- 
covery that 
Motz Tires 





Note the resiliency when 
passing over a stone 
natal ‘ ‘ 


po SsS3¢ss 
the highest 
degree of efficiency. They are 
power-savers. They are equal in 
efficiency to the highest-grade 
pneumatic tire. 


Demand Increased 500% 


The demand for Motz Cushion 
Tires continues to grow at a 
tremendous rate. In I19gI10 it 
was 16 times that of the previous 
year; the vear 1911 will show an 
increase of 500% over 1910 
Thus does the public show its 
appreciation of a really trouble 


pr of, resilient tire 


Guaranteed 10,000 
Miles—2 Years 


Few pneumatic tires last over 


3,000 miles; Motz Cushion Tires 


are guaranteed for 10,000 miles 
The average life of 
the Motz Cushion Tire in Chicago 
is about 14,000 miles; in Detroit 
19,000. 


2 years. 


Some have gone 24,000 
miles without a single repair. 
So the Motz Cushion Tire is the 
economy tire, as well as the 
trouble-proof tire. 


Easy to Apply 


No trouble to put on Motz 
Cushion removing 
wheels, or anything of that sort. 
For Motz Cushion Tires are 
quick-detachable. They fit any 
universal clincher or demounta- 


Tires no 


ble rim. 
Write for Further Facts 


May we send you our latest 
Booklet, including letters from 
owners of pleasure cars who 
have found Motz Cushion Tires 
trouble-proof, resilient and eco 
romical? Postal brings full infor 
mation. Please ask for Booklet 
So. 


THE MOTZ TIRE AND RUBBER COMPANY 


Main Offices and Factories, Akron, Ohio 


BRANCHES: Chicago—Detroit 


Kansas City—New York City 


We Also Manufacture Solid and Cushion Tires for Commercial Cars 
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HE reason why you can 

handle the Ohio Elec- 
tric to advantage is not a 
long winded series of flat 
general statements. The 
sound selling facts are too 
much in evidence. There 
are too many of them. 

Aside from the fact that 
the Ohio Electric is the most 
magnificent electric car built : 
aside from the fact that our 
body designs, upholstery and 
general rich tones have never 
been equaled in the industry, 
the special features of this 
car rightfully give us first 
place in the electric car field. 

For instance: our pat- 
ented magnetic control is the 
simplest and most practical 
made. Our bevel gear shaft 
drive without universal joints 
(also patented) is an exclu- 
sive feature. So is our full 
floating rear axle and move- 
able windows which drop 
completely out of sight. The 
I-beam front axle is a single 
piece of drop forging. The 
drop frame eliminates that 








Interesting Facts for 
the Dealer 


THE OHIO ELECTRIC CAR COMPANY 
Dept. B, Toledo, Ohio 


top-heavy feature of other 
electric cars, and brings the 
step nearer the ground. The 
center of gravity is low. The 
brakes are the strongest ever 
made for an electric car. 
There is absolutely no vibra- 
tion in the steering handle. 
The springs are remarkably 
resilient. Imported Hess 
Bright bearings are used 
throughout the entire car. 
The steering post is enclosed 
permitting perfect lubrica- 
tion. There are large com- 
pression oilers on spring 
shackle bearings and steering 
connections. 

These are but a few of the 
Ohio facts. Any one fa- 
miliar with the electric car 
situation should easily. recog- 
nize the superiority of this 
car. 

If the Ohio is not repre- 
sented in your city our 
agency proposition would 
surely interest you. 

We would like to write 
you fully regarding the 
finest electric car made. 





























DETACHABLE FORE-DOOR 


We present for 1912 a new body type 
that is mounted on the same chassis that 
has built up the business and reputation 
of the Great Western Automobile Company. 
This body type was designed with a great 
deal of care after much thought had been 
put into its construction. It is presented 
to the public for 1912 as the highest type 
of body construction on a chassis which 
is unquestionably strong and powerful. 


The Great Western is acknowledged as 
a wonderful hill climber, a strongly built, 
economical car to operate, and one which 
you can depend on for actual service at 
the least expense. 


In designing our Detachable Fore-Door 
body it has been our aim to place the 
Great Western in a position where it will 
be acknowledged as the most artistic and 
pleasing finished automobile on the mar- 
ket. No pains nor expense have been 
Spared to fulfill our desire, and those who 
have been fortunate enough to see this 
body in advance of this announcement 
have unhesitatingly stated that it is the 
finest body type ever mounted on a medium 
priced, reliable chassis. 


The front doors are so designed as to 
be quickly and easily detachable, and 
when removed they leave a finished open 
touring car Some detachable front doors 
have been advertised, but when the front 
doors are removed there are objectionable 
posts or mouldings that detract from the 
appearance of the body. When the front 
doors are off from this car a finished 
touring car is the result It is frequently 
desirable to some people to remove the 
front doors from their cars, and if they 
have any such preference this body type 
can be quickly converted whenever it is 
found desirable 


The leather used in this convertible 
fore-door model hand buffed, which gives 
urface, and as the bodies are 


upholstered with an excellent grade of 
curled hair, the finished car has the com- 
fort ¢ an arm chair, as well as the 


finished appearance that would make you 
Proud to possess such a car. 


We have taken a great deal of pains to 
make this finished car beautiful in every 
respect, and are giving the bodies eighteen 
coats of paint, so that we have practically 
a piano finish 


The compartment underneath the rear 
Seats can be reached through a door at the 
rear of the body as well as by lifting the 
rear seat cushion This has been taken 
care of in this way in order to make it 
Possible for the driver of the car to get 
into the compartment while on the road 
without disturbing the occupants of the 


——— 


tonneau. This door swings on piano 
hinges, and is controlled by a lock and key. 


The body mouldings and dash are in 
black walnut. Even such little details as 
hand grips for the occupants of the ton- 
neau and a compartment between the front 
seats for handy reference books and 
memoranda go to show the degree of excel- 
lence to which this body has been carried. 
The door hinges are concealed so that 
there are no objectionable projections on 
the outside of the body proper, and the 
door locks are controlled by inside handles. 
The control levers are located on the inside 
at the right of the driver, and are brass 
plated throughout. The steering wheel is 
a 17 inch laminated walnut with a dished 
aluminum = spider. There is ample leg 
room for each passenger of the car, and 
those riding in the machine sit in the most 
comfortable position possible, as these de- 
tails have been so carefully worked out 
that there is not a single objectionable 
feature to this body type. 


It is painted a beautiful holly green 
and all doors have a cream panel with 
black stripes. Our dealers who have had 
advance information on this body type 
declare that they could sell a great many 
cars on the strength of the body alone. 


We have adopted black enamel Solar 
lamp equipment on this car. The head- 
lights are 12 inch electric lamps with 
silver mirrors and bayonet lock sockets. 
These lamps give a reflected light of two 
thousand candle power, and are attached 
to a 20-ampere Elba storage battery. 
This gives the same number of lighting 
hours as a gas tank. The cost of recharg- 
ing is from one-third to one-fourth the 
cost of recharging a gas tank. The side 
and tail lights are left as oil lights that 
can be pressed into service in cases of 
emergency when on dark country roads, 
when it is necessary to carry lights away 
from the car, or in case of a tire replace- 
ment. These are also black enameled 
Solar lamps 





The tire equipment is 35x4 in. placed 
in demountable detachable rims. The dash 
is fitted with two ventilators. The ton- 
neau has an adjustable brass robe rail and 
foot rail 


The price of this new car is $1,750. 
For 1912 we have adopted a policy of 
practically equipping our cars at cost. We 
furnish a Gray English stripe mohair top 
of a little higher grade than used last 
year, with Gray English stripe mohair side 
curtains to match, a brass bound folding 
glass wind shield and Model 26 Stewart & 
Clark speedometer for $100.00 equipped to 
the car Art catalog mailed free upon 
request Great Western Automobile Co., 
Peru, Ind. 











portions. 


a long felt desire for a luxurious five passenger 
car, with all seats facing forward. 

Besides being the most beautiful, comfortable 
and luxurious electric ever shown, it approaches 
more nearly the limit of mechanical and elec- 
trical perfection. 

Equipped with Ohio special shaft drive without 





Gke OHIO ELECTRIC 


DISTINCTIVE charm invests the Ohio Electric De Luxe, 
because of its beautiful and original lines and handsome pro- 
It is the last word in electric brougham design. 


It fills 
universal joints—(patented). Dodge magnetic 
controller—(patented). 34x4 solid or pneumatic 
tires. Exide and Ohio batteries. Ironclad or 
Edison batteries at additional cost. Colors 

Ohio blue, green or maroon. Upholstery—finest 
imported broadcloth or goatskin, Price —fully 
equipped, — $4000 f. 0. b. Toledo, 


Write for beautifully illustrated catalogue showing complete line of the finest electric cars built 


The Ohio Electric Car Company, 


Dept. B, Toledo, Ohio 
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Hs cars, it is the same applied principles that make the | 
|| Bee . : 
2 short ride—or the tour—more genuinely pleasant and | 
i comfortable. 
Wize This actual photographic reflection — like a mirror — is the result Mi 
||| of superlative care in applying 18 coats of paint. Every Great li 
\\F W estern sh WS this evidence of ill -attention to the little details. \ 
| Pas on , ‘ , . , Hii} 
S The exterior design is of strong straight lines —a car to be proud My 
> of — yet upon the inside every item — even to the smallest essential Hil 


Proper suspension on \ 
hand buffed leather upholstering n 
the riding easier—foot rail for support 
Even such litthke—but handy—details as 
hand grips for tonneau occupants—a compartment between the fro 
seats for reference guides—the real 
the outside by an invisible lock-door and invisible hin 


These are a few of the many little thing 
this Great Western model—the most comfortab 
Write today 


GREAT WESTERN AUTOMOBILE CO. 
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Little Things That Make 


Great Western Perfection 


HE small things in life make for perfection. 


In motor 










inadium steel springs 
lakes 
robe rails for convenience—sic¢ 
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seat compartment entered irom 
iges on detach 

that—as regular equipment go t 
le and convenient Great Western 


PERU, INDIANA 

















Another Good 
Opportunity 


Mr. Dealer: — 


Every dealer in Auto-accessories ought to jump 
at the chance to build up his business through 


Solar Lamps 


Solars are today’s most popular and best selling 
motor lamps. This is because they render 
Solar Service—a peculiar kind of service made 
possible only by certain advantageous features 
found on no other motor car or cycle lamps. 
The Solarclipse Lamp is an example. This 
makes possible two distinct fields of light for 
town and country use. 











As a result of this service rendered, you see 
Solars everywhere. You see them on modest cars 
because they are most economical; you see them 
on high priced cars because no one can get away 
from the quality that has made Solar Lamps 
famous. 


Based on over thirteen years successful lamp building 
experience and found on the foremost cars of America. 


Ask about Solar 1912 All-Electric Headlights, Side 
and Tail Lamps. 





If you want to handle another distinctly high class and 
most profitable line, get in touch with us at once 


Badger Brass Manufacturing Co. 
New York City 














Kenosha, Wisconsin 




















Each car produced under the Stevens-Duryea 
name emphasizes what is possible for pioneer 
engineers in motor car design to do in fulfillment 
of motorists’ requirements. 

Look carefully inside and out, over every fea- 
ture, every detail of the 1912 models and you 
cannot fail to appreciate that here is a motor car 
as mechanically perfect as pioneer manufacturers can make it. De- 
signed, fitted and finished to provide the fullest possible measure of 
luxurious travel. 





A quality combination unknown in any other car—a combination 
the outcome of vast experience, not only of car construction, but of 
all that goes toward making perfect road service. 

This quality must impress you-—-it means efficiency unequalled 
and a type of service which will add still further to the manifold 
pleasures of Stevens-Duryea travel. 


Basic Mechanical Features 





Motor, Clutch and Gearset in a umit housing, fully protecting the rotation 
parts from dust, water or mud. Long Service. 
Mounting this uwvit on three points prevents other than the power produ- 
cing strains being imposed on bearings Long Service. 
Multiple disc clutch dry plate operated with slight pressure—smooth, 
shockless application of power to rear tires Long Service. 
Transmission simple in its operation—strong in its every component part 
-—quiet because frictionless Long Service. 
A power plar flexibly \ power plant with each 
mounted, and generating Three-Point Support. part correctly proportioned 
the required power at ail Unit Power Plant. and of selected and tested 
speeds withou’ vibration, material 











LUXURIOUS TRAVEL—— LONG SERVICE 


A combination based on 21 years experience in scientific moto: car engineering. 


Semd for free literature describing all models in detail 


Stevens-Duryea Company, Chicopee Falls, Mass. 


Pioneer Builders of American Sixes. 





StevensDuryea 























Solar Lamps 





Perfected along original lines these lamps include many strik- 
ingly advantageous features—features that are found in no 
other Motor Lamps. 

Solar Lamps are simple, elegant, yet tremendously efficient. 
They are based upon over |3 years of practical lamp build- 
ing experience and are found today on America’s foremost 
automobiles. 

This is the highest tribute payable to Solar quality. 


Solar Electric Headlights, side and tail Lamps. Simple—durable 
—remarkable—with the inimitable Solar Quality back of them. 


ALL-Electric Headlight 
See that your car is installed with efficient generator and 
batteries for the service of this wonderful headlight. 


Solar Lamps—including the Solarclipse, the 
double ray lamp for city or country use—are 
built to meet every motor car requirement. 


Nearly all dealers carry Solars. If your dealer is sold out, 
write either of the offices below for catalog. 


BADGER BRASS MFG. COMPANY 
KENOSHA, WIS. NEW YORK CITY 
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Stevens Duryea 


ans g* 7 
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HE Stevens-Duryea Six is a car of great power and flexibility, 
combined with the utmost comfort in riding 


The easy riding quality in all Stevens-Duryea Models is due 
largely to theelimination of the rigid support of the engine, clutch fly- 
wheel and transmission to the frame in Stevens-Duryea construction 

Interesting literature mailed upon request, but a visit to 


a Stevens-Duryea dealer, where you can examine the 
cars themselves, will prove more interesting to you 


Stevens-Duryea Company, Chicopee Falls, Mass. 


Pioneer Builders of American Sixes 
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To Electric Vehicle Agents 


and Garages 


The usefulness and reliability of an Electric Vehicle is 
largely dependent upon the storage battery—it furnishes the 
power to propel the car. 

Ever since its introduction in 1900 the “Exide” Battery 
has maintained undisputed supremacy in the vehicle battery 


field, having been used in over 90% of all pleasure “Electrics” 
manufactured. 


About a year ago this company placed upon the market 
the ‘‘fronclad-Exide’’ Battery,—the latest and highest de- 
velopment in the “xide’’ Battery family. This new vehicle 
battery has the following distinct advantages; —it gives two to 
three times the life; it seldom, if ever, requires cleaning; it 
gives increased mileage and reduces the cost of operation. It 
will drive a car practically as many miles in cold weather as in 
hot. On heavy discharges such as climbing hills, it does not 
lose its efficiency due to high internal resistance. It does not 
require daily attention to keepin running order. Jt will run 
more miles with less expense and less attention than any 
battery made. 

There never has been a battery which has created such 
universal enthusiasm among vehicle makers, agents and users 
as the “fronclad-Exide”’ Battery. 

Catalogues, instruction Books and full information will 
be mailed to electric vehicle agents and garages, or to any 
user or prospective user of an “ Electric.” 


Write the office nearest you 


THE ELECTRIC STORAGE BATTERY C0. 


1888 PHILADELPHIA, PA. 1912 
New York Chicago Cleveland Los Angeles Portland, Ore. Detroit Boston 
St. Louis Denver San Francisco Adanta Seattle Toronto 


** Exide ’’ Depots in Philadelphia, Boston, Chicago, Cleveland, St. Louis, Denver, Atlanta, 
San Francisco. 760 ** Exide’’ Distributors ** Exide ’’ Inspection Corps. 














Aearn to love 
as you love a faithful horse 


Le) 


The Car you 


It is the ‘‘Electric.’? No matter whether you are a man or a woman, no matter 
in what field you use an electric car—either for pleasure or for trucking or 
delivery purposes, for suburban trips or for the daily routine of business or 
social life—you become more and more attached to it the longer you run it. 

You become attached to an ‘‘Electric’’ because of its efficiency, simplicity 
of operation and reliability, and because of the fact that in these points the 
‘*Electric’’ surpasses all other motor cars. 


The efficiency, simplicity and reliability of an electric car are made doubly certain by the 
use of a thoroughly dependable storage battery. 


The “ Tronclad=Exide”’ Battery 


gives two to three times the life; seldom, if ever, requires cleaning; 


1 gives increased 
mileage; reduces the cost of operation, 


: j and is superior in every practical way to any 
other electric vehicle battery made. These leading electric car makers use ** Ex{de’’, 


** Hycap=Exide’’, and ‘* Tronclad=Exide ’’ Batteries: 


Argo Electric Vehicle Co. eirvem Wagon Co. Grinnell Electric Car Co. 
Baker Motor Vehicle Co. Commercial Truck Co. of Amer. Hupp-Corporation 
Borland-Grannis Co. Couple Gear Freight Wheel Co. C. P. Kimball & Co. The Waverly Co. 
Broc Electric Vehicle Co. Columbia Motor Car Co. Ohio Electric Car Co Walker Vehicle Co 
Columbus Buggy Co. Dayton Electric Car Co. Rauch & Lang Carriage Co. Woods Motor Vehicle Co. 
General Vehicle Co. 

If you are going to buy an “Electric,’’ make sure that it is equipped with an ** Exide sat 
**Fycap=Exide’’ or ‘*fronclad=Exide’’ Battery, or make sure that you have one in the 
car you own now. 


Our nearest sales office will tell you all about the three ** Exide ’’ Batteries and which 
is best adapted to your service. This is information you should have. 


THE ELECTRIC STORAGE BATTERY CO. 


Standard Electric CarCo. 
Studebaker Auto. Co. 


1888 PHILADELPHIA, PA. 1912 
New York Chicago Cleveland Los Angeles Portland, Ore. Detroit Boston 
St. Louis Denver San Francisco Atlanta Seattle Toronto 


** Exide ’’ Depots in Philadelphia, Boston, Chicago, Cleveland, St. Louis, Denver, Atlanta, San Francisco 
760 ‘* Exide ’’ Distributors ** Exide ’’ Inspection Corps 











Veeder Mnfg. Co’s Hub Odometer 


POSITIVE MILEAGE RECORDER 


Veeder Hub Odometer registers with wheels 
going backward as well as forward. 


No one line of accessory manufacture has had a greater bearing 
upon the automobile industry as a whole than that of speed and 
mileage recording devices—intricate yet simple—complicated yet 
positive. The mileage a car travels is the kernel to the whole nut 
of solving wear and tear and general up-keep expenses—so vital to 
this commercial detail age. 









And in this connection the Veeder Manufacturing Company of 
Hartford, for years prominent with its counters and speed 
indicating devices, jumps prominently to the fore with a perfected 
instrument for recording the mileage a motor vehicle travels, both 
backward and forward. 























No longer can the mileage a car makes be subtracted by running 
the wheel backward. There is no way to disconnect it by slipping 
gears out of mesh. It is arranged to be sealed on the 
place of the regular hub cap and cannot be 
owner’s knowledge. 


hub, in 
taken off without the 


The hub odometer places within reach of the trade in one fell 
swoop exactly the means for obtaining the information it has been 
seeking for years. For pleasure cars its use comes in as a more or 
less satisfactory means of compiling tire, oil and fuel cost but it 
automatically places a ban upon the evil of “joy riding.” 

In the taxicab and commercial car industry, in which up-keep cost 
has such a vital bearing upon its very being, the 
comes in the nature of a revolution. 
batteries, tire-ccost—wear and tear per mile can be 
figured out to the smallest fraction as every 
wheels, both backward and forward are recorded. 


hub odometer 
Oil and gasoline, life of 
accurately 
revolution of the 
For the dishonest or careless driver the hub odometer truly ‘ 
his mileage with taxicab or truck is recorded beyond cavil. 
all-necessary ‘‘comparative table’’ 
in positive form. 


measures the miles’’— 
For the perpetual but 
the hub odometer supplies the necessary statistics 


This positiveness, so fundamental to Veeder products, is known to the automobile 
industry as a whole, and in cyclometers, tachometers, tachodometers, odometers 
and counters in general, the Veeder Manufacturing Company takes a commanding 
position with manufacturer and user alike. 


The Veeder Manufacturing Co. 


C. H. VEEDER, President D. J. POST, Treasurer 
H. W. LESTER, Secretary 


HARTFORD, CONN. 


Makers of Cyclometers,Odometers, Tachometers, Tachodometers, Counters and Small Die Castings 




































Odometer 


‘* Measures The Miles’’ 


The VEEDER HUB ODOMETER solves the per- 
plexed problem of recording the true mileage of any 


motor propelled vehicle in that it positively checks 
distance travelled backward as well as forward. 


You or yours can’t fool it 
by slipping gears out of mesh—the record the hub 
odometer makes, “‘goes,’’ as it cannot be tampered 
with —it is impossible to subtract mileage by running 


the wheel backward or to falsify returns by putting 
the odometer out of service during a run. 









it cannot be disconnected 


Affording an infallible check on “joy-riding’’ and an absolute tally of 
tire mileage with pleasure cars, the VEEDER HUB ODOMETER 
isa PLAIN NECESSITY for commercial trucks and taxicabs. With 
its use tire, oil and gasoline consumption, and wear and tear can be 
accurately checked, for comparative purposes, and the dishonest or 
careless driver is nailed’’ by the record. 

Neat and compact it can be easily attached. Price complete............... $25 
at your dealers, direct from our factory or at the following agencies : e 
T. H. Cranston & Co., 56 E. Randolph St., Chicago, IIl. 

L. H. & B. I. Bill, 543 Golden Gate Ave., San Francisco, Cal. 


The Rubber Tire Wheel Co., Montreal, Quebec, Toronto, 
Winnipeg and Vancouver. 


The Veeder Manufacturing Co. 


C. H. VEEDER, President D. J. POST, Treasurer 
H. W. LESTER, Secretary 


HARTFORD, CONN. 


Makers of Cyclometers, Odometers, Ta 


hometers, Tachodometers, 


Counters and Small Die Castings 











To the dealer 


who is building for a permanent 
business future 


HE BUSINESS of selling motor cars at retail is gradually shaping 
itself into a fixed business science. The dealers who are to 
influence and control the motor car trade in the various cities of 
the United States in the future, are those dealers who identify 

themselves with a standard car of the greatest merit. 


No dealer can attain the fullest measure of success without an agency 
for one of the high-class standard automobiles. The greater the merit 
and character of the car selected as the leader in his line, the greater will 


be the dealer’s prestige and standing in the trade and his ultimate 
financial success. 


The Lozier is one of the world’s really high-class motor cars, measur. 
ing up to every standard demanded by men of wealth, people of discrimi- 
nation and those who are able to judge intelligently as to the requirements 
of a high-class modern automobile. ‘The Lozier is the only car which 
has for seven successive years steadily commanded a price of $5000. No 
car in America was so early in standardizing modern features of design, 
such as Bosch double ignition, annular ball bearings, 36 inch wheels, four 
speed selective type transmission, all steel multiple disc clutch, full floating 
type of rear axle, long wheel base and high-class steel alloys of nickel, 
vanadium and chromium. 


The Lozier six-cylinder—the leader of the Lozier line—is in its fifth 
successful season. In long distance endurance contests, on road and track, 
the Lozier car has proven itself to be the greatest car of endurance in the 
world, and within the past two years, by winning a majority of its races in 
contests with every car engaged in racing and endurance contests, has 
proven itself a world’s champion. 


Seven continuous years of building $5000 automobiles has produced 
in 1912 a line of cars unsurpassed for elegance, power, comfort, safety and 
endurance. ‘Twenty years of manufacturing experience of the House of 
Lozier guarantee permanency and stability in business. ‘The Lozier line of 
cars offers to the dealer a leader which will enable him to establish himself as 
a permanent and important factor in any locality in which his interests lie. 


LOZIER, 


2201 Mack Ave. Detroit, Michigan 
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B aigotor car of the character, dignity and power of the 
Sindispensable. It has becomé essential part 
of his business life and the social life 0 
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of the best dealers 


in the United States 
are handling 


UNITED STATES TIRES 


Brands: United States G&J Hartford Morgan & Wright 





These are unquestionably America’s Predominant Tires, and dealers 
generally are fully awake to the fact, as indicated by the following extract 
from a letter recently written by a big dealer to a car manufacturer: 


“The fact that this Company combines the experience of four of the 
largest tire concerns in the country, is certainly in their favor.” 




















Dealers who handle United States Tires are in a 
position to furnish their customers with tires that 
combine the strongest points of four famous brands. 


This distinct advantage has been widely advertised 
during the past year, with the natural result that 
thousands of additional motorists have come to use 
tires that have “extra strength without extra cost.” 


It is this added advantage that enables the dealer to meet his competitors 
more than half way, because tires that give as little trouble as do United 
States Tires, are a/ways better sellers than low-priced tires or tires that 
the motorist knows are less serviceable. 


The advertising slogan, 


“Users of United States Tires have 
mighty little trouble” 





is not merely a “taking”? phrase—it is the statement of actual experience 
on the part of the users of these tires. And because of this fact, the dealer 
is profiting in 47s way just as the user is profiting in Ais, for tires that 
have a reputation for a minimum amount of trouble are certain to have 
a maximum demand. 


‘Working along the lines of least resistance”’ in the tire business resolves 
itself into handling the tires with the largest popular demand—especially 
when such tires are backed by a concern having by far the largest and 
most conveniently located factory facilities. 


It is as certain as any purely commercial proposition can be that United States Tires 
will continue to be the most profitable tires for the dealer to handle, because they will 
continue to be the most desirable tires for the motorist to use. 


United States Tire Company 


Broadway at 58th Street, NEW YORK 


Branches, Agencies or Dealers Everywhere 




















Providence Plant Hartford Plant Indianapolis Plant Detroit Plant 























THE COMMERCIAL VALUE OF A NAME 


For 35 years the products of The Pope Manufacturing Company have been used and highly regarded throughout the 


world. The name “ Pope’’ is synonymous with Quality. Pope-Hartford automobiles are now in the eleventh year of their 
manufacture, and the prestige everywhere attached to the name is the natural result of its having been identified, year after 
year, only with reliable and efficient automobiles of the very highest type that have proved their worth in the service of 


critical and exacting motorists. That is why the Pope name sells automobiles. 


Pleasure Cars Trucks Public Service Wagons 
A LINE OF WIDE SCOPE AND VARIETY 


For the present season we offer 4 and 6-cylinder Pleasure Cars with 17 types of bodies; 3-Ton Trucks, Public 
Service wagons, including several types of Chemical Fire Wagons, Ambulances and Police Patrols—a line which in scope 


and variety gives a dealer the widest opportunities for profitable and successful results. 


CONSIDER THE PRICE, ITS EFFECT IN MAKING SALES 


Pope-Hartford prices are absolutely fair. We confidently believe that no other cars offér equal value for the 
purchase price. Thesé cars command the continued patronage of motorists who would not hesitate te pay a much higher 
price could they find a car sapable of giving more efficient service. This combination of the highest quality and fair prices 


makes sales relatively easy. 


POPE ADVERTISING HELPS THE DEALER 


An advertising campaign of national scope now being conducted through the leading national publications has 
further quickened the demand for Pope-Hartfords in all sections of the country. The Pope-Hartford is today one of the 


best advertised cars of standard make. 


DEALERS WANTED IN UNOCCUPIED TERRITORY 


With greatly improved facilities for the systematic production of Pope-Hartford automobiles, we are now in a 
position to arrange with a few more dealers in various parts of the country where we have not heretofore been adequately 


represented. We solicit correspondence with dealers in unoccupied territory. 


Write us today for catalogue and dealer’s proposition 
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THE POPE-HARTFORD FACTORY, MAIN WORKS 


Pope-Hartford cars are made from the ground up in the Pope factories under our direct supervision and control. 


THE POPE MANUFACTURING COMPANY 


HARTFORD, CONNECTICUT 
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POPE QUALITY HAS NEVER BEEN QUESTIONED 
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Four cylinder 50 horse-power $3000 with catalogue equipments) / Six cylinder 60 horse-power $4000 


Seven passenger touring body on 6 cylinder chassis shown above 
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THE POPE MANUFACTURING CO, Hartford, Conn. U.S. A 
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